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CHECK THESE IMPORTANT ADVANTAGES 
IN NEW CABINET CONSTRUCTION! 


New type, tighter cabinet with drive-cleat panel 
joints, larger inspection door, plus removable 
front panel for easy access and assembly. De- 
signed for pressures up to 1-1/2-inch. 

Easily adapted for use with air conditioning. 
New heavier cabinets up to 16 gauge. Base and 
top frame of 16 gauge for greater rigidity. 


CHECK THESE IMPORTANT ADVANTAGES 
IN THE HEAT EXCHANGER! 


New construction features larger observation 
door, right or left flue connection and larger flue 
outlets and lower stack temperatures. 

Designed to give even heat transfer, quiet opera- 


tion and long service. 


EXTERNAL STATIC 
ad 


PRESSURES TO 1-4 


Jackson & Church engineers have created a new 
Powerated furnace for the heaviest duty requirements. 
This new re-designed J-C Powerated Series develops 
static pressures up to 1-1/2” W.C. with a locking, 
leak proof casing designed to carry the heaviest air 
load over the unit for air conditioning. With 

outputs from 400,000 to 3,800,000 Btu for oil, gas 

or dual fuel firing, these Powerated Units feature 

the latest advances in modern industrial and commercial 
heating. 


e@ J-C’s proven Tubular Design now re-engineered 
for better draft condition. 
Easier starting, more quiet and stable firing. 
New cool-to-the-touch casing. 


CHECK THESE IMPORTANT ADVANTAGES 
IN OPERATION! 


All Powerated Units available with electronic 
equipment and electronic safety controls for both 
oil and gas. 

Two stage firing is standard on larger models 
and optional on most smaller models. 


For all heating needs be sure you choose 
the line that stands for engineering progress — 
Jackson & Church! 


JACKSON & CHURCH! 


. ; = 
America’s largest and most complete warm air heating line...the line that has everything! 


JACKSON & CHURCH 


FURNACE DIVISION 





| SAGINAW, MICHIGAN 








THE 1956 BUILDING PRODUCTS LITERATURE COMPETITION 


eased 
‘TE AMERICAN DSTTTUTE OF ARCHITECTS ond THE PROUUCERS COUNCR BC. 





by 
AMERICAN BRASS COMPANY 


Has beon deemed by the jury of Awards to tw of techene 
volue to the architect ond dasereing her commendeton « 


af its eacotence 9: buskdng product Mereture « 


EXCEPTIONAL MERIT 
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Send Today for your Free Copy of this 
Award-winning book 


The American Brass Company’s new publication, “Modern 
Sheet Copper Practices,” received the highest award in its 
class —the Certificate of Exceptional Merit in the 1956 
Building Products Literature Competition sponsored by 
The American Institute of Architects and The Producers’ 
Council, Inc. 

This new book shows suggested construction details and 
specifications which reflect the use of copper in current 
architectural design. 

Easy to use. It opens easily, lies flat. The recommended 
practices and suggested specifications are on the page fac- 
ing the drawing. Subjects are easy to find, as drawings are 
in a logical sequence according to type of detail. 

Designed for the Architect, Specification Writer, Sheet Metal 
Contractor. The book is recommended as a practical guide 
with clear, brief suggestions for meeting everyday prob- 
lems. Send for your free copy today. 5628 


for better sheet metal work use 
® 


Ls oh 
+ Sh. 


COPPER 
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104 pages of detail drawings— 
recommended practices— 


suggested specifications. 


The American Brass Company 
Waterbury 20, Conn. 


Please send me a copy of Publication C-1 


Please check type of business 


[_} Architect [_] Builder [_] Sheet Metal Contractor 
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Industry Needs Standards for Heating Performance 
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Use Simplified Method to Make Offset Angular Hood .... 
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National Advertising that 
creates interest... 
Sales Promotion that 


attracts inquiries... 
Co-op Allowance that 
gives your local advertising 
effort a lift... 











HEATING AND AIR CONDITIONING 


Here are the reasons YOU should be a Mor-Sun Dealer... 


A COMPLETE LINE of warm air heating and air conditioning equipment. 

QUALITY DESIGN AND CONSTRUCTION that ensures customer satisfaction. 

THE RIGHT SIZE... THE RIGHT PRICE for every home heating and cooling market. 
NATIONWIDE DISTRIBUTION with immediate delivery from local stocks. 

SALES TRAINING sponsored by Mor-Sun — practical, professional ‘‘how-to-sell” instruction. 
NATIONAL ADVERTISING that pre-sells Mor-Sun, builds customer recognition and acceptance, 


boosts your business and profits. 


SALES PROMOTIONAL HELPS, selling tools to help you interest the prospect and close the sale. 
CO-OP ADVERTISING PLAN for your local use — newspaper, radio, TV, and other approved media. 


FOR ALL THE DETAILS of one of the 
soundest business opportunities 
open to heating dealers, see your 
nearest Mor-Sun Distributor—he's 
listed in the Yellow Pages of your 
telephone directory—or write di 
rectly to: Mor-Sun Furnace Divi 
sion, Morrison Steel Products, Inc., 
609 Amherst Street, Buffalo7,N.Y. 


In Canada: Mor-Sun Ltd., Waterloo, Ont 


@ There’s a Mor-Sun Warm Air Furnace and Air Conditioner for every home heating and cooling 


requirement... the right size... the right price... for new construction or modernization. 
Also manufacturers of Morrison Roly-Door Steel Sectional Overhead Doors and Morrison Service Bodies 
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Thumbing Through 
This Month’s Artisan 


we attend a 
Washington, 
D.¢ where Curtain Wall 
Workshop Map Contractor 
Profit’ by 


standards and offering sug 


conference in 


Route ft setting 


gestions which — will help | 
sheet metal men produce big- | 
ger and better metal curtain 
wall panel installations in a | 
wide open market. We hear | 
reports from leaders in the 
field on all phases of curtain 
wall fabrication, erection, d 
and 


y 
sign 


enginecring, 


maintenance and 


costs. | ACCURATE, DEPENDABLE, 
limitations. | WEATHERPROOF GAUGES 


as well as a clear picture of | Easy fo install...Easy to read! 


who should do the work 


Constructive interpretations | 
and recommendations ar 
offered’ following five work 
shop sessions as a step to 
ward development of pub 
lished criteria on architectural 
wall 


curtain onstruction 


Standards 


we hear 
an appeal to the NWAHACA 
Research Advisory committe: 
by C. W. Nessell 


ommends adoption of a set 


who ren 
of standards for heating by 


which comfort performance 


rather than mechanical parts 
can be compared and evalu 
ated The article Heatins 
Standards Next Industry 
Project? reports on Mr 
Nessell’s endorsement of the 
standards 


Konzo 


American Artisan 


proposed by » 
and published in 
as a solid 
starting point for establish 
ing a basis for rating heat 
ing installations which will 
not only help dealers im 
prove their heating jobs but 
will also be understood and 


appreciated by the prospect 


Compressor 


and we find 
out How to Determine Horse 


, 
powe Requiremen i Com 


Unaffected by specific gravity changes 
or variations, Sentry Remote Gauges 
accurately indicate liquid level at all 
times. Simplified mechanical opera- 
tion eliminates unnecessary fittings, 
bulbs or levers for serviceman to 
tamper with as well as his need for 
access to building. Remote Gauge may 
also be combined with At-A-Glance 
Direct Gauge, shown below, for read- 
ings at both tank and remote loca- 
tion if desired. Non-corrosive, stain- 
less steel and brass extension lines 
connect tank float with heavy-duty 
cast aluminum, weatherproof, ther- 
mometer type indicator — calibrated 
in fractions. Unconditionally guaran- 
teed. Write for descriptive literature. 


A 
G7. q 
\ONYZA 
ya 


KRUEGER, SenZey GAUGES 


GREEN BAY > 


Type 0-O 

and D-10 
Gauge for 
basement tank 
installations 
with 2” and 
1/2” openings 
respectively. 


’ 


Type D-U 
Gauge for 
underground 
tank 
installations. 
Fits 2” 
openings only. 


ill 


WISCONSIN 
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pressor Motor from basic re- 
frigerant data, taking into 
account unavoidable effects 
such as superheating, friction 
loss, re-expansion of com- 
pressed vapor, etc., in a use- 
ful article to help the dealer 
sclect the proper size com- 
pressor motor by interpreting 
what he knows about the suc 
tion and discharge pressures 
under which the compressor 
will operate. Author S. W. 
Reid points out how pres- 
sures affect horsepower and 
defines terms such as brake 
horsepower, torque and others 
which must be understood in 
order to determine the 


the motor must handle 


load 


Details 


and we see 
how leads from satisfied heat- 
ing-cooling customers build 
up the business volume of a 
dealer who believes It’s De- 


tails that Count with Pros- 


pects, and plans his sales ap- 


proach accordingly. We see 
how pre-engineering confer- 
ences, in which job estimates 
are reviewed by the manage- 
ment team for possible im- 
provements, play a big part 
in building this dealer's 
reputation as a reliable busi- 
man 


ness whose 


customers 
will get the best possible re- 


sults by following his sug- 


| gestions. We follow through 


several case histories, noting 
the same result in each case 

a satisfied customer who 
will be quick to recommend 
this dealer when his friends 
need heating or cooling work 


| Modern Methods Create 


company 


Demand for Engineers 


THE GROWING NEED for en- 
gineers in all phases of the 
heating-cooling field was 
brought up by D. C. Minard 
president, Trane Co., whose 
engineer 


uses one 
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“race against 16 @y)” 


men and 8 brakes. It beat them silly. 


A Locktformer has many extra rolls oe 


——/ 
attachments which make other __f_ seams, 


cleats, “ f tlanges, Cand slit metal.\\ The 


nicest thing about a Lockformer is something we 


picked up from a man ¢ 


Sua | l1/ 
It turns sheet metal il gold > Foe, “i 


because it does a whole morning’s work in 
od NAN N/py 


an hour. For morez} \-gold in 


SS 
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piggy bank, get a | a 
Lockformer and live ee happily ever after. 
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to every three other employ- | 
Mr. Minard said 


“Businesses 


ece 
cs, } 


are becoming | 
more complex each day, mak 
ing it increasingly important 
that more engineers be avail- | 


able. 


Methods used a decade 
ago are no longer adequate 
Techniques must be refined, 
pro ducts consistently im 
proved. markets 
must be sought to maintain 


Broader 


current business growth. Ob- 
viously, the opportunities for 
engineers in both develop- 
ment management 
practically unlimited.” 
Dealers feeling the 
pinch for good engineers and 


and are 





are 


though college graduates in| 
engineering arent required to | 
perform all the work a deal- 
er or contractor brings in, | 
any middle size shop will 
find at least one graduate en- 
gineer a worthwhile addition 
to the staff. Remember, 


gineers have 


en- 
many abilities | 
that fit in a business opera 

more | 


from 


and often 
pay 


the savings they 


tion 
than 


they 
their salaries 
able 


are to | 


bring about. 


Match Books Prove 
Good Promotional Media 


Dip YOU EVER consider using | 


match books as sales pro- | 


motion media? If you have, | 
you'll find the following in- 
formation interesting. The re- 
port from 


Bureau, 


came Hoope r- | 


Inc. who} 
independent | 


survey. It} 


Homes 
conducted 
market 


an 
research 
states, “Surveys were con- | 
ducted on a ‘random-sample’ | 
basis similar to those used al 
most advertising research in- 
terviewing. A quota was set | 
men, 40 | 
percent women interviewees, | 
between 21 
age, | 
cated according to city ward 
and geographic region accord- 

ing to U | 


at 60 percent for 


and 65 years of 
and quotas were allo- 


S. Census Bureau 


“for Doors—Partitions 
Thick ! 


iy to 


* CUTS INSTALLATION TIME '/2! 

¢ EASY TO INSTALL — NO DANGER 
OF RUINING DOOR! 

* COMPLETE — NO WOOD MOLD- 


INGS TO ADD! 


aa — ED 


First Grille ever designed specifi- 
cally for thin doors and partitions. 
Anyone can install it in just a few 
minutes time. No close tolerances 
required 
extra on 


. almost a half-inch 
sides for positioning. 
Telescoping auxiliary frame fas- 
tens to grille with posts and 
Clamps tight. No holes 
to position. Practically no danger 
of ruining door. No wood mold- 
ings. All steel. Rattle-proof. No 
vision, with 80°, free area. Avail- 
able with or without frame, all 
sizes. Gray or tan prime coated, 
or Hammertone finish in gray or 
bronze. 


ACTUAL SIZE 
CROSS SECTION 


Write For Our Complete 


FREE CATALOG 


Listing Over 1000 Types and Sizes of 
Grilles for Every Requirement 


A-) MANUFACTURING CO. 


Dept. A-12 
3601 E. 18th St., Kansas City 27, Mo. 


screws. 


| NEW! Thin - Core Grilles |** editor’s 
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| figures. Area allocations with- 
in cities were established as 
additional control of in- 


come and other personal 
characteristics.” 

More than two out of five 
persons carrying match books 
with cover advertisements for 
heating dealers recall the 
on their current 
match book without looking, 
according to the survey. 

Interviews in 33 cities re- 
vealed that of 5,112 persons 
carrying lighting devices, 
75.6 percent had match books 
in their pockets or purses. 
Among these, 45.2 percent of 
the women and 42.4 percent 
of the men could correctly 
identify the match cover mes- 
sage without looking. In a 
similar unaided-recall test in 
1950, the figures were 38.2 


message 


| percent of the women and 








35.5 percent of the men. 

Overall, there was a 5.8 
percent increase in people's 
ability to remember match 
cover messages, with 42.4 
percent in 1956 and 36.6 
percent in 1950 able to iden- 
tify their match books cor- 
rectly. 

In addition, it was found 
that 58 percent of interview- 
could name advertisers 
on other match books used 
recently. In 1950, 52.1 per- 
cent could do so. The names 
of more than one match book 
remembered 


ees 


advertiser were 
by 28.8 percent. 


Need Quick Cash? 
Try Factoring 


THIs ITEM from the Institute 
Ticker, a monthly bulletin 
published by the Roofing and 
Sheet Metal Craft Institute 
of New York City, interested 
me. Perhaps it might be an 
answer to a problem where 
money needs to be raised in 
a hurry. The article states: 
“In the past six months or 
so, Many customers have been 
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YWC4- YO. 
the ONLY line 


with so many 


VALID 
SELLING 
FEATURES 


Through research Ge .. a better way 


panini 


Permagias Div., Kankakee, lit, 
International Div., Milwaukee, Wis, 
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CERAMIC COATING 


High temperature ceramic-coated heat exchangers 
stop corrosion, end the rusting that always goes with 
condensation from summer cooling. 


EXCLUSIVE MODULATION 


Modulation with the Magic-Heet Control adjusts the 
gas flame to suit heating needs, puts an end to “on-off” 
heating. a models only) 


eet ere 


BALANCED HEATING AND COOLING 


Heating and cooling units designed for each other. 
Heating units have fan capacity for cooling. Quick, 
economical etnies vsemomtonh later. 


— a ————— 


STRIKING APPEARANCE 
Styled for out-in-the-open use. Dimensioned for space- 
conscious houses. Models and sizes for every heating 
and cooling application. Oil or gas. 


ALL THIS IN A COMPLETE LINE 
Permaglas is going places... are YOU aboard? 


A. ©. SMITH CORPORATION 
Permaglas Division, Kankakee, Illinois, Dept. AA-1256 


Gentlemen: 
Please send me complete details about Permaglas Heating and Cooling. 


Nitin be ch Dionne obese hacncnes Sbabese &5tnk OS a 500.900 Gree bo 


| acess aaecieing? 
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turned away from _ banks 
without getting the funds 
they needed because money 
has become tight. And high 
interest rates in the bond 
market have discouraged that 
route, too. 

“As a result, more and 
more disgruntled 
men have been looking in an- 
other direction lately to 
the commercial factoring 
houses. In the first five 
months this year, the factor- 
ing business volume is esti 
mated at 25 percent over that 
of 1955. 

“Here's how it works: You 
sell your accounts receivabl« 
to a factor. The factor col- 
lects the bills from your cus- 
tomers, and assumes all the 
responsibility for collection; 
he can't complain to you if 
customers don't pay their 
bills. Sometimes the factor 
will agree to a cash advancc 


business 


against future receivables so 
that you can carry an inven- 
tory, and still not use up your 
working cash. 

“This service usually costs 
you 6 percent a year on the 
amount of cash you receive 
for your accounts, plus a fac- 
toring charge of about one 
percent of your net sales. 


‘Disadvantages of factoring 

1) Your account receivable 
is notified that the bill should 
be paid to the factor, and not 
to you. The impression is 
sometimes made that you are 
‘hocking your receivables, 
which is bad for business 

2) The cost of factoring 
may be high 

3) If you buy the services 
of a factor, he probes pretty 


deeply into your business 


Business Slow Due 
To Need for Engineers 


IF BUSINESS seems to be get- 
ting more technical each 
year, you'll be as interested 


10 











FOR 
your product line 


>. 


61-095A 
CATCH 61-366 
HANDLE 


HEXAGON 

POINTED BOLT 
61-3319 
CATCH 


ae 


HANDLE 


PRE-ASSEMBLED 
KEPS 
Registered Trade Mark o THREAD-CUTTING 


Ilinois Tool Works SEMS 


CONTINUOUS HINGES IN A VARIETY OF WING, MATERIAL, 
HOLE, FINISH SPECIFICATIONS 


i PVile), 7.\ ia Rela 4 


STANDARD AND CUSTOM-BUILT HARDWARE 
SPECIAL-PURPOSE FASTENERS 


FOR USE ON METAL CABINETS 
OIL BURNERS + GAS HEATING UNITS 
AIR CONDITIONING EQUIPMENT 


Write for Complete Information 


INE NATIONAL LOCK COMPANY 


} Rockford, Illinois 
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in this item as I was when I 
learned that 75 years ago, 
One engineer was used for 
each 400 employees but to- 
day this ratio has changed to 
one engineer per 39 employ- 
ees. This information was ob- 
tained by the research center 
of Industrial Psychology, Inc. 

The report continues, 
“More than 5000 companies 
are being slowed down by 
the need for an additional 
50,000 engineers. Last year 
industry could have used 40,- 
000 new engineers against 
the 22,000 who actually en- 
tered industry. Scientists, de- 
signers, other types of tech- 
nical personnel, and even 
skilled workers are in the 
same demand. 

“Shortage of technical per- 
sonnel stems originally from 
the industrial revolution of 
the 1900's, but has been vast- 
ly accelerated by today’s in- 
dustrial revolution.” 

Finding an engineer today 
is not an inexpensive process. 
At a recent convention of en- 
gineers it was reported it cost 
over $2000 to recruit one en- 
gineer. As seen by classified 
advertising in almost every 
newspaper and magazine, the 
most intense job-selling of 
engineers is in process today 
that has ever been known. 

Make a study of job as- 
signments in your technical 
departments. This might in- 
volve time studies of various 
engineering and _ technical 
duties, in order to eliminate 
waste motions and to reassign 
non-critical work to junior 
aides. Such assignments as 
calculating, layout, and many 
drafting jobs are sub-profes- 
sional, and can actually be 
more efficiently performed by 
an engineer's assistant than 
by a trained engineer. 

Surprising as it seems, wo- 
men have proven very ef- 
fective in many associate en- 
gineering jobs, according to 
dealers who have tried them. 
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ADORNS A COMPLETE NEW LINE OF 243 H.P. 


RESIDENTIAL 4<x:-Zaue COMBINATION SYSTEMS 


With remote air or 
water-cooled condensers 


Every one of the 60 forced warm air furnaces 

in Century’s 1957 line, both oil and gas 

models, can now be obtained as a combination 
year-round system, including A or H-type a 
cooling coil assemblies in insulated cabinets 

finished in matching baked enamel. 


The air or water cooled condenser and com- 
pressor are combined in a single unit for 
remote installation. You may order complete 
systems or by components to reduce inven- 
tory, either with or without pre-charged and 
valved tubing. 


And as for performance, Century’s systems 
are tested under typical operating conditions 
in Century’s modern cooling laboratory to 
be sure they will do the job for which they’re 
rated! Hi-boys Counterflos Lo-boys 


2 ond 3 H.P. REMOTE TYPE AIR-CONDITIONERS 


FOR STORES, OFFICES, CLUB ROOMS AND COMMERCIAL ESTABLISHMENTS 


Air or Water-cooled 


Self-contained plenum 
with 4-way adjust- 
able louvers 


Quiet, rubber- 
mounted blower 


CENTURY ENGINEERING CORPORATION 
Large service opening CEDAR RAPIDS, IOWA AA 


Factory assembled Please send me specifications and 
cabinet 


rating information on the Century line. 


Choice of 3 color 


Co 
combinations Pad 





Attention. 





Address 
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ACTION Means More 
Replacement Sales 


ACTION, the program to im- 
prove neighborhoods through 
home is get- 
ting more and more support. 
Some that have taken 
this program seriously and 
are rapidly putting it into 
effect are New Haven, De- 
troit, Little Rock, Washing- 
ton, D.C., Kansas City, Balti- 
more, Chicago, Sioux City, 
San Bernardino and Mem- 
phis. Dealers and contractors 
living in these cities have a 
growing replacement market 
in which to participate. 

A number of 
have developed 
that attract 
owners. 


modernization, 


cities 


associations 

programs 
interested home 
Painting contractors 
in Little Rock have produced 
1 booklet that shows how to 
decorate a home to 
the most satisfactory 
The 
painting contractors are con- 
cerned, is more business. In 
Washington, D.C., a group 
ACTION s« 


cured the services of a pro 


achieve 
results. 
result, as far as the 


interested in 


fessional writer who pre 
pared a series of articles deal 
ing with the many facets of 
home When 


the series was completed, it 
was offered to 


modernization. 


a newspaper 
exclusive basis. The 
weekly 
down-to-earth 


on an 
series of 
articles going 
half million im- 
portant people 

Ideas of this kind can be 
used by local 


result: a 


to about a 


prospec ts. 


associations to 
tell the heating-cooling story 
and cut the cost of sales pro- 


motion per prospect 


Merchandising Idea 
Becomes Company Policy 


RECENTLY I received a letter 
from Walker Jamar. You 
may recall having read about 
him in 


these columns last 


summer when I reported his 
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The heater with a heart of Aluminized Steel 


You can offer customers smart styling and dollar- 
saving dependability, too, when you handle Carrier 
Gas-Fired Unit Heaters and Duct Furnaces. 


Only Carrier makes an all-welded heat exchanger 
made of 16-gauge Aluminized Steel. It far outlasts 
furnace steel of heavier gauge and ceramic coated 
metals. Carrier Gas-Fired Unit Heaters in 8 sizes, 
50.000 to 230,000 Btu/hr; Duct Furnaces in 7 sizes, 
70,000 to 230,000 Btu/hr. See the Classified Tele- 
phone Directory for your Carrier jobber-distributor. 


industrial heating 
air conditioning - refrigeration 
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election to the Duluth Hall 
of Fame. (Mr. 
metal 


Jamar is a 
sheet contractor who 
has spent years contributing 
his time and energy to every 
worthy civic project.) In his 
recent mailings, Jamar 
has incorporated a novel idea 
that he uses now as a matter 
of company policy. He at- 
taches a small photograph of 
some interesting piece of 
metal work going 
through his shop. The most 
recent letter contains a photo- 
graph of some 14 in. round 
duct work with a number of 
branch fittings used in the 
blow pipe system of which 
the duct work is a part. The 
caption points out that this 
work is a sample of the type 
of work the company is ca- 
pable of producing. It’s a 
good merchandising 


Walker. 


sheet 


idea, 


Says Cooling Adds to 
Joys of Summer Living 


WHAT WOMEN think about 
summer air conditioning can 
be summed up in_ these 
quotes from a Florida house- 
wife, Mrs. Zorak L. Horst: 

“Air-conditioning surely 
adds to the pleasure of sum- 
mer living. No other im- 
provement has changed my 
housework or routine so no- 
ticeably. House-cleaning or 
sewing, the latter more or 
less my hobby, always was 
hurried to beat the summer's 
heat; now with a mere flick 
of a switch I can enjoy do- 
ing these tasks any month of 
the year. My hat is off to 
the sheet metal association 
whose trade contributes so 
highly. to the comfort of 
daily living.” 

That's our aim, Mrs. 
Horst — to keep the house- 
wife happy. 


Clyde Ty. Marna 


EDITOR 


Decemper 1956 
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TO CUSTOMERS, EVERYWHERE: 


As we come to the end of another 
year we count among its 

feha-t- 4-1-3 aol t->-1-t0ale lM Zell ia 

iat sale t-Jollomm- Gale Mn dalam ola Mh All-tel— 

of serving you. Once again 

we say “THANKS A MILLION” 


and Best Wishes for 


AND 


rosperous =e car 


MANUFACTURING 
COMPANY 





LOW 
BIDDER 


surely not 


. .. when you justify your actual 
overhead and your real net profit! 
So ... in order to successfully 
close your sale you must justify 
the difference in price 


to your prospect. 


AVICTOR 
Dealers Alne Doug Thea... 


THE 
FURNACE Yes . . . we can prove to you that VICTOR dealers are 


WITH THE doing just this! They close more sales . . . at bigger profits. 
HEAT RADIATING BECAUSE .. . they are handling a line famous for quality, 
FIN S with patented fuel-saving FINS which give the owner more 
real heating comfort at a 20% to 30% saving in fuel. Other 
features of genuine merit, plus a 15-year warranty, clinch 

sales. Get out of the competitive class with VICTOR! 





HMALL-NEAL FURNACE CO. 
1322-42 N. CAPITOL AVE., INDIANAPOLIS 7, INDIANA 


| + A LL = NE A L ih Please give me details at once of VICTOR Gas, Oil and Coal line, and 


; F the extra profits | can make with an EXCLUSIVE VICTOR franchise. 
FURNACE Co. i 
~ Quality Furnaces Since 1890 FIRM 
1322-42 N. CAPITOL AVE. 
INDIANAPOLIS 7, INDIANA 
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one pull of the handle... 
CL AMPS & FOLDS : An 





NIPNey-Vay ITY 
ADJUSTABLE | ye 
BAR FOLDERS 


make it easier to do accurate work... FAST! 


Just slide the sheet between the folding blade and the jaw 

. and pull the handle forward. Clamping and folding are 
practically simultaneous. It’s all done with a single motion! 
Return the handle to starting position, and finished work is 
quickly released. Niagara Adjustable Bar Folders are fast, 
versatile and rugged. Easily and quickly adjustable to desired 
angle of bend, width of fold and thickness of material, they’re 
ideal for producing narrow, sharp, close and accurate folds, 
like those for lock seams. Four sizes are available for handling 
lengths from 21” to 42”. 


GET ALL OF THE FACTS on the many unique features of this 
profit-maker, as well as the complete Niagara line of hand 
and power operated folders and brakes. Write for new, illus- 


trated Bulletin 74 today. AIR ACTUATED MODELS, TOO! 

Perfect answer for faster pro- 

NIAGARA MACHINE & TOOL WORKS, BUFFALO 11, N.Y. duction of narrow width work. 
DISTRICT OFFICES 

Buffalo @ Cleveland « Detroit @ New York @ Philadelphia 

Dealers in principal U. S. cities and major foreign countries 


Available in three sizes for 
lengths of 30” to 42”. 


America’s Most Complete Line of Presses, Shears, Press Brakes, Other Machines and Tools for Plate and Sheet Metal Work. 





Peecee rose es esses seaeen 


more promotion behind 


WINTER 
HEATING 


Gas or oi! winter air conditioners — 
highboys, lowboys, horizontal, gravity 
and counterfiow units, plus the 
fast-selling, builder-priced 
Suburbanaire® line and direct-fired 
unit heaters. This complete line 
puts you in profit position 
on every job 


SUMMER 
COOLING 


Add-on units . . . self-contained home 
and business models . . . cabinets 
and coils . . . remote condensing 

units—all available in water-cooled 

and waterless models. They're 


ie all here, giving you a solid selling 
wedge in the red-hot i 


cooling market. 


Mueller Climatrol 


TELL ME MORE about the profit 
possibilities offered by Mueller Climatrol. 


Address 


City.... 


16 


Zone State 


2030 W. Oklahoma Avenue 


Milwaukee 15, Wisconsin 


GAS 
BOILERS 


Sectional cast iron, residential and 
commercial — 20 sizes from 54,000 
to 2,100,000 Btu. Also from 
Mueller Climatrol: hotel and office 
year-round room air conditioners, 
far coil units and package 
air conditioners. 
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You'll see a lot of this seal next 
year — your sign of success. 


HI! 


Pt 

t — con 4 * 

i = 
= 

| = | 
= 

SS) 


ueller Climatrol 


... CLIMATE CONTROL FOR HEALTHFUL LIVING 
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Fir oi 


WORE AND MORE CONTRACTORS ARE INSTALLING 
| nvection HUMIDIFIER 


AAC I ' 7a @:)) 
Mi > 1 ; ; 
Yond, MORE EVAPORATION AREA! 


i to INSTALL! Gives a 
aE tia CTION IN THE PLENUM! 


Has two-thirds. LESS AIR RESTRI 





LESS AIR 
Pisani tiesto), | 
IN PLENUM 


MORE 
EVAPORATION 
AREA 


LESS 
INSTALLATION 
TIME 


AUTOMATIC HUMIDIFIERS . . . « « « « « WATERLINE CONTROLS 
AUTO VENTS .. « HEATING AND AIR CONDITIONING SPECIALTIES 


MAID-O'°-MIST, Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILLINOIS 











endable water level control 


Fel ae (219) 


to limited space in 
AIR CONDITIONERS 
AIR WASHERS 


Thrifty answer 


HUMIDIFIERS 
PAN FILLERS 


; 


” a > 
on ae. 
" \ 


N° 51 


FAMOUS No. 50 SERIES 


Compact, precision-designed, you can count on 
MAID-O’-MIST float control valves to effectively 
meet your water-level control requirements. An 
acknowledged leader in its advanced engineering, 
they give faithful performance. 


No. 51 FLOAT CONTROL VALVE 


Only 534” long overall, including copper float 244” in diam 
eter x 114” deep. Stem and body made of brass . . . valve 
seat of hard nylon, protected with fine metal screen. Can be 
fitted in 9/16” hole or s¢ rewed direc tly into tapped opening. 
Up to 85 lbs. pressure; 44 gal. per minute at 50 lb. pressure. 





No. 52 


Similar to No. 51, but de 
signed for 1 gal. per min 
ute capacity at 50 Ibs. 
pressure with pressures 
to 125 lbs. Overall length, 
8 wit! Ll, x 11, long 
float 


No. 59 j 

Valve is vertically mounted f 

vith special bracket to s 

nount on reservoir or pan I 


well above water line Just 


) long 








N° 59 








No. 6917 
Series Diaphragm Valves 


Heavy duty, large capacity 
vater level controls, rugged 


nd strong Ryeecges oe: ly, No 6917 


per minute 











Get full information from your jobber or write for catalog todéy 
eee 





It’s Chase’ copper 


ARCHITECT: 
Hellmuth, Yamasaki & Leinweber, St. Louis 


GENERAL CONTRACTOR: 
L & R Construction Co., St. Louis 


SHEET METAL CONTRACTOR: 
Mound Rose Cornice & Sheet Metal Works, 
St. Louis 


SHEET METAL WHOLESALER: 
E. E. Souther Iron Co., St. Louis 


Sweeping, curved roof on new $4,500,000 Lambert- St. Louis 
Skyport uses 104,000 lbs. of Chase Sheet Copper 


More than 50,000 square feet of surface! Three completion deadlines. It’s durable—adds years of 
intersecting barrel-vaulted sections! This big roof- trouble-free service to your jobs. Chase Copper, 
ing job called for flexible, long-lived 20 oz. and 


properly installed, is without equal for permanent 
24 oz. Chase Sheet Copper. 


roofing. Then, too, it gives your jobs a rich appear- 

ls ay a ance that improves with the passage of time. 
Using quality Chase copper really pays off! This 7 ss 

versatile, fialleable metal forms fast—fits the most For workability, durability, beauty, use Chase 

complicated roof curves—helps you meet your Sheet Copper on your next job! 
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St. Louis Skyport Roof! 


NOTE: Chase Copper Water Tube was used for plumbing, part 
of the heating system and the copper coils in the cooling equipment. 


Plumbing Contractor: Corrigan Co., St. Louis. 
Plumbing Wholesaler: Midland Plumbing and Heating Supply, East St. Louis. 


BRASS & COPPER CO. 
SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
® WATERBURY 20, CONNECTICUT 


The Nation’s Headquarters for Brass, Copper and Stainless Steel 

Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston 

Indianapolis Kansas City, Mo Los Angeles Milwaukee Minneapolis Newark New Orleans New York Philadelphia Pittsburgh 
Providence Rochester St. Louis San Francisco Seattle Waterbury 
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Copeland's new 270,000 
sq. ft. plant on a 75-acre 
tract in Sidney, Ohio, opens 
a new era for Copeland, its 
dealers and wholesalers. 
Enlarged and modernized 
facilities will provide more 
efficient service for our 
customers. 





COPELAWELD Copeland’s 38-year history is one of constant. growth. 


Heavy-duty performance at 


low curvent consumption. Our handsome new plant is only another step in a 
progressive tradition begun years ago. The bright 
future for air conditioning and refrigeration is 


opening up now .. . and the entire Copeland 


family—company, dealers and wholesalers—is ready 


BELT-DRIVEN 
CONDENSING UNITS... 


Superior—engineered for 
every refrigeration need. 


with new facilities, new models and a new 
distribution policy geared to provide the kind 

on, 

of service that assures profitable business for all. 


WRITE FOR DEALER INFORMATION 





COPELAMETIC SINCE 1918 


the accessible hermetic . . . The indus- 
try leoder for rugged dependability. 


CORPORATION, Sidney, Ohio 


the heart of America fi 
_ ane 


TRUCK COMPRESSORS... 


Designed for the critical needs of truck and 
auto air conditioning and refrigeration 
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sure signs of indoor comfort! 


Standard Registers & Grilles 


... for custom control of 
warm air heating 


cee ns ee, a 
Spee ee OE ae : 
SY en Ra I os 


SINGLE DAMPER FORCED AIR REGISTERS 


Wn 
(HHH 
HHT } 

Hie a 
biceneee aga) 


Also: return air grilles, baseboard and sidewall intakes, 
air cond. and ventilating returns, door grilles, floor 
registers, cold air faces, frames, ornamental metals. 


Install Standard Registers and Grilles on 
every job to save time and increase customer 
satisfaction. 


STANDARD STAMPING 


... first in engineering 
for indoor comfort! 
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... for uniform, year-around 
heating and cooling comfort 


CEILING AIR DIFFUSERS (flush and extended) 


NO. 551 


CF-5 PERIMETER 
BASEBOARD REGISTERS 


Mail the coupon 
today for ne 
FREE catalog Standard Stamping & Perforating Co. 
3137 W. 49th Place, Chicago 32, Illinois 
Gentlemen: Please send me your new catalog showing the 
complete line of Standard Stamping Registers and Grilles. 


Name 





y 











STANO,gRDO! 


No. 700 Wall Stack 


Milcor’s famous Lock-Joint lets you 


make quick installations at lower cost 


with MIICOR Forced-Air Fittings 


The Lock-Joint feature, exclusive with Milcor products, 
eliminates the need for screws, rivets and special 

tools. Milcor ducts, stacks and fittings simply snap 
together — and stay together. 

Lock-Joint makes the installation of good-looking 
jobs quick and easy. It cuts your job costs and raises your 
profits. As far as performance goes, you can stake your 
reputation on Milcor Forced Air Fittings with confidence. 

Prices and information are available from your 
jobber or our nearest branch. 


COCR COS EHH HEHEHE HEHEHE HEHE EEE EES EEEES 
No. 740 
90° Angle 
Boot 


MitcoR 


Stack Adapter the complete /ine 





of galvanized 


See eee eee eeeeeeeete 


No. 715 i. oo furnace pipe and 
90° Elbow ; 


fittings 


AL ’ \ifn} 
NOTA 
UWA 


INLAND STEEL PRODUCTS COMPANY 
DEPT. L, 4023 WEST BURNHAM STREET . MILWAUKEE 1, WISCONSIN 


BALTIMORE @ BUFFALO @ CHICAGO @ CINCINNATI CLEVELAND e DALLAS e DETROIT 
KANSAS CITY @e LOS ANGELES e MILWAUKEE 
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WHAT'S HAPPENING 





Meyer Elected New 
NWAHACA President 


SETTING A FAST pace for the dealer- 
program of the National 
Warm Air Heating and Air Condi- 


tioning Association convention No- 


centered 


vember 28 and 29 were first-day dis- 
John R. Doscher of 
Operation Home Improvement, and 
Randall A. Nelson of NWAHACA, 


who described the huge potential of 


cussions by 


the modernization market and told 
dealers how to use the ohi and 
WHAM (Warm air Heating and Air 
conditioning Modernization) _ pro- 
grams to best advantage. The fast 
moving convention program, at- 
tended by some 600, continued the 
theme, “Look! Here’s How!” 


was tailored to help dealers formu- 


which 


late plans for the future, based on 

research-proved methods and _ ideas. 
Officers elected are: 

Frank L. Meyer, Meyer 


Co.; first vice president, Tom Byrd, 


president, 


Furnace 


Lau Blower Co.; second vice presi- 
dent, C. L. Sapp, Farquhar Furnace 
Co.; managing director and _ secre- 
tary-treasurer, George Boeddener. 
Reelected for second terms to the 


Knoff, 


Corp. and 


board of trustees are J. F. 
Airtemp Div., Chrysle1 
ie W. McNeill, Air Conditioning 
Div., American Radiator & Standard 
Sanitary Corp. New members elected 
to the board of trustees are H. F. 
Randolph, International Heater Co.; 
Brundage, 


Homer Brundage Co.; 


and Eugene J. Cullen, Inland Steel 


Products Co. 


OHI Announces 
Two Sales Schools 


THE OIL HEAT INSTITUTE has an- 
nounced two sales schools to be con- 
ducted by Ray Horan, merchandis- 
ing consultant. The first school, spon- 
sored by the Long Island chapter, 
will be held at the Farmington, L.L., 
N.Y. Agricultural College, Jan. 16- 
18. The Baltimore chapter of OHI 
will sponsor the second school, Jan. 


92.24. 


ho he” he 


AMERICAN ARTISAN, DecempBer 1956 


College Short Courses 
Designed at Three Levels 


COLLEGE SHORT COURSES sponsored 
by the National Warm Air Heating 
and Air Conditioning Association are 
planned at nine colleges early in 
1957. A program designed to fit the 
needs of the beginning, intermediate 
and advanced student of warm air 
heating and summer air conditioning 
has been arranged at each of the 


schools. 


Directory Section In 
Next Month's Issue 


AMERICAN ARTISAN’S Directory of 
Residential Air Conditioning, Warm 
Air Heating and Sheet Metal Prod- 
ucts—completely revised and brought 
up to date—will appear in the Janu- 
ary issue. 

what 


To obtain information on 


products will be available during 
1957, listing sheets were mailed to 
thousands of firms throughout the 
country that manufacture the hun- 
dreds of items used in residential air 
conditioning, heating and sheet met- 
al work. The information is carefully 
classified and includes complete 
street addresses and trade names. 
The January issue also carries its 
regular quota of editorial content 
in addition to the Directory Section. 


1956 Volume Index 
To Be Available 


AN INDEX FOR American Artisan’s 
1956 issues, Vol. 93, Nos. 1-12, is 
being compiled and will be available 
soon to Artisan subscribers on_re- 
quest. If you want a free copy, send 
a note to the Editor, American Arti- 
san, 6 N. Michigan Ave., Chicago 2. 

Your request will be kept on file 
until the index is printed, and then 
your copy will be mailed. 


The courses are not all theory. 
Much of the information is covered 
with the aid of working demonstra- 
tions. Instructors are men drawn 
from industry with years of field ex- 
perience. Classroom and _ laboratory 
instruction is supplemented with lec- 
tures by college professors and other 
members of the staff. 


Courses are scheduled for: 


Pennsylvania State University 
University Park, Pa. 


Jan. 23-26 


Washington University 
St. Louis, Mo. 
Feb. 4-7 


Oklahoma A & M College 
Stillwater, Okla. 
Feb. 18-21 


Michigan State University 
E. Lansing, Mich. 
Mar. 25-28 


Long Island T & A Institute 
, ee pS 


Farmingdale, L. I[., 


Apr. 1-4 


Purdue University 
Lafayette, Ind. 
Apr. 15-18 


University of Omaha 
Omaha, Neb. 
Apr. 15-18 


Syracuse University 
Syracuse, N. Y. 
Apr. 23-26 


University of Connecticut 
Storrs, Conn. 


Apr. 29-May 2 


Room and_ board 


arrangements 
have been made for students on each 
campus. Those requiring specific in- 
formation can obtain it from the 
chairman, Warm Air Heating and 
Air Conditioning Short Course at the 
nearest college listed above. 





WHAT'S HAPPENING 


(Continued from page 25) 





Modernization Film 
On Nationwide Tour 


fight 


(American 


crowing 
ACTION 


Council To Improve Our Neighbor- 


To pRAMATIZE — the 
against blight, 
sending a 


hoods) is panoramic 


screen presentation on an_ eight 
month tour of some 90 cities. Titled 
“Our Living Future,” the 144 hour 
show is being provided as a rallying 
point for interested citizens to further 
their own local improvement pro- 
grams. It will be sponsored in each 


city by representative local groups. 


Growing Market Swells 
ASHAE Exposition Space 


More THAN 450 exhibitors have ap- 
plied for space at the 13th Interna- 
Heating & Air 
Exposition to be held at the Inter- 


tional Conditioning 
national Amphitheatre, Chicago, Feb- 
ruary 25 to March 1, 1957. 

Applications for space are still be- 
ing received for the exposition, 
which will be the largest ever held. 
As in years past, the exposition is 
sponsored by the American Society 
of Heating and Air-Conditioning En- 
vineers in conjunction with its an- 
nual meeting 

The rapid growth of the exposi- 
tion is a reflection of the advance in 
demand for heating, ventilating and 


air conditioning equipment. 


New Welding Methods 
Reported at AWS Meeting 


tech- 


niques and use of inert gas shielded 


NEW IMPROVEMENTS in the 


metal are welding were reported at 
the fall 
Welding Society 

kK. E. Richter and J. F. M. Essig. 


Linde Air Products Co., said the use 


meeting of the American 


of welding wires with diameters less 
1/16 in. 


joining light gage aluminum, carbon 


than is now practical for 


and stainless” steels. Tests have 


Promote Use of Standard Room 


Cooler Ratings, 


THe MANUFACTURERS of more than 
90 percent of the nation’s room cool- 
ing units plan to use the new Air- 
Conditioning and Refrigeration In- 
stitute rating system in 1957 sales 
campaigns. 

The 22 companies have agreed to 
use a standard test and rating pro- 
cedure, measured in Btuh. This will 
help dispel public confusion result- 
ing from attempts to describe units 


in terms of horsepower, tons, etc. 


See Continued Rise 
In 1957 Business 


IN DOLLAR TERMS 1957 will be the 
best business year in history, but this 
will reflect even greater inflation rath- 
er than a real increase in output. This 
is the conclusion of F. W. Dodge 
Corp. drawn from its annual survey 
of leading economists. 

The survey also sees a continued 
rise in consumer and wholesale price 
indexes primarily as the result of 
wage boosts. 

Many of the economists 
mented that the second half of 1957 


might see at least 


com- 


a slight decline 
in business activity. Others felt that 
there would be a leveling off in 
the second half. However, the Dodge 
report points out that “it is custom- 
ary for many forecasters to take a 
somewhat dim view of the: second 
half of the upcoming year, especially 
if they think the first half is going 
to be good.” 


shown that production rates are pos- 
sible four to five times greater than 
can now be obtained with either in- 
ert gas tungsten arc or flux coated 
welding. 

Other papers delivered during the 
meeting covered the welding of ti- 


tanium, aluminum, 


molybdenum, 


stainless steels, and zirconium. 


Plan Others 


All other 
units have been invited to join the 


ARI rat- 


manufacturers of such 
group in adopting the new 
ings. 

Meanwhile, ARI has 


plans for expanding its rating pro- 


announced 


geram to include othe types of cool- 
ing equipment, commercial and in- 
dustrial refrigeration, and component 
parts. 

A method of labeling equipment 
rated by ARI standards will be de 
veloped and publicized to establish 
public confidence. 

Two methods are under considera- 
tion for establishing ratings. One 
would permit self-certification by the 
manufacturer. The second calls for 
pre-certification by a central testing 


agency. 


ASHAE Committee 
Nominates Officers 


Peter B. Gorpon, vice president of 
Wolff and 
nominated for the presidency of the 
American Society of Heating and 
Air-Conditioning Other 


nominees are Elmer R. Queer, direc- 


Munier, Inc. has been 


Engineers. 


tor and professor of engineering re- 
search, Pennsylvania State Univer- 
sity, who was nominated for first vice 
president; Arthur J. Hess, president 
of Hess-Greiner & Polland, 


nated for second vice president ; and 


nomi- 


Charles H. Pesterfield, professor of 
mechanical 
State treas- 
urer. According to John W. James, 
ASHAE president, society members 


engineering, Michigan 


University, nominated 


will vote by mail upon receiving 
ballots and official notice of 


the 63rd annual meeting which will 


proxy 


be held in Chicago. February 25 to 
March 1. The 


elected officers and members of coun- 


installation of the 


cil will take place during the annual 


meeting. 
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When Good Sellers Get Together! 


RICHMOND 


BUDGETEERS 


WINTER AIR CONDITIONERS GAS- AND OIL-FIRED MODELS 


Here’s a line-up of Richmond’s Budgeteer Series— 
engineered to meet all customer demands for performance 
and economy. Gas or oil fired, with or without 
extended jackets, styles and sizes for all 
installation requirements from 70,000 to 140,000, 
BTU/Hr. capacities. You'll find just the unit that 
means customer satisfaction, generates 
word-of-mouth praise that leads to added sales. 


WRITE FOR FREE TECHNICAL BULLETINS! 


HIGH BOY For a variety of installations including small spaces 
such as closets or utility rooms. With or without extended jacket. 
GAS: Type VG-36: 70,000, 90,000, 110,000 and 130,000 BTU/Hr. 
input. A.G.A. approved 
| OIL: Type VO-71: 84,000 and 112,000 BTU/Hr. output at bonnet. 
a“ ———— et 
EXTENDED ; = 
JACKET 


COUNTERFLOW For basement-less, slab type homes or any 
perimeter system. May be installed in closet or utility room. With 
or without extended jacket. 

GAS: Type CG-46: 70,000, 90,000 and 110,000 BTU/Hr. input. 
A.G.A. approved 

OIL: Type CO-81: 84,000 and 112,000 BTU/Hr. output at bonnet. 


“EXTENDED 
JACKET 


LOW BOY For a wide range of installations including full or 
half basement. With or without extended jacket. 

GAS: Type LG-16: 70,000, 90,000 and 110,000 BTU/ Hr. input. 
A.G.A. approved 

OIL: Type LO-61: 84,000 and 112,000 BTU/Hr. output at 


EXTENDED bonnet. 
JACKET 


SUSPENDED-HORIZONTAL For attics, crawl spaces or sus- 
pension in utility rooms and basements. 

GAS: Type AG-56: 60,000, 80,000, 100,000, 120,000 and 
140,000 BTU/Hr. input. A.G.A. approved 

OIL: Type AO-91: 84,000 and 112,000 BTU/Hr. output at 
bonnet. 


RICHMOND WEATHER-AIRE HEATING - COOLING 


CENTRAL COOLING 
Air- and Water-Cooled, enclosed High Boy 
or evaporator type units available for use 


with all Richmond Budgeteers. 
SHOWN: Evaporative cooler in- PLUMBING FIXTURES DIVISION 
stalled in warm air supply duct. Rheem Manufacturing Company 


16 Pearl Street, Metuchen, N. J. 


Look to RICHMOND for a complete line—automatic heating—central summer cooling units. 
Other Rheem Products: WATER HEATERS * WATER SOFTENERS * WEDGEWOOD GAS RANGES AND CLOTHES DRYERS * STEEL CONTAINERS 
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Thurman L. Rundlett, chief engi- 
neer of the Westinghouse Air Con- 
ditioning Division checks sound and 
noise energy readings of a new West- 
inghouse “‘Match-Master’’ Air Con- 
ditioner on a standard sound level 
meter. 








SOUND METER TESTS PROVE IT 


Here's proof you can see! New 1957 Westing- 
Master-Matched 
as quiet as any in the industry. 


house Air Conditioners are 
quiet 

Standard sound level tests like this one plus 
traces and electronic 


oscillograph computer 


YOUR OWN EAR TELLS 


Just listen while a Westinghouse unit operates! 
It’s so quiet you won’t even know it’s there. 
This means you can be positive that you’re 


studies were used by Westinghouse research 
engineers to analyse sources of noise in air con- 
ditioners. These sources were tracked down and 
removed. Result? An air conditioning line as 
quiet as any you can sell. 


THE STORY 


selling a “‘good neighbor” air conditioner . 
one that will always do its job quietly, effi- 
ciently. 


Here’s how Westinghouse engineers did this job! 


e they “detuned” the gas chambers in the fa- 
mous Westinghouse Compressor. 

they installed a 200% more effective muffler 
to completely deaden compressor sound. 
they engineered out the most objectionable 
noise frequencies, and... 

they dissipated the remainder of the noise 
inside acoustic chamber, 


an eliminating 


sound from the air stream. 
But that’s all! New 
Master-Matched air conditioners deliver up to 
10% MORE COOLING PER WATT OF 
ELECTRICAL POWER than most other 


makes. So for economy .. . efficiency . . 


not 1957 Westinghouse 


- quiet- 
ness you sell the leader when you sell 


Westinghouse! 
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AIR CONDITIONERS ARE 


MORE BIG REASONS WHY IT PAYS 
TO BE A WESTINGHOUSE DEALER! 


1. A Brilliant New Concept in Air Condi- 
tioning— MASTER-MATCHED UNITS... 
MASTER local weather, MATCH exactly to 
home size. 16 capacities from 18,000 to 
72,000 BTU/HR for flexibility! 





4. Advertising PLANNED fo hit the heart 
of your market— WHAT you need, WHEN 
you need it! .. WHERE you need it—right 
in your own locality! 


7. Prizes for You 


2. All-New, Complete High Style Line 
—to custom-match any decor! Basic char- 
coal and beige two-tone styling, plus 4 op- 
tional ‘“‘Choose-N-Change’’ color combina- 
tions. 


5. Best Selling Tools in the Industry — 
simplified selling folders, visual presenta- 
tion, handy duct-sizing calculator, complete 
sales training course, premiums .. . every 
tool you need to outsell your competitor. 


and your family. Complete details will 


be revealed to franchised Westinghouse Dealers soon. 


See your 
details. Fo 
write: Westinghouse 
Staunton, Virginia~ 


nearest Westin 
r the name and address 0 
Air Conditionin 
Or phone Staun 


3. industry's Best Quality —backed by the 
most modern research and manufacturing 
facilities. 


ee 


Westinghe MISC 


6. Top Distributor Service —competitive 
prices, fast delivery, technical guidance, com- 
plete parts inventory—and more. 


ghouse Distributor for co 


f your nearest dist 
8 Division, P. 0.B 
ton 6-071] 


mplete 
ributor 
0x 510, 


you CAN BE SURE...1F ITS \ vestinghouse 


AIR CONDITIONING DIVISION - STAUNTON, VIRGINIA 
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ENDURO’s resistance to corrosive fumes is ancther powerful sales aid. Flue 
liners, ventilators and ductwork are profitable jobs that you can fabricate on 
your present equipment. 


CASH IN ON 


Big profit opportunities 


& 


ROOF-DRAINAGE JOBS are profitable when you install ENDURO 


gutters and down-spouts. Your customers will listen when you talk rust- 
PROFIT OPPORTUNITIES are available on jobs like this 


ENDURO church spire. Low maintenance costs, long life and 
enduring beauty help sell this type of application. 


and corrosion-resistance, little or no maintenance, lower final cost. 
Installation is easy, requires no special tools. Send coupon for details. 


= = 


REPUBLIC) Vola Wideal- Kange % Standard Steels 


STEEL 
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THERE’S MONEY to be made in ENDURO signs. They resist STRONG SELLING POINTS of ENDURO-made equipment for food, dairy and 
rust. Maintain their attractive appearance through all types chemical applications are sanitation, ease of cleaning, freedom from maintenance, 
of weather. Never need to be painted. corrosion-resistance and long life. 


STAINLESS STEEL 


available to progressive fabricators 


You can meet more of your customer’s requirements when you 
fabricate and sell equipment made from Republic ENDURO" 
Stainless Steel. 

It’s the wanted metal. Wanted in the home for its lasting 
beauty and easy cleaning. Wanted in buildings, offices, stores 
for its attractive appearance and economical maintenance. 
Wanted in industry because ENDURO resists rust and corrosion, 
withstands high temperatures, offers high strength with 
reduced weight and bulk, rarely requires repair or replacement. 


ENDuRO jobs are profitable jobs. They mean more money 
in your pocket. And they can be fabricated on your present 
equipment. Contrary to what you may have heard, stainless 
steel is not difficult to work, just different. 


i on. ay 
a’ Geek inate 


© 


Your ENDuRO distributor will help you get into this high- 
profit business now. He will give you tips on fabricating — 
help you select the proper analyses for particular jobs—provide 
fast, dependable service from complete stocks. Call him today. 
Or mail the coupon for more information. 


REPUBLIC STEEL CORPORATION, Dept. C-2088 
3162 East 45th Street, Cleveland 27, Ohio 
Please send more information on: 

_] ENDURO Stainless Steel Sheets 

() ENDURO Roof Drainage Products 





Name ae Ae 


Company 





Address 





City 
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You can CAPITALIZE on the 


THREE-WAY ADVANTAGE 


available from 


® 
HEATING ¢« COOLING ¢ YEAR 'ROUND UNITS 
\ 


An important meaning of capitalize is “to in- 
vest for profit.” 


1 EXCELLENT PRODUCT 


With Luxaire, you invest less for more profit. 
It stands to reason. 


The complete Luxaire line permits you to 
select the right size and type of unit, the right 
unit for your application. This reduces your 
installation cost, saves you time and money. 


? COMPETITIVE PRICE 


Luxaire is a top seller, manufactured in 
quantity with highest standards of quality. 
You can make a higher margin with Luxaire, 
because every unit is a deluxe unit with a 
down-to-earth price to you. 


With Luxaire, you invest less for more profit. 


If you are looking for a way to increase your 
business, and your profit, then look to Luxaire. 
See your Luxaire jobber, today! 


qt. 


' 


Horizontal Furnace 
4 Gas Sizes 
4 Oil Sizes 


i 


Air or Water Air or Water 


Cooled 2 or 3 
Ton Basement- 
Utility Year 
Round A. C 


Cooled 2 or 3 
Ton Counterflow 
Year ‘Round 
A.C. Unit 


Water Cooled 
5 Ton Year 
‘Round A. C. 

Unit Burns Gas 


Basement Type 
Winter A. C 
Unit Burns Gas 
or Oil 


Utility Room 
Type Winter 
A. C. Unit 
Burns Gas 


Counterflow 
Winter A. C 
Unit Burns 
Gas or Oil 


Gravity Furnace 
Burns Gas or Oil 


Unit Burns Gas Burns Gas or Oil or Oil 


or Oil or Oil 


Gas Conversion , 
Burner ; 
\ 
Gas Unit 


Oil Conversion Heater 
Burner 


Air Cooled Add-On 
2, 3 or 5 Ton Summer eee | Water Cooled Add-On 
A. C. Unit : ‘i 3 or 5 Ton 
Compressor-Condenser Unit Summer A. C. Unit 
with Matching “V"’-type or 
Flat’’-type Cooling Coil 





C. A. OLSEN MANUFACTURING COMPANY .« « Etvaia, ono 





emp HEATING & AIR CONDITIONING UNITS 
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WASHINGTON LETTER 





Factory Wages Outdistance 
Increase in Cost of Living 


SOME OF THE talk in Washington is 
aimed at the rising cost of living, 
with some of this talk directed to- 
ward a congressional investigation of 
such increases as 0.7 percent in June 
and July. The facts show factory em- 
ployees wages far outdistance the cost 
of living rise. 

In the three years which ended in 
July, the consumers’ price index rose 
2.5 percent as compared with a climb 
of 19.4 percent in the weekly wage of 
the average factory workers. 

The increase for the cost of living 
index was from 114.7 to 117 and the 
factory employee's pay rose from 
$65.84. to $78.60 per week. 

All this means there is more money 


circulating among the consumers. 
which also means there are more 


sales prospects. 


Government, Industry Heads 
Differ on Building Outlook 


WHAT ARE THE PROSPECTS for resi- 
dential construction in 1957? You 
can get all kinds of predictions, de- 
pending upon who’s talking. In gen- 
eral, government officials are opti- 
mistic, while industry leaders have 
been sounding alarms. 

Albert M. Cole, the federal hous- 
ing and home finance administrator, 
expects housing construction to con- 
tinue at what he calls the “present 
very high level” until 1960. He fore- 
sees no decline in housing starts from 
the current level of 1,100,000 be- 
tween now and 1960. 

Cole expects the current boom in 
industrial building and expansion to 


run its course next year and thus 


free more money for the residential 


Year's Third Quarter Sets 


New Record in Construction 


NEW CONSTRUCTION activity  ex- 
ceeded $4.2 billion for the third con- 
secutive month in September to 
round out the most active quarter 
on record, according to preliminary 
estimates 


prepared jointly by the 


Improvement Market 
Passes New Building 


OPERATION Home Improvement is 
starting to make itself felt in dollars 
and cents. For the first time in ten 
years, money spent on home improve- 
ments will exceed that spent for new 
houses in 1956. 

The $15 billion to be 


home improvements this year repre- 


spent on 


sents a 25 percent increase over 1955. 
More than 1000 cities are taking part 
in the ohi drive. 

The program is designed to help 
home owners improve their property. 
to conserve neighborhoods and_ to 


prevent the spread of slums. 
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U. S. Departments of Commerce and 
Labor. 

The value of new work put in place 
during September brought the third 
quarter total to nearly $12.8 billion, 
3 percent more than in the July- 
September 1955 period. After adjust- 
ment for seasonal factors, new con- 
struction activity in the third quarter 
of 1956 was at an annual rate of 
$14.5 billion, compared with actual 
outlays of $43.0 billion in 1955, 

Private industrial building contin- 
ued at a record breaking rate in Sep- 
tember and for the first time in any 
exceeded the $800 million 
mark. Construction of office build- 


quarter 


ings and churches was also greater 
in September than in any previous 
month. Private residential building 
held steady at about $1.4 billion a 
month during the third quarter, but 
the $4.3 billion total for the quarter 
was 10 percent below the record set 
in July-September 1955. 


mortgage market. He also forecasts 
that the formation of new family 
groups in the years ahead will cause 
a housing boom “the like of which 
has never been seen.” 

This general optimism is shared 
by FHA Commissioner Norman P. 
Mason. He says FHA views the hous- 
ing situation as good and predicts a 
continued strong demand for new 
homes. 

“Mason estimates that housing starts 
this year will total between 1.1 and 
1.2 million units. 

Commenting on the fact that hous- 
ing starts for September were down 
to 93,000 (the level since 
1952), Mason recalls that in 1932 
only 93,000 units were started dur- 


lowest 


ing the whole year. 

The head of the FHA noted that 
in September the government had 
taken steps to increase the flow of 
funds into new mortgages. In addi- 
FHA 


were boosted from 1.5 to 5 percent 


tion, interest rates on loans 


early in December. It seems likely 
that Congress will be asked to ap- 
prove a similar increase in Veterans 
Administration loans. 

(Continued on page 34) 


Urges Active Support 
For Hoover Reforms 


3USINESSMEN were urged to take vig- 
orous action in support of Hoover 
Commission recommendations. Perry 
M. Shoemaker, president of the Dela- 
ware, Lackawanna and Western Rail- 
road Co., also warned that there is 
too much in the way of good inten- 
action. He 
pointed out that only 12 percent of 


tions and not enough 
the reforms have been fully adopted. 

“It is the responsibility of all busi- 
nessmen as individual citizens,” he 
said, “to press Congress and the 
Executive Department to utilize fully 


this great management study.” 





ag et a Rf arretmny 
Ps “2 ° 


{}/ LESS AIR 
RESTRICTION 
() N PLENUM 


EVAPORATION 
AREA 


Convector humidifier engineered 
for BOTH conventional or counterflow 
warm air furnaces 


What a wealth of performance 
-at such low cost! MAID-O’- 
MIST changes parched air to 
a correctly humidified climate 
for little money, little effort. 
Perfect for plenums of all 
modern warm air furnaces. 


For CONVENTIONAL Warm Air Furnaces 
Installation is fast, easy. Cut 
opening in plenum and make 
water connections. No fitting or 
fastening to back of plenum. Unit 
is entirely supported by self-lock- 
ing front plate. 


For COUNTER FLOW Warm Air 
Furnaces 

Because of its narrow trough de- 
sign, MAID-O’-MIST can be in- 
stalled on either side of counter 
flow furnaces having a minimum 
air passage of 3 inches. 


NOTE THE INGENIOUS DESIGN! 

¥4” copper water troughs are 
spaced an inch apart to allow 
fast, effective unrestricted air-flow 
between the evaporator pads. 
Here’s 30% more evaporation 
area! 


Get detailed information on these inexpensive units from 


your jobber or write directly to MAID-O’-MIST 


4) 
* 


- 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 


~~ 








WASHINGTON LETTER — 


(Continued) 





Opinions Differ 
On Building Outlook 


(Continued from page 33) 

This optimism has not been shared 
by some industry leaders. George 
Price, president of the Prefabricated 
Home Manufacturers’ Institute, 
viewed the decline in housing starts 


“é 


this year as “a national tragedy.” 
Mr. Price urged Congress to adopt 
flexible interest rates for FHA and 
Veterans Administration loans. 

Joining Mr. Price in an appeal for 
flexible interest rates was Clarence 
M. Turley, president of the National 
Association of Real Estate Boards. 
He said that higher rates would in- 
crease the pace of home building. 
He insisted that higher financing 
costs would not be reflected in in- 
creased prices. 

Mr. Turley took a dim view of the 
idea that the tight money market was 
creating a pent-up demand for homes. 
He said that people are spending 
money for other products that re- 
quire a substantial amount of cash 
instead of saving it for a down pay- 
ment on a home. 

A survey by the National Associ- 
ation of Home Builders shows that 
the nation’s home builders expect 
housing starts to decline next year. 
The general expectation is for a 10 
percent median drop nationally from 
1956 levels. 

Most builders expressed uncer- 
tainty about their own building 
plans. Curiously enough, although 
they were pessimistic about the na- 
tional picture, they were less so 


about their own localities. 


Record 67,000 Classroom 


Construction Seen for '56 


BUILDERS CAN LOOK forward to an 
all-time high for school construction 
this year as the United States Office 
of Education estimates that at least 
67,000 new classrooms will be built 
this year. 

This figure compares to the 60,000 
class reoms built in 1955, the 55.000 
in 1954 and 50.000 in 1953. 
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Free standing Winkler Air Conditioner 


Winkler-Stewart-Warner equipment is quality-built 
throughout...evident in every detail of design and appear- 
ance. That’s why the air conditioning in this ultra-modern 
restaurant is Winkler. 

Every Winkler product is a soundly engineered unit 
featuring advanced designs for more economical, more 
dependable performance...designs you'll find nowhere 
else! And built by an organization nationally famous for 
quality manufacturing. 

For new houses, old houses, stores and offices there 


Basement and Vertical 
All-Year Conditioners 


Winkler Air Conditioner built into wall 


are Winkler units to satisfy any requirement...the most 
complete line of heating and cooling equipment. 

As a Winkler-Stewart-Warner dealer you have at your 
command a full selection of sales tools—plus an extremely 
liberal cooperative advertising plan. Note, too, that you 


are entitled to receive a free intensive course of instruc- 
tion at the Winkler-Stewart-Warner Training Institute 
...takes all the mystery out of air conditioning! 

Write today for full information on the Winkler- 
Stewart-Warner Franchise. 


Steel and 
cast iron boilers 


Free-standing Cooling units 


A PRODUCT OF 
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| JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK « BOSTON © WALLINGFORD, CONN, + 
MILWAUKEE + 


} 


call 
Ryerson 
for steel 


PERFORATED SHEETS 


GALVANIZED SHEETS 


STAINLESS SHEETS 


CARBON STEEL SHEETS 


EXPANDED METAL 


Quick delivery from the nation’s largest sheet stocks 


Need sheet steel in a hurry? Ryerson sheet stocks, 
always the nation’s largest, have improved, substan- 
tially. (Galvanized is in particularly good supply.) So 
now you can get quick shipment of almost any type, 
gauge and size in almost any quantity — with just a call 
to your nearby Ryerson plant. 


Do you want your steel prepared for immediate use? 
Ryerson facilities include the most modern, close- 
tolerance equipment for shearing to your order, in- 


CLEVELAND + DETROIT + PITTSBURGH + BUFFALO + CHICAGO > 
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cluding cut-to-length lines that quickly convert coil 
stock to flat sheets of any measure. 

A single order can cover all your needs—for bars, 
bands, angles, tubing, etc., black and galvanized, and 
more that 20 different kinds of sheet steel. Next time 
you need steel quickly, try this dependable service. 


RYERSON STEEL 


PHILADELPHIA * CHARLOTTE, N. C. * CINCINNATI 


ST. LOUIS + LOS ANGELES * SAN FRANCISCO + SPOKANE « SEATTLE 
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Make News of 
Your Local Jobs 


— ae 


American Artisan’s editors, 


staff and authors wish you 
all a Merry Christmas and 
a Happy New Year 
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RECENTLY THE warm air heating dealers of Milwaukee concluded the 
first part of their WHAM (Warm air Heating and Air conditioning Mod- 
ernization) program. The second part of the program got under way with- 
out interruption in the full page advertising schedule. The meeting at 
which the results of the first phase of the program were reviewed indicated 


considerable interest on the part of the public in the performance of their 
heating systems. 


The WHAM program as used in Milwaukee consisted of a full page 
ad inserted in the building section of the weekend newspaper. The ad was 
equally divided between editorial material and a list of the names, addresses 
and phone numbers of the 32 dealers who paid for the advertisement. The 
text of the editorial material was changed with each ad insertion and was 
pointed toward the interest of home owners. 


The newspaper reported as many as 1000 calls a week from subscribers. 
This interest on the part of the public provides an excellent opportunity 
for the warm air heating-cooling dealer and the sheet metal contractor to 
obtain recognition for the services he renders. Some dealers and contractors 
are making it a practice to take pictures of interesting jobs they are doing 
and are mailing copies of the photographs along with brief descriptions of 
the work to editors of the local newspapers. The frequent use of this infor- 
mation by local editors indicates that the activity is acceptable to them and 
is certainly beneficial to the dealer or contractor who sends the news items in. 


Last spring, when the people of Arlington, Va. decided to build a 
community hall and to use an air cooled condensing unit for the cooling 
system, the dealer who installed the cooling equipment recognized the 
value of tying his services in with the newspaper coverage of this public 
project. He took a photograph of the cooling system, wrote a few para- 
gtaphs about the system and mailed it to the city editor of a Washington, 
D. C. newspaper, who used it because he knew the people of Arlington 
would want to know about the equipment that would provide their comfort. 
The editor also knew that other communities around Washington would be 
interested because many had several similar projects under consideration. 


The dealer was able to identify this interesting news with his company, 
with the result that many prospects for new cooling systems think of him 
when they want information. 

Similar publicity was obtained by a sheet metal contractor in Kansas 
City when a new type of duct system was installed in a new eight story 
building. 

Another contractor in Detroit found this method of reporting to the 
public paid off when he took photographs of the flashing work he was doing 
on a new highway bridge that was often mentioned in the daily newspaper 
because of its value to the community. 


A St. Paul contractor followed this same procedure while he was erect- 
ing a metal roof deck on a new shopping center that everyone in the city 
was talking about. 

Good public relations is the best kind of sales promotion. Newspaper 
editors favor unusual ideas, new methods, public projects and human in- 
terest items. Items of this type are likely to be published, to the benefit of 
the dealer or contractor who submits them. 





Dealer Hits Sales Target 
BHHRHHHEHH 


By Improving Advertising Aim 





Careful planning helps dealer 
level sights of promotion program 
on the bull’s eye he’s selected — 


the rich modernization market 











WHICH DIRECTION shall advertising take to reach the 
largest number of prospects? This is a question often 
asked by company management. What is good for one 
company isn’t necessarily applicable to another. Every 
step in development of a sales promotion program should 
be planned carefully. 

Walter W. Thomas Co., Detroit, the bulk of whose 
business is in the modernization market, solved its sales 
promotion problem with a direct mail campaign, backed 
by door-to-door and telephone canvassing. This program 
ties in with extensive advertising in several daily news- 


papers. 


Promotion Covers Complete Market 


With this program the company reaches: 1) home 
owners who are replacement or conversion burner con- 
scious, 2) a select list of former customers gathered from 
the company’s card file, and 3) a blanket coverage of 
neighborhoods which particularly fit into the company’s 
operation pattern. 

In addition to planning carefully where to place the 
advertising, Clarence Tressler, general manager of the 
company, determines when it will do the most good. In 
the modernization field, home owners are likely to think 
about their heating systems late in the summer rather 
than in May and June. For that reason the company 
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EXTENSIVE CARD FILE system helps aim direct mail cam- 
paign toward prospect's interests 


schedules its advertising accordingly. The largest amount, 
about 33 percent, is purchased during the third quarter 
of the year (July, August, and September). 

Other advertising is also scheduled according to this 
plan: 20 percent in January, February and March; 25 
percent during April, May and June; and about 22 per- 
cent in October, November and December. 

One of the basic principles of advertising is repetition. 
Daily ads are scheduled to keep the company’s name 
before the public. A typical ad will run about two news- 
paper columns wide by 10 in. deep. But during July, 
August, and September the ads are larger. All ads are 
checked against the number of leads they pull. However, 
this is not considered an iron bound criteria of the ad’s 
value. 
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INQUIRY STIMULATED by advertising is noted by C. L. 
Tressler for use in evaluating ads 


Ad’s Power Shows in Cumulative Result 


For example, an ad which runs during December or 
January might not bring immediate response in the way 
of leads and therefore might be considered a failure if 
it is rated individually. But over a period of time the 
power of all the advertising combines to gain and main- 
tain attention. 

The company’s management periodically checks the 
ads in individual newspapers. If one paper’s readership 
begins to slip, management decides whether or not to 
continue using that particular newspaper in future ad- 
vertising campaigns. 

Once a month during July, August, and September it 


is standard practice to insert a full page ad. It is believed 
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CANVASSING CAMPAIGN is plotted on city map which 
shows general age of various neighborhoods. Promotion is 
keyed toward older areas 


the large ad will draw more attention than the small ads 
because of the increased number of ads that appear dur- 
ing this time of the year. 


Direct Mail Begins Early in December 


Direct mail is used extensively from early December 
through March to locate modernization leads. During this 
period the company selects several areas about a mile 
square. These areas are blanketed with mailing pieces. 
In selecting an area to be covered, the sales manager 
picks one which is suitable for the sales appeal —— a 
neighborhood with houses ten or more years old which 


might need new heating systems. 


Mailings Go to Ex-Customers 


Mailings directed to previous customers have proved 
more effective than “cold mailings” to neighborhoods 
picked at random. Consequently, beginning in January 
and running into early summer, mailings go out weekly 
to previous customers. The sales appeal is varied to match 
the interest of the prospects. 

Beginning around April 1, more attention is given to 
telephone and door-to-door canvassing. Each salesman 
in the organization (the company employs three full 
time salesmen) is required to spend two hours a day at 
the telephone soliciting and making appointments. The 
remainder of the day is used in following up leads. 

While replacement heating system sales drop during 
the winter months, service customers more than take up 
the slack. Service calls provide a source of leads for sales- 
men to follow up. About 75 percent of the winter busi- 


ness comes from the service accounts. 









Artisan Series Starts Ball Rolling 


Heating Standards — Next Industry Project? 


STANDARDS FOR TEMPERATURE BALANCE 


CLASS A The difference in temperature be- 
tween the coolest room and the 


ce a 
rooms, which -an be warmer than 
ws. All tempers- 

ved in the con- 

W table height, 

fect or effect 


wearmest room is less then 1.0 F. CLASS B&B The diff a 


CLASS O 
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tions are 


end 2 
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CLASS Cc Th % 
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OR TEMPERATURE 


SOME OF THE STANDARDS proposed by S. Konzo in Artisan’s 19-month series illustrate the basic 
idea of the suggested program — emphasizing the importance of physical comfort in rating heating instal- 
lations, rather than the technical aspects which are likely to be meaningless to prospects 


WHEN WARM AIR heating engineers and dealers get to- 
gether, the conversation eventually turns to the evaluation 
of heating system performance. Generally such discus- 
sions result in airing the many varying factors involved 
and the influence they have on a system’s performance. 
That the problems seem numerous and difficult doesn’t 
mean it isn’t practical to develop a set of standards which 
can be used to classify warm air heating system per- 
formance. 

Realizing the need for such a set of standards, 
American Artisan began publishing a set of proposed 
standards for warm air heating systems for residences 
in February, 1955. The series of articles, which ran 19 
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months, was prepared by Professor S. Konzo, mechanical 
engineering department, University of Illinois, who has 
been closely associated since 1927 with the research pro- 
gram sponsored by the National Warm Air Heating 
and Air Conditioning Association at the University of 
Illinois. Professor Konze has been a consistent contributor 
to Artisan’s editorial program for more than 20 years 
and his extensive knowledge of the warm air heating 
field has been responsible for many of the advances made 
by the industry. Probably no member of the industry is 
better qualified to initiate such a set of standards, 

In September 1956, at a meeting of the research ad- 
visory committee of the National Warm Air Heating and 
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Need for a set of heating standards 


which evaluate comfort performance rather than mechanical 


parts and technical data is voiced by C. W. Nessell 


to NWAHACA for an industry program based on needs of the prospect 


Air Conditioning Association, C. W. Nessell, chairman, 
field investigation committee of the association, recom- 
mended preparation of a set of standards by which the 
comfort performance of a warm air heating system could 
be compared and evaluated. 

Mr. Nessell said, “There is a definite need for a set of 
standards of heating by which the comfort performance 
rather than its mechanical parts can be compared and 
evaluated. At the present time the only criteria for a 
warm air heating system relate to installation standards 
and conformity to the appropriate manual of the associa- 
tion. While conformity to the manuals is necessary as 
basic to comfort heating in the house, it does not follow 
that comfort heating will always be the inevitable result 
since there are many essential facts the installer can for- 
get, disregard, or ignore. 


System Is ‘Manufactured’ in Home 


“The installation of a comfort heating system is one 
thing and its operation is another. The heating system 
is actually manufactured in the basement of the house and 
this manufacturing process is done by the installer from 
components he purchases outside and assembles on the 
job. These components include the furnace, grilles and 
diffusers, sheet metal fittings and ducts and the other 
necessary appurtenances. When we tell the owner or ulti- 
mate user the heating system is or will be installed ac- 
cording to the manuals of the association, we are doing 
nothing more with respect to his heating comfort than 
giving him a set of manufacturing specifications with 
little or no promise of what it will do for him. 

“A set of specifications is not understood by the aver- 
age buyer of a heating system er house with a heating 
system, nor is it something that will give him the slightest 
idea of what he can expect in terms of his comfort. He 
is primarily interested in the very things that we pass 
over much too lightly indoor comfort and livability 
in his home. 


Talk Prespect’s Language 


“We have made an inadequate start in that direction 
in some instances when the buyer is promised that the 
house will be heated to 70 F when it is zero outdoors. 
We fail to tell him just where the promised 70 F will be 
obtained. Will it be at the thermostat or in the center 
of the room? Will it be in just one room or in all rooms? 
Will the temperature at the ceiling also be 70 F, and like- 
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wise 70 F at the floor? If it is 70 F in the centers of the 
rooms, will it also be that same temperature in the outside 
corners of the rooms where many people prefer to sit? 
And what will be the temperatures of the floors in the 
centers, along the outside edges and in the corners of the 
rooms? How much variation will there be in room air 
temperatures between the operations of the automatic fuel 
burner? Will some rooms be too hot and others too cool ? 


Opposition To Be Expected 


“There will undoubtedly be those in the industry, for 
reasons best known to themselves, who will vigorously 
oppose the establishment of comfort standards by which 
a prospect can state in definite terms of comfort per- 
formance just what he expects from a heating system, 
instead of having to select one based en brand names 
and a set of mechanical installation specifications. The 
opposition will come from those who prefer to sell and 
install jobs on a ‘cut the price to whatever extent neces- 
sary to get the job’ basis and in so doing eliminate from 
their bid most of the design considerations, installation 
techniques, and final adjustments that are most essential 
to a smoothly operating, comfort producing warm air 
heating system. The cut-price operator may still be able 
to sell his cut-price jobs, but he will be selling to a buyer 
who is informed and who will be able to determine for 
himself the degree of heating comfort he will get when 
heating comfort standards are available to him — in 
language he can understand and include in the bid 
specifications, 


Artisan Led the Way 


“While these standards never have been officially rec- 
ognized by the association, they are not unknown to the 
industry. They were the subject of a series of articles 
that appeared in American Artisan, three of which 
are: ‘Here are Proposed Standards for Room Air Tem- 
peratures’; ‘What to Do About Temperature Droop’ and 
‘Use Performance Standards to Classify Room Tempera- 
ture Differentials.’ 

“T have referred to them frequently in my talks and 
writings, using the data in the standards as desirable com- 
fort conditions in the home but making no reference to 
them as industry standards, proposed or otherwise. While 
it is admitted that the proposed ratings may be subject 
to some modification upon review, they are nevertheless 
completely factual and realistic as they are.” 





No Magic Needed... 


A Well-Planned Program 


Cures Collection Headaches 


Dealers can avoid many collection problems 


by making payment terms clear to customer, seek- 


men with cash awards 


How cAN you beat the problem of collections that old 
nemesis of the businessman? A dealer who has found an 
answer is Ray Krutsch, Krutsch Heating Co., Wyandotte, 
Mich. Key points in his carefully planned program in- 
clude: 

1—Cash payment is required for all except major 
installations and is also required for all service calls. 

2—Method of payment is written into the contract 
and the salesman makes certain the customer understands 
it. 

} Payment is requested as soon as the job is com- 
pleted and customer satisfaction is assured. 

t—Servicemen are paid a fee for collecting charges 
for their calls 

For water heaters, incinerators, conversion burners. 
and other sales where small amounts of money are in 
volved, the company policy is cash at the time of comple 
tion. For a furnace or cooling equipment sale, time pay- 


ments are arranged 


Terms Are Written into Contract 


The method of payment agreed upon is written into 
each contract. Before the contract is signed, the salesman 
questions the customer to determine whether or not he 
understands the payment procedure. Any misunderstand- 
ing is straightened out before signing. This practice not 
only serves as a review of the terms but also offers a 
chance to point out the importance of making prompt 


payment. 
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ing early payment, and enlisting help of service- 


The salesman emphasizes the financial cbligation in- 
curred by the company when the equipment is installed 
and points out the customer's responsibility to help set- 
tle this obligation. The customer is asked to be present 
when the equipment is put into operation and the system 
balanced. This helps guarantee customer satisfaction and 
also provides an opportunity to ask for settlement of the 
account. The customer has seen the new equipment in 
operation and has had an opportunity to observe the great 
care exerted in balancing it. If payment is not requested 
at this time, the customer is often more inclined to post- 
pone his payments. 

For example, a contract may call for $300 to be paid 
upon completion, another $200 after 30 days, an addi- 
tional $200 after 60 days. and the final payment after 
90 days. Unless the first payment is collected promptly, 
it may not be made until time for the first 30 day pay- 
ment. Each payment could easily fall farther behind, 
until six months may have passed without the account be- 
ing settled. 

By collecting at the time the equipment is started and 
balanced, the dealer gets the customer started off on the 
right payment schedule. 


Payment Requested by Letter, Phone 


Three days before each of the other payment dates, a 
letter goes out informing the customer of the amount due. 
If payment isn’t made on time, the customer is called by 


phone and asked if the equipment is performing satis- 
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BEFORE CONTRACT is signed, terms are carefully 
explained to customer and any m/sunderstanding is 


straightened out 


factorily. During the conversation, payment is diplomat 
ically requested. This is the method the company has 
found to be most etfective. 

Collection of service cali charges is made by the 
serviceman making the repair. As a special incentive, a 
fee is paid the serviceman for each collection. This fe 
is considered as part of the overhead of the service de- 
partment. When raises are given to servicemen, they are 
often in the form of an increase in the collection fee. 

During the first eight months of 1956 the company 
handled over 4000 service calls. At the end of September 
only 31 of these were outstanding, most of them for small 
amounts ranging from $6 to $12. Last December. when 
the company closed its books for the year, only $68 was 


written off as uncollectable. 


Direct Mail and Community Affairs Build Sales 


To promote its sales effort, the company has developed 
a well-rounded program. Direct mail campaigns and par- 
ticipation in community affairs have proven most suc- 
cessful. Mr. Krutsch is an active member of several civic 
organizations and can point directly to a number of sales 
that grew out of the contacts he made at meetings and at 
public affairs sponsored by the groups. 

Believing that people are unconsciously ruled by Fath- 
er Time and invariably glance at any clock they en- 
counter, the company has located 76 large outdoor clocks 
throughout the community. The most popular one is in 
the post office. Each clock bears the company’s name and 


phone number. 


Presentation Made in Kitchen 


Most sales presentations are made in a prospect’s kitch- 


en because the environment is best suited to keeping the 


prospect’s undivided attention. Literature is spread out 


on the kitchen table where it can be easily seen. The liv- 
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RECORDS OF PAYMENT are closely watched by Ray 
Krutsch and his office clerk. If payment is missed, cus- 
tomer is reminded by phone 


ing room is purposely avoided because the seats are usu- 
ally too comfortable and too far apart to contribute to a 
good sales presentation. 

The early part of a sales presentation is directed to- 
ward the housewife. To keep her interested, the advantages 
of filtered air, automatic operation and comfort through 
out the house are played up. If she can see these advan- 
tages, she will continue to listen as the technical explana- 
tions are given to her husband. Unless both husband 
and wife feel they have benefited by the purchase of their 
heating system, payments often will not follow the agreed 


schedule. 


Card File Shows Payment History 


A card file system is used to record information about 
customers. If payments are made promptly, or if the 
customer falls behind, this information is recorded. When 
a customer becomes a prospect for some other product 
or service handled by the company, the card file indicates 
the best procedure for handling the payment agreement. 

A second card file is used for followup sales. For in- 
stance, when completing the installation of a new furnace 
in an old house, the installer noted that an out of date 
water heater was being used. He recorded this fact on 
his report and the information was transferred to the 
follow up file. Sixty days after the final payment for the 
furnace was made, descriptive literature was mailed to the 
new prospect. Within 10 days, a personal call was made 
to talk about an automatic domestic hot water heater. It 
is interesting to note that a large number of these sales 
are closed without a second bidder being called in. 

The direct mail campaign is handled by the office 
clerk who mails 25 pieces of mail every day. The pay- 
ment card file is used as a source of the names used. The 
direct mail pieces include envelope stuffers describing 
incinerators, filters or a furnace cleaning job. The stuff- 
ers are coded and the code is indicated on the mailing 
list for future reference. 

















AIR CONDITIONING 
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How to Solve Engineering 
and Installation Problems 


How to Determine Horsepower 


Requirements of Compressor Motor 


. . . from basic refrigerant data and known 


factors which affect suction and discharge pressures, in order to 


solve problems arising from compressor overload conditions 


As PART OF the discussion about con- 
densing units last month, the sub- 
ject of compressor motor horsepower 
was mentioned. This month we shall 
take a closer look at 
What 


complaints related to motor loading 


horsepower. 


dealer has not experienced 


characterized by a burned out fuse. 


By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


a tripped overload protector or even 
a burned out motor? 

The cooling dealer has a working 
understanding of horsepower which 
he gets from selecting equipment for 
various applications. He knows from 
the rating information he uses that 


the size motor required by a given 


compressor is influenced by the suc- 
tion and discharge pressures under 
which the compressor will operate. 
Generally speaking, he knows it takes 
more horsepower to produce a ton of 
cooling when the condenser is air 
cooled than when it is cooled by wa- 
ter. 
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To understand how horsepower re- 
quirements are developed from basic 
refrigerant data, let us study Fig. 1 
which is a very useful representation 
of the functions of a refrigeration 
system. Points in the diagram are 
plotted against pressure and _ heat. 
Any point on line L represents liq- 
any point on line 
The horizontal 
distance between a point on L and 


uid refrigerant; 
V represents vapor. 


a point on V represents the amount 
of heat that must be added to a 
pound of liquid to change it to a 
pound of vapor. 

Line A 


which takes place as liquid refriger- 


represents the change 
ant leaves the condenser and drops 
in pressure as it passes through the 
expansion valve. Line B_ represents 
the change which takes place in the 
evaporator as liquid refrigerant, in 
absorbing heat, changes to vapor. 
Line C represents the change which 
takes place in the compressor as va- 
por is compressed and absorbs ener- 
gy in the process. Line D represents 
the change which takes place in the 
condenser as vapor, leaving the com- 
pressor, gives up heat and becomes 
liquid once again. 

For illustration we will use fluori- 
nated hydrocarbon refrigerant no. 
12. Assume the condenser is operat- 
ing at 12] psia (94 F) and the evap- 
orator at 52.7 psia (41 F). Under 
these conditions we can determine 
from the refrigerant property tables 
the three important heat content val- 
ues at points 1, 2 and 3. (The value 
at point 4 is the same as the value 
at point 1.) Respectively, there are 
29.68, 82.82 and 89.34 Btu per 
pound as shown in Fig. 1. 

Between points 1 and 2 the refrig- 
erant is in the evaporator where each 
pound absorbs 53.14 Btu (82.82— 
29.68) 
a cooling unit). To absorb heat at the 
rate of 200 Btu per min (which is 
at the rate of 12,000 Btu per hr or 
1 ton), it is necessary that 3.76 lb 


from the air (in the case of 


per min of refrigerant be circulated 
(200 Btu per min per ton/53.14 
Btu per lb). 

Between points 2 and 3 the re- 
frigerant is in the compressor where 
6.52 Btu (89.34—82.82) are added 
to each pound. Although this energy 
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Heat content, 8tu per lb 
1 POINTS PLOTTED along refrigerant pech through cooling sys- 
tem show pressures and heat content values at important 
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"Gomertron Rai (yy 
2 INDICATED HORSEPOWER for a compressor varies with com- 
opesmetbgs Brake horsepower is the sum of indicated and friction 
rsepower 


manifests itself as heat in the vapor, 


it, of course, is put there by the me- 


chanical work of compression. To the 
3.76 lb per min of refrigerant circu- 
lating for each ton, the compressor 
will add 24.51 Btu per min (3.76X 
6.52). 
of 42.42 Btu per min per hp, energy 


Using the conversion factor 
supplied by the compressor repre- 
sents 0.577 hp per ton. 


Points Differ in Practice 


The refrigerant cycle represented 
by Fig. 1 is known as a simple satu- 
ration cycle. This name applies be- 


cause points 2 and 4 lie respectively 


on lines L and V which are known 
as the saturation lines. In a more 
realistic cycle, point 4 would move 
horizontally to the left of line L to 
reflect a certain amount of liquid 
subcooling, and point 2 would move 
horizontally to the right of line V 
to reflect superheating of the vapor. 
These changes would establish new 
locations for lines A and C which 
would be substantially parallel to the 
ones shown in Fig. 1. 

Liquid subcooling permits each 
pound of refrigerant to pick up more 
heat as it passes through the evap- 
orator withcut a corresponding in- 
crease in the amount of energy which 
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the compressor must supply. Vapor 
superheat is necessary for refrigerant 
control and to assure that no liquid 


enters the compressor. 


Pressures Affect Horsepower 


Fig. 1 


horsepower when changes are made 


shows what happens to 
in suction and discharge pressures. 
For instance, a rise in suction pres- 
sure with a constant discharge pres- 
sure will cause point 2 to move up 
line V. This will establish a new com- 
pression line C to the left of the one 
shown, and will move point 3 to the 
left. Thus, the rise in suction pres- 
sure has raised the heat content at 
point 2 and lowered the heat con- 
tent at point 3 thereby reducing the 
Btu per lb difference between them 
and reducing the horsepower require 
ment. A further reduction of horse 
power is possible because the heat 
content difference between points 2 
and | is increased. Since each pound 
of refrigerant at the higher suction 
pressure can absorb more heat, less 
pounds need be circulated for each 
ton of cooling 

The same type of analysis may be 
made for an increase in discharge 
pressure when the suction pressure 
is held constant. In this case point 
| moves up line L. This decreases 
the heat pickup per pound between 
points 2 and 1 and means that more 
pounds must be circulated per ton. 
Also, of course, point > moves up 
along line C, increasing the heat dif 
ference between points 3 and 2. Both 
these changes increase the horsepow 


er requirement of the compressor. 


Losses Occur in Compressor 


The calculation given in a preced 
ing paragraph shows how horsepower 
is determined from the thermody 
namic properties of the refrigerant 
Such caleulations are used by com 
pressor designers They are, of 
course, theoretical and do not reflect 
all the losses encountered in prac 
tice. Most of these losses are in the 
compressor where such unavoidable 
occurrences as: 1) superheating of 
the vapor as it enters the warm cyl 


) 


inder. 2) throttling or friction loss 


THIS CONTINUING SERIES OF 
ARTICLES COVERS .. . 


. . « all aspects of residen- 
tial cooling, beginning in the 
August, 1952 Artisan with a 
complete rundown on: 


FUNDAMENTALS . . . 


- + + in a series of 20 articles 
which described the basic op- 
erating conditions of residen- 
tial cooling equipment. Next, 
we turned to: 


SPECIFIC PROBLEMS... 


. « « Of maintenance, service, 
installation and management, 
describing new techniques 
and presenting pointers on 
solving problems common to 
residential cooling. The cur- 
rent series describes: 


CASE HISTORIES .. . 


«+.» and known problems 
which have actually been ex- 
perienced and reported by 
dealers. Engineering, install- 
ing and servicing of cooling 
systems and their compo- 
nents are discussed by the 
author in answer to actual 
problems expressed by in- 
dustry members. 


through ports and valves reducing 
cylinder pressure, and 3) re-expan- 
sion of compressed vapor from the 
clearance volume reducing the effec- 
tive volume for fresh vapor charge 
at suction pressure all contribute to 
a higher horsepower requirement 


needed. The 


combined effect of the various losses 


than is theoretically 
is very difficult to predict to any de- 
cree of accuracy comparable to ac- 
tual tests. Tests, therefore, are always 
used in the proper determination of 
compressor 


capacities and corre 


sponding power requirements. 


Bhp Has Two Components 


The term vrake horsepower is ap- 
plied to the power that must be de- 


livered to the compressor shaft by 


the electric motor. It is made up of 


two components, one known as indi- 
cated horsepower and the other as 
friction horsepower. Included in the 
former are all the factors we have 
been discussing such as the theoreti- 
cal thermodynamic requirements plus 
all losses which must be overcome as 
refrigerant vapor moves through the 
compressor. The latter covers only 
the power necessary to overcome fric- 
tion of the moving parts in the com- 
pressor. 

As we discussed earlier with ref- 
erence to Fig. 1. changes in suction 
and discharge pressures have a defi- 
nite effect upon compressor power 
requirements. It can be shown that 
indicated horsepower for a_ given 
compressor varies in a regular man- 
ner with the compression ratio (dis- 
charge pressure, psia, divided by 
suction pressure, psia). Fig. 2 shows 
such a relationship for an actual com- 
Indicated 


flecting the losses previously men- 


pressor. horsepower, re- 
tioned, may be as much as 15 to 20 
percent higher than theoretical horse- 
power. 

Friction horsepower has no direct 
relationship to compression ratio. It 
is determined at a given speed and. 
for practical purposes, is considered 
to vary directly with speed. 

Compresser brake horsepower is 
used as a guide for motor selection. 
but it does not represent the energy 
which must be paid for because it 
does not include losses which may 
occur in transmitting power from 
the motor shaft to the compressor 
shaft nor does it include energy 
which is lost in the electric motor 
itself. Transmission losses must be 
recognized when belt drives are used. 
Both losses are expressed in terms 
of efficiency; the former as percent 
age of compressor bhp and the lat- 
ter as a percentage of the motor in-; 


put. 


Torque Must Be Considered 


The application of an electric mo- 
tor to a refrigeration compressor in- 
volves more than just matching the 
brake horsepower of the compressor 
when operating at a given suction 
and discharge pressure. Such factors 


as the torque necessary to start the 
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compressor, the degree of unloading 
during starting, power company lim- 
itations on starting current, pulldown 
time and possibly the frequency of 
starting must be known. 

The torque or twisting force neces- 
sary to start a compressor shaft turn- 
ing depends upon several factors in- 
cluding friction, inertia of the mov- 
ing parts and any pressure differen- 
tial that may exist across the pistons. 
The first two factors remain fairly 
constant. The last, however, can vary 
from zero up to the full difference 
between operating discharge and suc- 
tion pressures. A motor selected to 
start a compressor quickly and easily 
with no pressure differential may 
have considerable difficulty in try- 
ing to start the unit when it is loaded. 
Such a prolonged starting attempt 
allows the heavy motor starting cur- 
rent, which is about five or six times 
the normal running current, to surge 
through the motor winding and cause 
a possible trip of the overload device 
or a blown fuse. Repeated subjection 
of a motor to such prolonged starts 
eventually overheats the motor wind- 
ing, damages insulation and shortens 
motor life. 

Dealers may be familiar with cer- 
tain room cooling units which must 
remain idle for a certain time after 
a shutdown before an attempt at re- 
start is made. The time interval al- 
lows the pressure differential across 
the pistons to diminish, thereby re- 
ducing the starting torque require- 
ment and allowing the motor to bring 
the machine up to speed more quick- 
ly. Compressors above 15 or 20 hp 
usually are built with unloading 
mechanisms which automatically pre- 
vent any pressure differential across 
the pistons until the compressor gets 


up to speed. 


Means for Unloading Needed 


Inspection of any compressor rat- 
ing table shows how the bhp varies 
with different operating conditions. 
A certain compressor, for instance, 
might require a 10 hp motor when 
operating with a 40 F suction and 
110 F discharge temperature. The 
same machine might need only a 714 


hp motor when the corresponding 
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What Is 

‘Air Conditioning?’ 
True air conditioning pro- 
vides comfort in all sea- 
sons of the year, according 
to the American Society of 
Heating and Air-Condition- 
ing Engineers. The ASHAE 
has just adopted a new, 
simplified definition of air 
conditioning, which reads 
as follows: 

“Air conditioning is the 
process of treating air so 
as to control its tempera- 
ture, humidity, cleanliness 
and distribution to meet 
the requirements of the 
conditioned space.’’ 











conditions are zero F and 110 F. 
For such a situation one must not 
lose sight of the fact that after start- 
up it may take the system some time 
to pull down to the low suction con- 
dition. Obviously, the smaller motor 
would be overloaded during a part 
of this interval. To overcome this 
factor, some type of unloading means 
must be provided and operated until 
the system reaches a load that the 
compressor motor can handle. 

In many areas power companies 
have had to rule against certain types 
and sizes of motors and certain start- 
ing. practices in order to protect cus- 


tomers from the annoyance of line 


voltage dips. An ideal characteristic 
of a compressor motor is a high start- 
ing torque with low starting current. 
This type of motor is in common use, 
but even so, its starting inrush cur- 
rent may be greater than allowable 
by the power company. For such 
cases one of the various methods of 
limiting the starting current by step 
starting must be used. The same cor- 
rection methods are used where the 
frequency of starts, such as in auto- 
matic thermostatic operation, would 
be objectionable because of the volt- 


age dip. 


Refrigerant Alters Rating 


There is one final item in eonnec- 
tion with the horsepower require- 
ments for a refrigeration compressor 
that should not be overlooked. As 
demonstrated, compressor energy or 
horsepower is basically derived from 
the thermodynamic properties of the 
refrigerant used. A given compressor, 
a certain 
speed, will not necessarily have the 


therefore, operating at 
same horsepower rating with one re- 
frigerant.as it will have with another. 
Many Servicemen have found this out 
by inadvertently recharging a. sys- 
tem with the wrong refrigerant. The 
dealer may be aware of this if he 
handles a line of self contained units 
for which the manufacturer has been 
able to use the same compressor in 
two different sizes merely by chang- 
ing the motor and the refrigerant. 





articles 





Watch for the January year ’round reference 
issue, featuring ... 


* A complete and accurate classified di- 
rectory of heating, cooling and sheet metal prod- 
ucts, manufacturers and trade names... 


* A technical data file of tables, charts 
and lists presented for quick reference in engi- 
neering, installing and servicing... 


* Complete coverage of the big 
NWAHACA and NHAW conventions... 


% And the regular quota of informative 
technical, merchandising, management and news 











It’s Details 
That Count 
With Prospects 








THIS SERIES of articles, under 
the general heading, 
‘* ‘TRAINING PROGRAM’ .. . 
in Print,’ is designed to help 
dealers train their engineer- 
ing, service, managerial and 
sales personnel in all phases 
of their operations. These 
articles are selected for their 
informative value and are 
presented as reference mate- 
rial for developing know-how 
among employes in situations 
which are likely to arise. 
Some of the previous articles 
in this series have discussed: 
@ electrical problems 

® humidity control 

© management techniques 

® air distribution 

® sales presentations 

® school heating 

® promotion ideas 

® attic fans 

@ selling builders 
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PRE-ENGINEERING conference brings out the possible 
recommendations that will result in a better installation. 
The team (1 to r), Merle, Tom and Jim Daily, checks 
blueprints for any overlooked detail that might improve 


the job 


... says this heating-cooling 


dealer — and he backs up his theory with a long 


list of leads gathered from satisfied customers 


who profited from 


MANY LEADS COME to dealers from 
satisfied customers. But to convert a 
new prospect into a customer usually 
requires that the dealer have some- 
thing more than a recommendation 
from a previous customer. The Daily 
Heating Co., Hammond, Ind. has 
built its reputation on the attention 
it gives to details and uses this sales 
approach to convince a prospect that 
he will get the type of installation he 
needs, and that follow-up adjustment 
and servicing will be handled in ac- 
cordance with his wishes. This ap- 
plies to every job, large or small. 

At the time of the sales presenta- 
tion, the prospect is invited to call 
on previous customers to verify that 
close follow-up is standard procedure 
on every job. When the subject of 
price is brought up, the conversation 
is guided to the attention given each 
step of the installation and_ final 
check-out so that the prospect can see 
he will be getting a top quality job. 
The old adage, 


“You get what you 


his close attention to all 


facets of every job 


is the theme of conversa- 
tions about price, although the actual 
phrase isn’t used. Merle Daily, presi- 
dent of the firm, says, “I let the pro- 
spect discover this for himself. It 
makes him feel he is a good busi- 


pay for,” 


ness man.” 

Mr. Daily’s philosophy is shared 
by his two sons, Tom and Jim, who, 
along with Merle Daily, comprise the 
company’s sales, engineering and in- 
spection team. 


Specifications Are Reviewed 


Large jobs are bid as specified. 
When a proposal is accepted, the 
three Dailys hold a conference in 
which every facet of the job is dis- 
cussed. The specifications and the 
blueprint are given a thorough going 
over and any improvements that are 
important enough to bring to the cus- 
tomer’s attention are noted. The cus- 
tomer is informed that the recom- 
mended changes will result in a 
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CHECKING DIMENSIONS of air intake where 
space limitation was a problem is Merle Daily. 
Meeting all customer requirements is first on the 


list of company policies 


RECOMMENDATION THAT 


auxiliary fuel 


pump be used for suspended furnace met with cus- 


tomer’s approval. Merle Daily inspects piping be- 


fore giving the job his okay 


better overall job and he is asked to 
approve the suggestion; however, it 
is pointed out that failure to approve 
the recommendation will have no 
effect upon the company’s handling 
of the job. Most customers approve 
the suggestions. 

Each phase of a job has its inspec- 
tion point, and one of the Dailys is 
there to make sure the work is fol- 
lowing the job plans and specifica- 
tions. It’s customary to time the in- 
spection to coincide with the cus- 
tomer’s visit to the job so he will be 
aware of the attention his installation 
is getting. Another method of bring- 
ing the customer into the picture is 
requesting him to decide on a minor 
point that can be handled one way 
just as well as another. Customers 
seem to like this, according to Merle 
Daily, and it makes no difference 
whether the sale involved is a large 
commercial year ‘round air condi- 
tioning job or installation of an attic 
ventilator fan. “Customers like atten- 
tion, and we like to give it to them,” 
he says. 
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FOLLOWUP inspection of electrostatic air cleaner 


is routine for every job, large or small 


Recommendations for alterations 
vary with the job. Three recent sug- 
gestions offered by the company and 
accepted by the customer were: the 
installation of an outside air intake 
duct to provide combustion air for a 
325,000 Btu horizontal furnace; the 
installation of a bypass duct around 








WHAT'S YOUR PROBLEM? 


The American Artisan’s 
‘TRAINING PROGRAM’ — IN 
PRINT will explain the whys 
and wherefores of some of 
the dealer’s problems, tell 
what to do about them. You 
will want the members of 
your organization to study 
these articles carefully, keep 
them for future reference . . 
. « If you have a problem 
you'd like to see covered, 
write Clyde M. Barnes, Edi- 
tor, American Artisan, 6 N. 
Michigan Ave., Chicago 2, Ill. 








this furnace so the chilled air from 
the summer air conditioning unit 
would not pass over the furnace heat 


exchanger or be forced to overcome 


the static pressure developed by the 


heating equipment; and the use of 
an auxiliary oil pump to deliver fuel 
from a basement storage tank to the 
suspended furnace which was located 
near the ceiling of the 18 ft storage 
room. Here again, the customer real- 
ized he was getting something extra 
in service and experience and ac- 
cepted the recommendations without 
hesitation. 


Revisions Are Explained 


In another case, a home owner 
wanted to cut down on decorating 
costs. He had in mind a bank of 
washable filters. The Daily company 
recommended an_ electrostatic air 
cleaner. The advantages of higher 
filtering proficiency, less manual 
work and ease of cleaning were 
pointed out. Tom Daily said to the 
prospect, “Of course we will be glad 
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to install the kind of filtering ar- 
rangement you want, but I believe 
you will find my suggestion worth 
considering before you make the fin- 
al decision.” Ten minutes later the 
customer had made his decision to 
install an electronic air cleaner. 


Satisfaction Produces Leads 


In both these cases, after the in- 
stallation had been completed cus- 
tomer goodwill was strengthened by 
the follow-up inspection procedure. 
Each phase of the work was checked 
for both appearance and mechanical 
operation. Again, it was the attention 
to details that 
tomer and brought about recommen- 


impressed the cus- 


dations for other jobs. 
One of the jobs that developed 
from the suspended furnace installa- 


tion was the sale of a 15 ton summer 
air conditioning system. The custom- 
er wanted a water cooled job, but the 
water supply was not sufficient to 
provide the quantity needed. The 
prospect had been told that the only 
solution was installation of a cooling 
tower on the roof. Unfortunately, the 
roof trusses could not support the 
additional weight of a tower and 
erection of supports for the water 
cooling equipment would be neces- 
sary. The reputation for attending to 
details brought the Daily Heating 
Co. into the picture. Their recom- 
mendation was a combination cool- 
ing unit and evaporative condenser 
that would occupy very littie more 
area than the cooling equipment 
originally specified. The space for 
supply and exhaust ducts was easily 
worked into the original duct work 
schedule. Attention to details once 
more solved a puzzling space prob- 
lem. 


New Prospect Has Problem 


A lead for a job came from the 
prospect who had purchased the elec- 
tronic air cleaner. This customer had 
been talking with a friend who had 
purchased a summer air conditioning 
system for his one-and-a-half level 
home. The cooling equipment was 
doing a very satisfactory job on the 
first floor but the two rooms on the 
second floor could not be brought 


BYPASS TO REDUCE duct system static pressure loss during summer is 
installed beneath heavy duty suspended furnace 


down to temperature because of the 
large amount of heat gain due to the 
high attic temperature surrounding 
the rooms. 


Study Yields Solution 


The former customer recom- 
mended Daily Heating Co. as a 
source for the solution to the prob- 
lem. When Merle Daily was called in, 
he suggested that the attic space be 
mechanically ventilated. This, he 
said, called for a roof exhaust fan 
with four screened roof ventilators to 
be located near the four corners of 
the pitched roof with the exhaust fan 
located in the center of the ridge. 
The prospect was told that permitting 
outside air to flow into the corner 
ventilators and be discharged out of 
the exhaust ventilator would lower 
the attic space temperature close to 
the outside air temperature rather 
than the 135 to 145 F normally en- 
countered in unventilated attics. This 
would reduce the heat load in the 
second floor rooms. 

Although the cost of rupturing the 
roof in five places had to be added to 


the regular installation costs, the pro- 
spect could see the logic of the sug- 
gestion and gave his approval in 
spite of the higher price involved. 


Structural Study Saves Money 


Obtaining this order involved 
much more than just making the sug- 
gestion. The dimensions of the sec- 
ond floor were taken to determine 
that one exhaust fan could draw air 
from all areas, each apparently shut 
off from the other by the two slant- 
ing sections of the second floor ceil- 
ing which were necessitated by the 
sharp pitch of the roof. About 4 in. of 
space was discovered over these sec- 
tions of the ceiling and air could be 
drawn from the two lower portions 
of the attic to the center section di- 
rectly beneath the ridge. 

If the 4 in. space had not existed, 
narrow duct sections would have to 
have been installed to connect each 
of the two lower attic spaces to the 
center space. As usual, it was the 
careful attention details that was re- 
sponsible for the sale. 
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Mr, Hugh B, Reid 
c/o American Artisan 
6N, Michigan Ave, 


HUGH REID'S SHEET METAL PATTERN 


Here’s Pattern 
for Offset 
Angular Hood 


. . . using the simplified method, 
plus a few points on reading blue- 


prints, in answer to this request 


THE LETTER reproduced on this page is typical of the 
type of questions asked by readers about the simplified 
method. Here are the answers to his questions. 

The plan and front views (Fig. 1) show the practical 
application of an offset angular hood. 

The simplified approach to the pattern development 
problem solution is to lay out the back and throat pat- 
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1 PATTERN PROBLEM is applied as oven exhaust hood. Questions 
and answers at right explain symbols on drawing 
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Dear Mr. Reid: 


I've been in this business for 6 years and am considered an A-1 
layout man but I am still seeking ways tc save time at the layout 
table, 


I'd appreciate your showing me how to use the simplified method to 
solve the layout problem for a flat angular fitting. I have 
attached a sketch of the type I have in mind, 


IT have found that much of my time at the layout bench is consumed 
in reading blueprints. Would you also include some suggestions on 
how best to interpret the lines and symbols shown on drawings? 


Yours truly, 





terns first. By following this procedure, the true length 
lines O1, Q2, 11-13 and 12-14 can be transferred to the 
side patterns. If this procedure is not followed, and the 
side patterns are developed ahead of the back and throat 
patterns, it will then be necessary to develop lines O1 
and Q2 (Fig. 3) and lines 11-13 and 12-14 (Fig. 4) by 
the triangulation method with the resulting addition of 


Blueprint reading questions and answers 


QUESTION: why is the top line broken and 
the bottom line solid in the exhaust duct front 
view? 


ANSWER: the upper edge of the duct is be- 
hind the recirculating duct shown in the plan 
view and cannot be seen. The bottom edge is 
below the level of the recirculation duct and 
thus is visible. 


QUESTION: what is the rotation of the blower 
used in the recirculation duct system as shown 
on the front view? 


ANSWER: Direction of rotation is determined 
from the drive side. From the front view it is 
evident that the blower is discharging air in 
a counter-clockwise direction. 


QUESTION:wWhy is a draw band used instead of 
a solid connection at the duct collar and blower 
connection? (See plan view.) 


ANSWER: Because it can be removed conven- 
iently to permit the inspection or repair of the 
blower without having to dismantle a duct 


section connection. 
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unnecessary time to achieve the same end result. 

The angular shapes of the patterns would make it im- 
practical to use Pittsburgh lock seams. Welded or rivet 
seams should be specified by the design draftsman. 

Given the plan and front views of an offset angular 
hood, the following is a step-by-step development. 

The patterns can be developed from the front view 
drawing (Fig. 1). The plan view is for clarification. 


Plan and Front Views, Figs. 2A and 2B — 


a) Draw the 2 X 2 in. square marked FGJH (Fig. 
2A). Draw the 2 in. line KL (Fig. 2B). This line is paral- 
lel to, equal in length to and directly below line FG 
(Fig. 2A). 

b) From points K and L, draw lines perpendicular to 
line KL. Measure up 14 in. and mark the points M and 
N. Draw lines MN. From point M, draw a line upward 
and at 30 deg toward the right to line MN. Mark this 
line A. Measure 2 5g in., and mark the point P. 

c) From point P, draw a line downward and perpen- 
dicular to line MP. Measure 34 in. and mark the point 
R. Draw the line NR. 

d) From points P and R, draw lines to the right and 
perpendicular to line PR. Measure 14 in. and establish 
points S and T. Draw the line ST. Draw a line connect- 
ing points P and N, and mark the line B. 

e) From line FG (Fig. 2A) measure up 34 in. and 
draw the line marked CL. Measure 34 in. above and be- 
low this line and draw horizontal lines to the right of 
line JG. From points P, R, S and T (Fig. 2B) project 
points perpendicular to line MN to intersect the horizon- 
tal lines in Fig. 2A. Establish the two points P’, S’, R’, 
T’ as shown. Draw lines HP’, JR’, FP’, GR’, T’T’. 

f) Extend lines FG and HJ (Fig. 2A) to the right and 
beyond point T’. Mark the distance between line FG and 
point T’ as fall distance D. Mark the distance between 
line HJ and point T’ as fall distance E. 


To Lay Out the Back Pattern, Fig. 3 — 


a) Draw the line indicated as the work line and 
marked CL. Establish the point U at the bottom. From 
the front view (Fig. 2B) transfer line lengths 14 in.. 
2 54 in., and 14 in. above point U (Fig. 3) and locate 
points V, W and X. 

b) From Fig. 2A transfer line length 114 in. to the 
left of points U and V (Fig. 3) and mark the points Y 
and QO. Transfer length 34 in. from Fig. 2A to the right 
of points U and V, and mark the points Z and Q. 

c) Transfer given length 34 in. from Fig. 2A to both 
sides of the work line (Fig. 3) at points W and X and 
mark the points 1 and 2, 3 and 4. Draw the lines 3-1, 
1-0, OY and 4-2, 20, QZ. 


To Develop the Throat Pattern, Fig. 4 — 


a) Draw the work line marked CL. Establish point 5. 


From the front view (Fig. 2B) transfer lengths 14 in., 
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line C and 14 in. above point 5 (Fig. 4), and mark the 
points 6, 7 and 8. 

b) From Fig. 2A transfer line length 114 in. to the 
left of points 5 and 6 and mark the points 9 and 11. 
Transfer length 34 in. to the right of points 5 and 6 and 
mark the points 10 and 12. 

c) Transfer given length 3¢ in. from Fig. 2A to both 
sides of the work line at points 7 and 8 and mark the 
points 13 and 14, 15 and 16. Draw the lines 15-13, 13-11, 
11-9 and 16-14, 14-12, 12-10. 


Patterns for the Short Side, Fig. 5 — 


a) Draw a 2 in. horizontal line and mark the points 
17 and 18 at the ends. From both points, draw lines per- 
pendicular to line 17-18. Measure 14 in. and establish 
points 19 and 20. Draw the line 19-20. 

b) With a compass, measure line Q2 (Fig. 3) and 
with point 19 (Fig. 4) as center, draw an arc above and 
to the right of point 19. 

c) Transfer line B from Fig. 2B to the vertical leg of 
a right angle and from Fig. 2A, fall distance D to the 
horizontal leg. The hypotenuse line BD is the developed 
line. With point 20 (Fig. 5) as center and radius BD, 
cut the arc Q2 and mark the point 21. 

d) Measure line 12-14 (Fig. 4) and with point 20 
(Fig. 5) as center, draw an are above and to the right 
of point 20. Set a compass at the given 34 in. length 
(Fig. 2B), and with point 21 (Fig. 4) as center, cut the 
arc 12-14. Mark this point 22. Draw the lines 21-22 and 
20-22. 

e) From points 21 and 22, draw lines perpendicular 
to line 21-22. On this line measure 1 in. and locate 
points 23 and 24. Draw line 23-24. 


Pattern for the Long Side, Fig. 6 — 


a) Draw the 2 in. horizontal line 25-26. From points 
25 and 26 draw lines perpendicular to this line. Measure 
up 14 in. and establish points 27 and 28. Draw the line 
27-28. 

b) With a compass, measure line Ol (Fig. 3) and 
with point 27 (Fig. 6) as center, draw an arc above and 
to the right of point 27. 

c) Draw a right angle. Transfer line B from Fig. 2B 
to the vertical leg of the right angle and fall distance E 
from Fig. 2A to the horizontal leg. The hypotenuse line 
BE is the developed line. With point 28 (Fig. 6) as cen- 
ter and radius BE, cut the are O1 and mark the point 29. 

d) Set a compass at line length 11-13 (Fig. 4) and 
with point 28 (Fig. 6) as center, draw an arc above and 
to the right of point 28. With line length PR (Fig. 2B), 
which is 34 in., as radius and point 29 (Fig. 6) as cen- 
ter, cut the are 11-13 and mark the point 30. 

e) From points 29 and 30, draw lines perpendicular 
to line 29-30. Measure 1, in. along these lines and locate 
points 31 and 32. Draw the line 31-32. 

Add allowances for seams and joints, lay out the neces- 


sary rivet holes and mark the patterns for fabrication. 








Unit Heaters Beat Time-Lag Factor 


In Cannery Row Warehouse 


Eighteen 250,000 Btuh units effect a 
25 percent saving in fuel costs over the wet heat system 
which was originally proposed to utilize existing 


equipment in a converted cannery 


AMERICAN ARTISAN, Decemper 1956 











SPACE BENEATH a mezzanine is heated 
by splitting air flow from one unit through 
a Y branch outlet with vertical louvers 


“CANNERY Row,” made famous by John Steinbeck’s 
novel, is an area of sprawling warehouses along the Mon- 
terey, Calif. waterfront. The once thriving fishing indus- 
try of this city has passed through several financial set- 
backs until a number of the old canneries have been 


forced to shut down. Other industries have found the va 


cated buildings adaptable to their use. One of the prob- 


lems faced by new tenants is providing heat. 

An automotive parts manufacturer recently took over 
one of the old canneries to use as an assembly and storage 
area. How to heat this 1.950.000 cu ft building was a de- 
cision faced by the firm’s management. They called in 
William Kastilic of Sunset Heating Co., Menlo Park, 
Calif.. who designed a system in which 18 gas-fired unit 
heaters would provide 4,500,000 Btuh to maintain the 


specified conditions 


Fuel Saving Outweighs Argument for Wet Heat 


One of the company’s officers favored a wet heat system 
because existing equipment, formerly used by the can- 
nery for processing fish, appeared to be in good condition 
and might be adaptable for use in this type of heating. 
But when Mr. Kastelic pointed out that a 25 percent sav- 
ing in fuel costs would be possible with the unit heater 
system, the proposal for wet heat was withdrawn. Mr. 
Kastelic pointed out that wet heat systems tend to over- 
heat during the daylight hours when outside air tempera- 
tures climb. This is due, he explained, to the time-lag fac- 
tor which can not be controlled when daily outside air 
temperatures follow no set pattern. 


The 18 unit heaters are located around the perimeter 


of the 300 260 ft building. Each unit has a capacity of 


250.000 Btuh. is controlled by its own thermostat set at 
the 4 ft level and is key ope rated to prevent tampering by 


unauthorized personnel 
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Versatility Saves Money 


The flexibility of the system is employed to supply heat 
to areas where it is required and to withhold heat in 
areas where it is not needed during certain times of the 
day. This is the factor which makes it possible to obtain 
the 25 percent saving in fuel costs. An example of how 
the system would function was outlined to the company’s 
management. Citing a typical sunny morning when the 
east side of the building would be receiving the heating 
effects of the sun’s rays and the cold winds blowing off 
the Pacific Ocean were striking the west wall, Mr. Kas- 
tilic explained that the east bank of heaters might be in- 
operative because their thermostats were satisfied by the 
solar heat. whereas the thermostats along the west wall 
might be calling for constant heat. 

This flexibility was borne out during the winter of 
1955-56, when the predicted fuel savings were realized. 

The peak of the building is 25 ft above the floor. The 
unit heaters are suspended from cross beams and sup- 
ported by angle iron and pipe brackets. Most of the units 
are hung 14 ft above the floor. 


Branch Ducts Avoid Obstructions 


Where supports for storage mezzanines interfered 
with air delivery, branch duct fittings were used to direct 
the treated air around the obstruction. Each branch of 
the split duct contains three vertical dampers for controll- 
ing the spread of the air flow. 

Where no building obstructions were encountered, air 
flow was adjusted by means of the directional louvers on 
the fronts of the unit heaters. 

All flue venting is direct to insulated roof openings 
above each heater. Stationary rain caps protect the chim- 


nev discharge. 





Continuing 


Produces 





This dealer built up his heating-cooling 


business through a sales program featuring 


a strategic location, appealing displays, and 


frequent newspaper and phone book advertising 


SELDOM, IF EVER, can we point to dramatic and immedi- 
ate results from sales promotion. Rather it is a continu- 
ous effect which builds over the years into a means of 
achieving direct sales leads for the particular company. 

Such is the case of the Harold E. Stevens Heating and 
Air Conditioning Co., Plymouth, Mich. where sales pro- 
motion has been a byword over the years. 

With the sales promotion has come success. In 1955 
the company sold 12 summer air conditioning systems. 
During the 1956 cooling season the number went to 25 


Sy stems. 


Cooling Promotion Begins Early 


Promotion of summer air conditioning systems begins 
on May first and continues through August. Most of the 
newspaper ads used are three or four newspaper columns 
wide and range from 6 to 8 in. deep. About half the ads 


are direct reproductions of mats supplied by manufac- 





OFFICE AREA, just off the showroom, is attractive and adds 


to the impression of business efficiency 


turers. The other half are combinations of smaller mats 
and copy material prepared by the agent handling the 
advertising account. 

Cooling system sales promotion this year opened with 
a four column, 6 in. ad. In the upper left hand corner it 
featured a photograph of a penguin holding a sign which 
warned: “Don’t Wait Too Long.” Reading out of the 
sign a headline advised: “Install Summer Air Condition- 
ing Now.” On the right side of the ad was a reproduction 
of the front of the company’s new building. At the left 
bottom corner of the ad a manufacturer’s mat was used. 
A special offer was also made to purchasers of new cool- 
ing systems during the month of May. 


Co-op Advertising Reaches New Markets 


Another way in which the company conducts the sales 
promotion plan is to buy space on a co-op basis with an- 
other business man who is planning some special event. 
For example, when a summer air conditioning system 
was installed in a new building built for an automobile 
dealer, ads announcing details of the grand opening to 
the public pointed out the summer air conditioning fea- 
ture. Part of the automobile dealer's ad was used by the 
Stevens company to describe some of the benefits of a 
cooling system and how it will contribute to the comfort 
of customers while they are selecting a car. 

The same type of co-op ad was used when a new res- 
taurant was opened. Here the Stevens company pointed 
out how much more enjoyable the meals would be because 
of the cooling system and told of the comfort it made 


possible. 


Move Offers Promotion Opportunity 


About a year ago the company designed and built its 
present showroom and office space. When it came time 


to move into the new building. an ad was published tell- 
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Promotion, Quality Presentation 


Long-Range Sales Results 





THE SOURCES of leads are noted on the office copy of pro- 
posal forms for future reference and to aid in evaluating the 
promotion program 


ing about the new accommodations and what they meant 
to Stevens customers. To promote this important an- 
nouncement further, the furnace manufacturer purchased 
space on the page opposite the Stevens ad. The manu- 
facturer’s ad congratulated the Stevens firm on investing 
in the future of the community and reviewed the services 
that the public would find available at the new location. 

The move in itself speaks well enough for the success 
of the company’s sales promotion campaign. The sheet 
metal shop had been at the present location for a num- 
ber of years, but the display room and office had been 
in the main business section of the city. Mr. Stevens felt 
that an appealing store front would add strength to his 
sales promotion program. He weighed the cost involved 
against the value he could expect during the next ten 
years, added this to the need for additional office space. 
and found that the investment would be well worth while. 


Design Reflects Tone of Quality 


The building is modern in design, using decorative 
brick and full length windows to achieve an attractive 
front and side view. Landscaping is simple in design but 
enough to give the impression of quality. Mr. Stevens 
has used a few lessons learned from jewelers to achieve 
the most effective results through simplicity of display. 

The entrance to the office and showroom is at the side 
of the building (next to an adequate parking area). Fea- 
tured in the 40 21 ft showroom in a systematic and 
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SCRAPBOOK PROVIDES complete record of company’s ad- 
vertising and sales promotion program. Successful ads are used 
to develop new appeals 


orderly display is one model of each type of equipment 
handled by the company. When a prospect enters the 
showroom he can walk through the entire area and exam- 
ine each piece of equipment until he finds a model which 
appeals to him. Literature is kept in a small stand by 
each piece of equipment. The prospect is encouraged to 


study the literature as he examines the equipment. 


Location Was Carefully Selected 


Considerable planning went into selecting the site for 
the new office and showroom. It is located on the main 
highway between Detroit and Plymouth. While the site 
is not in the main business section of the city, it is in an 
area which should develop into a thriving business dis- 
trict within a few years. A number of new housing de- 
velopments have been built nearby and a large shopping 
center is now under construction just 400 ft away. Since 
the firm moved into the new building, sales have shown 
an upswing, with most of the increase coming from drive- 
in trade. 

Along with newspaper promotion, the telephone book 
is used. Spot checks indicate that many inquiries have 
been pulled by the telephone book ad. The company 
spends about $50 per month on telephone book adver- 
tising and averages $100 monthly on newspaper ads. 

Though cooling promotion is on a limited basis 
from May to August heating advertising is used con- 
stantly throughout the year. 





a roc gfe a ute to Profit, re 


Digesting information from previous conferences and experience into 


applicable recommendations gives sheet metal contractors a firm grasp 


of problems of 1) weatherproofness, 2) engineering design, 3) panel 


design, 4.) bonding methods and 5) costs and scope of work, as a major 


step toward realizing the tremendous potential of the lucrative metal 


curtain wall market 


TWO HUNDRED EIGHTY FOUR 


engineers, architects, sales- 
men, manufacturers and sheet 
metal fabricators gathered in 
Washington, D. C. Oct. 16 to 
hear reports from five work- 
shop discussion groups work- 
ing under the direction of the 
Institute. 


Building Research 


The workshops have member- 


ships ranging from 23 to 31 
and are assigned specific tech- 
nical subjects to cover. Activi- 
ties of the group do not over- 
lap. The subjects treated are: 
weatherproofness, which cov- 
ers joints, flashing, sealants, 
and top of the wall; engineer- 
design, toler- 


ing including 


ances, clearances, attachments 


and glazing; design limita- 
tions, covering size, weight, 
fabrication and erection; pan- 
el design, dealing with ther- 
mal, vapor, sound and fire re- 
sistance, and bonding meth- 
ods; costs and scope of work, 
which includes responsibili- 
ties for erection, cleaning and 


elements affecting costs. 
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Engineering Design Suggestions Save 


Time and Money 





ENGINEERING DESIGN of a_ panel 
was discussed by Jay G. Terry, Armco 
Steel Corp.. chairman of the work- 
shop on this subject. Mr. Terry said: 
“The purpose of our meeting was 
to consider the curtain wall from 
the standpoint of the necessary clear- 
ances and tolerances in construction 
of the wall, the preferred methods 
of attachment, and glazing techniques 
and materials for both glass and 


metal panels. 


Define Clearance, Tolerance 


“We also 


nomenclature. We define clearances 


found a problem in 
and tolerances as follows: 

“Clearances are design allowances 
or provisions to permil proper work- 
ing conditions. or allowances for de- 
sign thermal movements.  Toler- 
ances, on the other hand, are design 
provisions to allow for errors or for 
variations from standard in the prod- 
ucts involved in the building. 

“Remember that clearances and 
tolerances are often combined in or- 
der to use one value for overall al- 
lowance in designing a component. 

“While these allowances are com- 
bined in practical use, we must re- 
member that they are cumulative 
each is additive to the other. 

“For example, a 2 in. clearance 
for working space must be added to 
a 1 in. tolerance on fireproof steel 
to assure that sufficient space exists 
between the spandrel beam face and 
the innermost panel line. 


“The 


said no matter where the fastening 


contractors in our group 
is placed, it always ends up between 
the structural elements and the in- 
side face of the panel for one reason 


or another. 


Set Clearance Standards 


“That led to the definite recom- 
mendation that while the requirement 
may vary for different structures in 
different types of wall systems, a 
2 in. minimum should be maintained 


between the wall and the outside line 
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of the structure. Use of deep span- 
drel beams which may require fas- 
tening in the area between the span- 
drel beam and panel will necessitate 
sreater clearances. 

“The third point we discussed was 
the clearance necessary for applica- 
tion of caulking compounds. 

“Where a 


use of a sealant for weatherproof- 


joint design calls for 


ness, clearance for application of 
the sealant should be allowed in the 
architect’s design. 

“In the case of tape sealings in- 
stalled 


ance of 34 in. 


before assembly, an allow- 
for moving a unit 
into place over another during erec- 
tion should be incorporated in the 
design. This does not mean a 34 in. 
space to get it in but 34 in. allow- 
ance for movement of the panel in 
bringing it back in so the tape is not 
damaged. 

“In the case of gun type sealant 
applied after panel assembly, clear- 
ance for insertion of the caulking 
gun to the sealing location must be 
allowed in the design. 

“The space between units to be 


sealed by gun methods should be ap- 


proximately 40 percent of the depth 
of caulking desired. In other words. 
it is pretty generally accepted that 
the depth of 


about three times the width of open- 


penetration will be 


ing. 

“The next subject we discussed 
was clearances between wall units. 

“We recommend that the panel de- 
signer allow for movement of both 
panel faces and panel frames and 
subframes. Allowance for movement 
in subframes only may not be suffi- 
cient to prevent panel damage with- 
in the frames. : 

“In other words. if the frame be- 
comes fixed, a very small amount of 
length change will cause a tremen- 
dous amount of buckling. 

“From the field of tolerances, we 
went into corrosion resistance of fas- 
teners. 

“The fasteners connecting a metal 
wall to its attachments must be cor- 
integrity 
throughout the life of the building. 


rosion-resistant to insure 
Stainless steel fasteners are accepted 
as most corrosion-resistant and free 
from possibility of unsightly face 


staining. 


Panel Design Must Fit Application 





PANEL SPECIFICATIONS relating to 
thermal, sound, vapor and fire re- 
sistance were discussed by Tyler S. 
Rogers, Owens-Corning  Fiberglas 
Corp., chairman of workshop 4. 


Mr. Rogers “Methods for 


concealing, preventing or absorbing 


said, 
stresses and distortions caused by 


temperature variations include: 
mounting flexibility, sizing of joints 
to accept movement, use of pre- 
formed face panels. 

“In panels employing honeycomb 
or similar cores with adhered facings, 
these temperature movements call for 
flexibility in the core material, or in 
the adhesives, or both. 

“No agreement was reached as to 
the maximum, optimum and mini- 
mum overall rates of heat transmis- 


sion (“U” values) which panels 


should provide. 


Thermal Information Needed 


“We agree, however, that archi- 
tects and designers need more reli- 
able information on the thermal prop- 
erties of complete panels in order to 
select the type of panel and thickness 
which best satisfies demands. 

“The vapor pressure differentials 
which may exist between the exterior 
and interior panel faces will depend 
on local climatic conditions and the 
temperature and relative humidity 
maintained within the building. The 
moisture which can condense within 
an unprotected panel can completely 


saturate it under adverse conditions. 
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METAL CURTAIN WALL panel workshop committee chairman and modera- 
tors coordinate their reports at BRI meeting. Seated, (1 to r) are Milton Male, 
Jay G. Terry, John P. Jansson, William H. Scheick. Standing (I to r) are Tyler 


S. Roger, F. A. Loebach, Harold Horowitz 


“It has been observed that when 
joints are improperly protected, mois- 
ture can accumulate in honeycomb 
cores, in the joints of impervious 
foams, and in most fibrous insula- 
tions. Such moisture may require 
use of special adhesives which fre- 
quently are expensive, and will affect 
the metals used in panels by a poul- 
ticing action. 

“We also agreed that surface con- 
densation on metal panels can exist 
transiently in the summer when warm 
moist air hits 


surfaces cooled at 


night, and that such condensation 
cannot be prevented by any prac- 


tical means. 


Solve Condensation Problems 


“Solutions of condensation prob- 
lems include the following: 1) inside 
surfaces of panels should be imper- 
vious to vapor wherever possible ; 2) 
interior surfaces of panels should be 
allowed to breathe through vents ot 
other means so the water vapor per- 
meance of the exterior is at least five 
to ten times greater than that of the 
interior surface. 

“Hermetically sealed panels can be 
constructed and do prevent the for- 
mation of condensation within the 
panel, but they are neither econom- 
ical nor ordinarily practical. 

“There is no such thing as a com- 
pletely dry wall. Moisture may pene 


trate from the interior of the building 
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or may be driven into the panel from 
should be 


removal of 


the exterior. Provision 
made for the eventual 
such moisture to the exterior by 
proper design or venting and by the 


use of suitable flashings. 


“Moisture within an insulated pan- 


el affects the thermal properties of 
the panel if the moisture takes the 
form of liquid water, but slight mois- 
ture accumulations can sometimes be 
absorbed temporarily by the core ma- 
terial and later released without sig- 
nificant harm. However, the presence 
of such moisture is extremely dam- 
aging where dissimilar metals are in 
contact with each other in the panel. 
“Air conditioned buildings do not 
need an external vapor barrier, but 
should have an interior vapor barrier 
in order to minimize the latent heat 
load on the cooling equipment. 
“Surface 


through-metal conduction is a signifi- 


condensation due to 


cant problem but can be avoided or 
reduced by nonconductive insulators 
such as impregnated felts or certain 
high strength plastics. Such materials 


should be nonhygroscopic. 
| 


Study Noise Control 


“Sound 


noises is generally limited by the 


isolation from outside 
glass in windows. For ordinary city 
street situations, 14 in. plate glass 
provides a 30 decibel attenuation. 


“Sound transmission from floor to 


floor or from room to room can be 
troublesome unless there is a complete 
air seal between the floors and par- 
titions at their point of contact with 
walls. A 


foam rubber has been used success- 


curtain semi-compressed 
fully. Even a tape which is impervi- 
ous to air would be effective. 
“Solutions to other sound control 
problems include the following: 
“Where the wall must serve as a 
sound absorber, a vapor barrier can 
be inserted between layers of a sound- 
absorbing thermal insulation mater- 
ial, or a thin plastic film might be 
mounted over the surface of the 
sound absorbing material in such a 
manner that it is free to vibrate un- 
der the impact of sound. The film, of 
course, would be mounted between 
a perforated metal interior face and 
the absorbent insulation within the 
panel, 
“Sound outside 


insulation from 


sources is directly related to the 
weight and mass of the barrier. To 
achieve a 30 decibel transmission 
loss, a panel weight of 3 lb per sq ft 
is needed. 

“To be effective sound barriers, all 
walls or partitions must be air tight. 
A 1 sq in. opening will transmit as 
much sound as 100 sq ft of solid con- 
struction can stop. Therefore, small 
perforations, including weep holes, 
can impair the sound insulating 
properties of curtain walls to a cer- 
tain extent. 


Fire Studies Continue 


“The controversial subject of fire 
resistance of metal curtain walls was 
discussed without reaching definite 
conclusions. It was generally recog- 
nized that the presence of a glass 
window in a wall would govern the 
performance of the wall under either 
external or internal fire exposures. 
It was pointed out that fires as far 
away as 100 ft could ignite combus- 
tible contents through ordinary glass 
windows by radiation. 

“Where hourly fire ratings are re- 
quired by codes, it was suggested that 
a 2 hr rating should be considered 
as a maximum requirement, and a 
1 hr rating should be satisfactory if 


it can be obtained.” 
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Weatherproofing Report Covers Joints, 


Flashing, Sealants 





REPORTING ON THE results of the 
weatherproofness workshop, John P. 
Window Mfg. 


Assn., chairman, said, “It was the re- 


Jansson, Aluminum 
sponsibility of our group to consider 
weatherproofness, joints, flashing and 
sealants; specifically, to examine the 
design and technical problems of the 
architectural metal curtain wall 
suitable for commercial and institu- 
tional structures with respect to 
weatherproofness of the joints, flash- 
ing and sealants. 

“The objective is to establish and 
correlate known facts and provide 
solutions for joint design problems, 
to identify and define unanswered 
questions, and to propose methods 
for their solution. This will be a step 
toward the development of published 
criteria for the design professions 
and building industry on architectu- 
ral metal curtain wall design. 


Classify Curtain Walls 


“In order to clarify the discussion, 
and in the interest of insured prog- 
ress, we must first agree on the ter- 
minology or nomenclature applied 
to curtain wall construction to ob- 
tain a common point of reference. 
To identify the various types of metal 
curtain wall construction we recom- 
mend these classifications: 

“Tt is believed the first classifica- 
tion of curtain walls should be based 
on appearance. Almost any system of 
construction can be employed to 
achieve any one of the common cur- 
tain wall appearances. There are four 
basic visual characteristics of curtain 
wall appearance: 1) sheath where 
no structural elements are indicated; 
2) grid 
izontal and 


indications of the hor- 
vertical structural ele- 


ments are expressed with equal em- 
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phasis; 3) mullion — vertical struc- 
tural elements are emphasized; 4) 
spandrel — horizontal structural ele- 
ments are emphasized. 

“The second classification of cur- 
tain walls should be according to 
supporting method. We believe two 
basic supporting methods may be 
employed to achieve any of the above 
four designs: 1) supporting elements 
integral with panel construction; 2) 
supporting elements are a sub-frame 
erected independently of the panel 
construction. 

“The assembling methods are also 
regarded as a basic classification and 
may be used with any of the design 
or support methods. These methods 
of assembly are: 1) as parts or pan- 
els; 2) as units. 

“In the category of joint classifica- 
tion we have: lap joints; mating 
joints (female and male edge pro- 
files); butt 
(face applied, covers joints, may be 


joints; batten joints 
attached to frames, panels, clips, or 
opposite batten); spline joints (edge 
applied either internally or external- 
ly); frame and stop joints (the 
frame may or may not be structur- 


al). 


Two Types of Joint Seals 


“Step two in our system of classi- 
fication was to consider and apply 
nomenclature to joint seals. General- 
ly speaking, joint seals may be 
broadly classified into non-rigid and 
rigid types. 

“In the non-rigid category are: 
mastic fillers, which may be applied 
on the job or in the shop; gaskets, 
which may be mastic or the resilient 
types such as the polymers, felt and 
pile; cover metallic 


tapes; strips, 


spring or interlocking. Rigid types 


are metallic or non-metallic bonds. 
Metallic bonds would include welded 
seals, for example, and chemical ad- 
hesive or chemical bonds are typical 
of non-metallic bonds. 


Tell Effects of Elements 


“We next came to the question of 


sealability against air, rain, and 
dust. 

“We first considered wind velocity 
factors. Consideration was given to 
the effect of wind loading on various 
joints, We 


wind velocities encountered by build- 


agreed that maximum 


ings in this country and Canada 
could be established at 150 mph for 
our purpose of determining the ver- 
tical water column effect due to wind 
pressures and rainfall on weep holes 
or other openings in the wall system. 

“The group believes consideration 
must also be given to the factor of 
sound generated by wind (vibration, 
rubbing action, etc.) It is a design 
problem that requires careful con- 
sideration and study. 

“Wind and rain in combination 
can produce leakage where it has 
not been anticipated in the wall de- 
sign. 

“The group agreed unanimously 
that sealants are not the final guar- 
antee against infiltration of air, dust, 


and 


general leakage. “We believe per- 
formance standards must be estab- 
lished among the various categories 
of sealants. The designers and wall 
fabricators are the logical ones to de- 
termine the 


performance _ require- 


ments for sealants. 


whether a solid type leakproof me- 


attempted to determine 
chanical joint is superior to one that 
is flexible and waterproofed with a 
sealant. We decided that each type 
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has its place and can be used if 


properly designed. 


When Does Distortion Begin? 


“The question has been asked: 
What are the extreme temperature 
ranges which the exteriors must tol- 
erate without undue distortion or 
stress to the joints? 

“For design purposes, we agree 
that the skin temperature of the wall 
must be considered to vary over a 
10 F to + 160 F. 


“The group agrees that an ex- 


range of 


terior and interior temperature differ- 
ential is significant in the design of 
joints. The extent of this significance 
varies with the type of joint assem- 
bly and the types of panels involved. 

“In general, we agree that the 
joints best suited for accommodating 
temperature stresses are those which 
provide coverage over the joints, 
such as the batten or frame and stop 
types. Integral joints do not conceal 


temperature stresses as well. 


Weep Holes Need Protection 


“In the field of moisture control, 
considerable discussion was devoted 
to advantages and disadvantages of 
weep holes for the removal of mois- 
ture condensation and leakage of the 
wall assembly. 

“We agree that even though weep 
holes may become clogged or frozen, 
they are necessary. Tests have proved 
that a 150 mph wind acting on weep 
head of 


water. Therefore, consideration must 


holes can create an 8 in. 
be given to: 1) proper baffling of 
weep holes to control wate spray, 
and 2) flashing of joints to han- 
dle the head of water which might 
be expected from the wind velocity 
of the area. 

“Both cap and base flashing used 
in conjunction with weep holes must 
be able to withstand movement cre 
ated by wind pressure. 

“Consideration was given to the 
design of the joint to seal it against 
the penetration of interior water va- 
por. We agree that unless the joint 
absolutely prevents moisture penetra- 
tion from the interior, the joint must 


provide moisture drainage. 
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What's Contractor's Part ? 
How Are Costs Figured ? 





RESPONSIBILITIES OF erection con- 
tractors and elements of costs were 


outlined by F. A. 


Aluminum and 


Loebach, Kaiser 
Chemical Corp., 
chairman for workshop 5. Mr. 
Loebach said: 

“The scope of the work as related 
to metal curtain walls refers to the 
division by trade of the work neces- 
sary to complete the metal curtain 
wall portion of a building. We agree 
that for general purposes the metal 
curtain wall work may be described 
as starting from some point on the 
building periphery and including all 
work from that point. 

“We discussed two concepts of as- 
signing responsibility in the archi- 
tect’s specifications. The first was to 
assign all responsibility for curtain 
wall construction to the general con- 
tractor. The metal curtain wall would 
be described under the appropriate 
section of the specification, such as 
glass and glazing or architectural 
metal or flashing and sheet metal. 

“However, the second method - 
and this is the one group 5 recom- 
mends is that all phases of the 
construction employed in the curtain 
wall construction be incorporated into 
one section of the specifications re- 
gardless of trade, thereby establishing 
one single responsibility. 

“We further recommend that the 
title of this section of the specifica- 
tions outlining the scope of the work 


should be “Metal Curtain Walls.” 


Define Contractor’s Scope 


“Anchorage devices for supporting 
the wall should be the responsibility 
of the wall contractor. All connections 
for attaching the curtain to the struc- 
tural frame of the building should 
be the responsibility of the sheet 
metal curtain wall contractor because 
of his familiarity with expansion and 
contraction and movement due to 


wind loads on the wall and because 


they affect the design and placement 


of the connecting members. 


“Where walls are to be attached 
to concrete structures, we feel the 
wall contractors should furnish and 
install the anchoring devices which 
are imbedded in the concrete. 

“Steel sub-frames which are _at- 
tached to the primary structural 
frame of the building for the purpose 
of supporting the wall should also 
he included in the scope of the work. 

“Flashing of the wall should be 
the responsibility of the wall contrac- 
tor. This work would include flashing 
at floors and at the connection of the 
wall to the roof or at a coping. Even 
though flashing in connection with 
the roofing may be done under the 
roofing contract, the wall contractor 
must be responsible for arranging 
a satisfactory connection to insure a 
satisfactory watertight job. 

“Installation of filler panels in the 
wall, regardless of the material, 
should be included in the wall con- 
tract. Unit panels or grids are ob- 
viously included in the wall contract. 

“Window frames and sash should 
also be included in the scope of the 
work. 

“Louvers which serve as outlets or 
inlets for air used in mechanical ven- 
tilating devices or air conditioning 
systems should be provided by the 
mechanical contractor for installation 
by the wall contractor. 

“Insulation that is integral with the 
metal and glass curtain wall or panels 
installed in the walls should be in- 
cluded in the scope of the wall con- 


tractor’s work. 


Wall Contractor Shows How 


“Final cleaning and protection of 
finishes should be the responsibility 
of the general contractor who should 
also be required to provide suitable 
protection for the wall during and 
after installation. 

“The wall contractor’s responsibil- 
ity for cleaning should end with re- 
moving excess sealants on the wall 


and leaving his part of the work 
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clean and in good condition. How- 
ever, he should also be prepared to 
provide information to the general 
contractor on final cleaning. 
“Doorways and entrances integrated 
with the wall construction should be 
a part of the curtain wall scope of 
the work. These doors themselves and 
the hardware for them may be pro- 
vided by the appropriate trade. 
other than that 
performed by sealants on the curtain 
wall proper should not be included 
in the wall contractor’s scope. All 


“Waterproofing 


sealants used in the walls and adjacent 
construction of other trades should 
be part of the metal wall contractor’s 
responsibility. 

“The wall contractor should guar- 
antee the satisfactory installation and 
performance of the curtain wall. 

“With regard to elements of cost, 
the members of our group believe 
economy achieved by metal curtain 
wall construction in terms of lighter 


supporting construction and column 


Planning Ahead 


footings, increased floor area, speed 
of enclosure, etc. are substantial and 
that they can be evaluated in real 
terms for any given building. 


Shop or Site Fabrication? 


“We talked about the relative ad- 
vantages of shop fabrication over site 
fabrication. These advantages may 
vary with the type of structure and 
with the locality. In general, it is 
more economical to erect assemblies 
rather than parts. However, maxi- 
mum sizes of assemblies may be 
reached at which the cost will in- 
crease. The optimum size of assem- 
blies for the greatest economy must 
be determined for each job. 

“Erection problems should be con- 
sidered in the development of a metal 
curtain wall design as they directly 
affect the final cost of the wall. 

“There is general agreement that 
an economic advantage is possible 


when a manufacturer’s standard met- 


al curtain wall detail is used as com- 
pared with a detail designed for a 
specific application. 


Height Affects Cost 


“The height of a building may be 
regarded as a very important variable 
in the cost of a metal wall. The cost 
will increase as the height of the 
building increases. However, the re- 
lationship of increasing metal wall 
costs to building height is probably 
not as great as that of the increasing 
cost of traditional construction meth- 
ods to increased building height. 

“Part of this economy will result 
in eliminating expensive scaffolding 
for the erection of metal walls. The 
length of the building is not believed 
to be a significant variable affecting 
cost except in its effect on the total 
number of units required. 

“It is recommended that the num- 
ber of variations of window and pan- 
el sizes be held to a minimum.” 


Compensates for Design Limitations 





DESIGN LIMITATIONS covered 
by Milton Male. U. S. Steel Corp., 
chairman for the workshop on this 


were 


subject. 

Mr. Male said, “We were given 
the assignment of outlining the cri- 
teria involving construction limita- 
tions with respect to size, weight, 
fabrication and erection. Our ob- 
jectives are to provide information 
which will be helpful to the archi- 
tectural 


profession in promoting 


wider use of metal curtain walls. 


List Practical Panel Sizes 


“From the standpoint of fabrica- 
tion, the consensus is that a wall unit 
one module wide (approximately 4 
to 5 ft) and one story high (approxi- 
mately 12 ft) is the most desirable 
and practical size. 

“From the standpoint of handling, 
crating and shipping it has been 
generally agreed that the practical 
limitation would be a unit 8 feet 
wide by one story high. This en- 
visages the possibility of shep fabri- 


cation of two or more smaller units 
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into a larger one to be erected at the 
site. 

“With respect to porcelain enamel 
on steel, the recommended size is 4 
ft by 5 or 6 ft long, with an ac- 
ceptable maximum size of 4 X 8 ft. 

“For porcelain enamel on alumi- 
num and porcelain on aluminized 
steel, the recommended size is 4 X 
5 ft. Maximum size for flat panels 
is 4 X 8 ft. 

“For special conditions, panels as 
large as 5 X 12 ft may be obtain- 
able. On formed aluminum panels 
finish, the 
maximum size for panels should not 


with porcelain enamel 
be greater than 5 ft wide by any 
reasonable length. 


Contractor Knows His Limits 


“Tt is recommended that the 
weight of panels which are to be 
manually handled without the aid of 
mechanized equipment should be lim- 
ited to that which can be handled 
by not more than four men. 

“The general limits recommended 
for fabricating processes are based 


on experiences in actual sheet metal 
shop fabrication. 
“Roll 


practical for a single project. It is 


forming is not normally 
primarily a process which is eco- 
nomically limited to the continuous 
production of similar units. 

“Variations in width and _ cross- 
sectional shapes are severely limited 
by the economy and sharp corners 
cannot be obtained. Generally, the 
maximum width of the finished prod- 
uct produced by available roll form- 
ing equipment is about 24 in. 

“Length is the limiting factor in 
the use of press braking equipment. 
We agree that the practical maxi- 
mum length should be 14 ft. 

“The bed size of the forming or 
stamping press is the limiting fac- 
tor. The recommended size is 5 ft 
wide by one story high with a max- 
imum size in certain special cases 
of 6 X 16 ft. 

“As a general comment on die 
forming, it should be pointed out 
that large quantities of a given size 
and formation are required in order 
to justify the die cost.” 





In the shop... 


Cy, 


By placing part of company profits 
into pension trust and retirement 
fund, contractor builds employees’ 
loyalty and enlists their aid in the 
battle against costs 


THE UTILIZATION of employees’ time is one of the most 
important problems facing the heating-cooling dealer 
and sheet metal contractor today. Many procedures are 
being tried out but most of them are primarily based 
upon the integrity of the individual worker. One method 
being used successfully is the profit sharing plan. 

Those who have used such plans for a number of years 
find they are paying good returns during these times of 
constantly rising costs. The experience of Goergen-Mack- 
wirth Co., Buffalo, N. Y., sheet metal contractors, con- 
firms this. They started their profit sharing and pension 
plan fund in 1944, 

John Yeager, president, and W. L. McAfee, vice presi- 
dent of the company, are enthusiastic about the results. 
They say the plan is “the best means of developing group 


cooperation and efficiency.” 


Funds Are Invested by Trustees 


The plan used at Goergen-Mackwirth combines a profit 
sharing pension trust and retirement fund. Money set 


aside in the trust fund is usually invested to produce divi- 


dends and capital appreciation. Investment is under the 


direction of three trustees, two representatives of manage- 


ment and an attorney. 


The trustees have full and complete ownership of the 


. 


Employees Pull 


Thanks to Profit 


funds but are not permitted to return any of the money 
to the company. This assures the participant that the 
money is being handled by experienced businessmen for 
the benefit of those included in the plan. 

A separate three man committee supervises all rules 
and regulations and makes decisions regarding partici- 
pation. Members of the committee are elected by the par- 
ticipants and serve three year terms. 


Must Complete Three Years to Qualify 


To qualify as a participant, an employee must have 
completed three continuous calendar years of employ- 
ment. A year of employment is defined as 50 weeks of 
10 hours each. There are now 21 employees cevered by 


the plan. 


THE PLAN IS reviewed pericdically by company officers, 
John Yeager and W. L. McAfee 
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for the Team, 


Sharing Plan 


An employee may withdraw from the plan at any time 
with approval by the committee. The amount he will re- 
ceive depends on the length of time he has participated. 
After one year he may withdraw and receive 20 percent 
of the amount in his account. For each additional year 
of participation, he will receive an additional 20 percent. 
After five years he will be eligible for the full 100 per- 
cent upon withdrawal. 

When an employee withdraws before he is eligible for 
the full amount, the remainder of his account is divided 
among those still sharing in the plan. The division is 


made at the annual meeting. 


Company Contributes At Least 20 Percent of Net 


Each year the company contributes to the fund not 


EMPLOYEES are more willing to suggest improvements 
that will increase profits put into plan 
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... and in the office 


less than 20 percent of its net income before taxes. This 
money is then divided among participating employees as 
follows: 

One share for each year of employment with the com- 
pany. 

One share for each $100 of annual earnings, not in- 
cluding overtime. 

Approximately one-third of each employee’s account 
is used to purchase life insurance which will pay him a 
monthly income for life, starting at age 65. The remain- 
der is used to pay him an additional monthly income for 
a ten year period after retirement. If an employee dies, 
monthly payments are made to his family. 

Federal income tax regulations recognize profit shar- 
ing pension plans. The earnings of such trust funds, set 
up in accordance with government rules, are exempted 
from taxation. The company’s contributions to qualified 
plans are tax deductible. Because of this, out-of-pocket 


cost of a plan is often surprisingly low. 


Employee’s Tax is Deferred 


The employee himself pays no tax on the money placed 
in his account until it comes into his possession. Then the 
tax is based on his income level at that time. This usually 
works to his advantage because income after retirement 
is probably lower, and he may have the benefit of ad- 
ditional deductions due to age. 

This type of deferred profit sharing is ordinarily more 
satisfactory than a simple cash bonus arrangement. A 
deferred plan favors the employer because loyalty and 
interest is developed in employees as their accounts grow. 
Employees also are benefited because continued partici- 
pation assures their future security. 





Titi tri 
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Wrap Up the Sale Before It Cools 


Immediacy is 


FIVE KEYS TO SALES SUCCESS... 


- « » are described in this merchandising 
series titled, ‘The Fine Art of Selling.”’ 


These subjects, covered in five separate 
articles, run the gamut of selling and its 
related activities, as follows: 


1 PROSPECTING — how to start the sale 
2 PRESENTING -— creating a desire 
3 CLOSING — how to get the order 
4 OVERHEAD — making every sale count 
5 COLLECTIONS — how to clear accounts 


the keynote in closing the sale 


once the prospect has been conditioned by the presentation. 


Here are some suggestions for overcoming 


the prospect's 


LAST MONTH, we closed the discussion on sales presenta- 
tion with the prospect telling the salesman he had been 
convinced and was going to do business with the sales- 
man’s company “However, I don’t think we will go 
ahead with the project this year.” 

This statement brings us into the third aspect of the 
total sales picture the step we have labeled closing the 
sale. Again, our remarks are addressed to the heating- 
cooling salesman. 

Remember, nobody ever wants to buy anything 
now. If salesmen keep that fact in mind, it won’t come 
as a great shock when the prospect says he doesn’t want 
to do it now. 

This is the cue to ask the prospect the hardest question 
for a salesman to ask “Why?” You have « feeling, 
when this fellow pauses and makes a seemingly delib- 
erate decision indicating he has thought the thing through 
and is not going to buy this year, that his decision is 
based on serious consideration. Don’t kid yourself, He 
makes that statement only because he is stalling. 

You have to persuade him. So you move in with new 


arguments. One of the most diplomatic and effective ap- 


1 an ss by Ray I 
f the New York State 
Association} 


tractors 


final opposition to buying now 


roaches is to say, “Mr. Prospect, I'd like to ask you why.” 
And you will find he doesn’t have a good basic reason. 
Watch him squirm. He'll talk all around the bush hop- 
ing you will forget your original question because he 
doesn’t have an answer. 

While you are talking you have a lot of papers spread 
around and you say, “All right, if that is your considered 
opinion, certainly | am willing to abide by your good 
judgment.” You pick up a couple of papers and he thinks 
you are going home. You are not going home. You are 
just getting started because you will never have this pros- 


pect in such a good position again. 


Start Selling Payments 


You say, “There is just one point. You say you don’t 
think you ought to do it now. Are you referring to eco- 
nomic reasons? We discussed the price.” He'll say, 
“Didn't you say it would cost $980?” 

“That is the price. That isn’t what it will cost you. I 
don’t expect you to go down to the bank and pull that 
money out or to sell your government bonds.” And you 
start selling him time payments. Tell him the oldest trick 
in American business with any major investment is to 


try to buy new things out of income. “It would be folly 
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for you to draw the cash out of the bank. I know how 
hard it is to get it back. Let’s buy this on a schedule.” 

“Oh,” he says, “You are talking about time payment. 
My father said, “Son, don't ever buy anything you can’t 
pay for.” 

“Of course, your father said that and | quite agree. It 
is a wonderful philosophy but don’t believe for a moment 
| don’t think you can pay for this. I just don’t think you 
ought to pay for it out of your savings. You ought to pay 
for it out of your income. The smartest people in America 
do it that way. You buy your cars that way, don’t you? 
Well, this is a major investment in your home.” When he 
asks for a figure, you say. “I have it figured out about 
$38 a month.” 

He says, “That doesn’t seem so bad but I won't do it 


now. I have to wait awhile.” 


Leaving Him Means Losing Him 


“Okay.” you agree, as you put a few more papers in 
your brief case. “If that is your decision, I'll be glad to 
have your business next year.” Always be gracious. Again 
he thinks you are getting ready to go home, but you have 
to get him now. You can’t leave a prospect until tomor- 
row morning. Remember you have taken a couple hours 
to condition his mind. You have sold him on the idea 
and you can't leave him now. You can’t come back in 
30 days and take up where you left off because he'll be 
as cold as a cucumber. 

You start getting the pictures out and he'll say, “You 
went through that with me.” You can’t make him listen 
to it again unless you are pretty brutal. You have to 
keep working on his emotions and get him to the point 
where you are ready to give him the paper and pencil. 
He gets a little red in the face and backs off. 


‘Just One More Point’ 


You smile and say, “Just one more point.” and start 
picking up some of your things. Let him relax while 
you transfer your appeal to his wife. Say, “Before | 
leave.” 


keep talking about leaving “there is a point 


or two I'd like to make to you. Of course putting in this 


system will give you more time for yourself, there will 
be less dusting and the house will require less costly 


decorating over the years. You will enjoy it.” 


Stress Family Benefits 


She will say. “Yes, I am going to like it.” Her husband 
sees she is all for it and you follow up with him. 

“You've been thinking about this for four or five vears 
you said. Nothing comes to a man who waits. Let’s get 
this system installed so you can start enjoying it. Let’s 
get a modern heating system installed here with tempera- 
ture control you never dreamed of.” Then appeal to his 
venerosily. “You buy a new car and that is yours. The 
family uses it too, but you are the fellow who gets the 


pride of ownership when you drive it.” He doesn’t like 
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SIGNATURE OF the lady of the house clinches the 
sale, once she’s convinced comfort is a better buy than 
that Oriental rug 


you very well when you say that. You turn to her and 
say. “The deep freeze was your purchase.” 

She says. “I bought it for the family.” 

‘But you are the one who gets the good out of it. So 
it is your purchase.” Then you say, “A new modern heat- 
ing system in your home will be a great unselfish pur- 
chase because every single member in your family can 
enjoy this new luxury.” Mrs. Prospect begins to see it is 
something good for the family and maybe she can afford 
to wait a little while for the oriental rug she wanted and 
get this new heating system now and let everybody enjoy 
it. You stir up the emotions and you get the order blank 
out and give it to the husband. He takes the pencil and 
says. “Oh. no. ['m just not going to do it.” 

You laugh at him and say, “My goodness, you'd think 
you were signing your life away. All I’m talking about 
is modernizing your home to improve the value of the 
property and bring in a new luxury for your family for 
only pennies a day. There is no place you can invest 


your money that will give you such good returns.” 


Victory Is Sweet 


Then you turn. “Now, Mrs. Prospect, this is no good 
without your signature. As a matter of fact I have to 
sign it too.” So you sign your name and hand it to her. 
She takes it, looks at her husband a little anxiously. 

He says, “Go on. Sign it.” He is dying to have her 
get her name on first so she can never throw it up to 
him that he bought it. Then he signs it and you have 
your order. You have won the victory. You have met 
other minds and dominated them. You molded them to 
your will. The victory itself, if you sell a tough one, is 
worth more than the money you make. Pretty soon you 
will find that you are whipping the tough ones all the 
time and before long it becomes a habit. 

And so the sale is made, the salesman collects his com- 
mission and the dealer enters the sale in his books. Will 
he realize the full profit the sale entitles him to? The 
next two articles, on overhead and collections, will pre- 


sent some pointers on making sales dollars count. 
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CHART I—COMPARISON between residential building 
and furnace shipments shows close correlation 
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CHART II—CALCULATIONS made from formula are 
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How to Estimate 
The Potential Heating Market 


U. S. Department of Commerce has developed a formula 


to help estimate the demand for warm air heating using data on 


one-family non-farm house starts and estimate of maximum replacement 


By Nathan H. Schein 


U.S. Department of Commerce 


LIFE WOULD BE quite a bit simpler if we could accurately 
predict future trends of business. Unfortunately, most 
crystal balls are a little cloudy. However, by applying 
statistical techniques to the facts and figures we have, 
we can frequently obtain a good estimate of what future 
trends might be. 


The U. 


formula to use in predicting the potential market for 


S. Department of Commerce has developed a 


warm air heating units. Using this formula it is possible 
for a dealer to figure the annual market in his own area 
or for a manufacturer to estimate the national market. 

The formula uses housing data available from the 
Bureau of Census. It also requires an estimate of one 


family house starts for the area to be considered. 


Other Factors Influence Demand 


Of course. many factors influence demand. Techno- 
logical innovations and business eveles can force it up- 
ward or downward. It is impossible to predict such 
changes. Such factors must be kept in mind when using 
the formula 

Before discussing how the formula can be used, it 
might be well to consider the trend of demand for warm 


air furnaces in recent years. Shipments of warm air fur- 


naces have increased since the end of World War II to 
approximately 1.350.000 in 1955. This was two and a 
half times the 1940-41 rate. 

Normally. the demand for furnaces is created by two 
factors: original installations in newly built homes and 
replacements for worn out units. Demand may be stimu- 
lated beyond a normal rate by design improvements or 
other developments which increase the utility of the heat- 
ing unit. Such a development is the introduction of the 


combination heating and cooling system. 


Production Cut by World War II 


During World War II the severe limitations placed on 
production of civilian goods resulted in low levels of 
manufacturing and shipment of warm air furnaces. From 
a total of 568.000 units in 1941, the output fell to 281.- 
000 units in 1942 and 198.000 units in 1943. This pro- 
duction was scarcely equal to new installation and re- 
needs. Therefore. restrictions were relaxed 
somewhat to permit the output of 281,000 and 373,000 
warm air furnaces in 1944 and 1945, respectively. 


placement 


At the end of the war the domestic heating industry 
fell to the task of meeting backed up demand, despite 
material supply problems. By the end of the first half of 
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TABLE 1—TWO FIGURES at right were used in 
making calculations with the formula. Actual ship- 
ments are included for comparison 


TABLE 2—THESE FIGURES show how maximum 
replacement demand for warm air furnaces was com- 
puted using data from 15 years earlier 





Number of Warm Air Furnaces! Number of One 


Est. Maximum Family Non-Farm 
Actual Calculated Replacement House Starts 
Year Shipments Shipments Demand? (thousands of units) 
1948 777 714 188 767 
1949 72 743 192 794 
1950 1100 1100 209 1154 
1951 872 895 281 900 
1952 28 961 327 943 
1953 7 95 394 938 
1954 1132 115¢ 440 1078 
1955 1348 1309 513 1194 
1956 1188 460 (1100) * 
Sources: Actual shipments of warm air furnaces from Department of Com 
merce; housing starts from Department of Labor 
* Estimated 
Thousands of units 
*See table 








1948 backlog needs had apparently been satisfied, and 
the industry had caught up with the postwar building 
surge. The distribution pipeline was again filled. 

From that time up to the present, the trends of fur- 
nace shipments and one-family non-farm residential 
building have been very similar. (See Chart I) Note 
that throughout the period 1948-50 shipments appear to 
lag behind starts by four to five months. 


Sag in Replacement Reflects Earlier Production 


The reason why starts and furnace shipments were so 
closely parallel during this period is the fact that the re- 
placement market had sagged. This sag was a reflection 
of the low production rates in the depression years of the 
1930's. 

Because of another period of low production rates 
during World War Il, we may reasonably expect a sag 
in the replacement market in the years 1957-59. During 
this period demand will be generated chiefly by new 
construction starts. 

Replacement demand will start rising around 1961 
and continue upward with increasing vigor for more than 
a decade. This rise will mirror the very high shipment 
rates which began in 1946. 


Several proposals have been advanced for measuring 


replacement demand. It has been suggested, for example, 


that replacements be determined as a percentage of the 
total furnaces in use. However, it is extremely difficult, 
if not impossible, to arrive at an estimate of the number 
of furnaces in use. But even if such an estimate were pos- 
sible, it is not logical to suppose that any constant portion 


require replacement. 


Life of Furnace Put at 15 Years 


Need for replacement is determined by age and usage. 
Heating experts generally agree on 15 years as the av- 
erage useful life of a warm air furnace. To determine 
the present replacement demand, we must consider the 
number of installations made 15 years ago. Since re- 
placement is subject to some variation, the number of 


installations for a given year should be figured as the 
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Warm Air Furnace Shipments (thousands of units) 


pn) : Effective Year of | 
Maximum Replacement 
Demand? _ 





3 Year Centered Moving 
Average 


Year Annual 
Shipped Total! 

1931 (+e oe = 

1932 200 .. , 199 1947 

933 a 190 . 188 1948 

1934 . 175 . 192 1949 

1935 211 209 . 1950 

1946 240 281 . 1951 

1937 . 392 ins 327 1952 

1938 . 350 394 1953 

1939 : . 2 , 1954 

1940 .. 531 : 3 1955 

1941 ass 568 1956 

R942 oon 281 . 2 1957 

1945 ... 198 253 . 1958 

IPSS vec . 281 oses 2% oe 1959 

1945 oe 373 ° 9 1960 

9460 . 693 . es 1961 

1947 885 ; 3 1962 

1948 777 & “ 1963 

1946 : 720 ee f ; 1964 

1950 1100 .. 8S 1965 

1951 872 96 1966 

1952 928 932 1967 

1953 996 1019 1968 

1954 1132 -. 1159 1969 

1955 1348 
'Data reported by the Bureau of the Census 
“It has been assumed that the useful life of a warm air furnace is 15 years 
and that the maximum replacement demand for a given year is the average 
of annual shipments 14, 15 and 16 years earlier. For example, maximum 
replacement demand in 1956 is the average of shipments in 1940, 1941 
ind 1942 





average of manufacturers’ shipments over a three-year 
period. For example, the maximum number of furnaces 
for replacement in 1950 should be figured as the average 
number of furnaces produced in 1934, 1935, and 1936. 
Of course, some houses will be torn down or converted 
to other use over the 15 years. Therefore, only part of 
this maximum will be reflected in actual demand. 

Manufacturers’ shipments should closely approximate 
actual demand, especially when there is no problem of 
building up inventories. 

The formula developed to predict demand calculates 
warm air furnace shipments in a given year as a func- 
tion of one-family non-farm residential starts and the 
three-year average number of furnaces shipped 15 years 
previously. The resulting equation is based on data for 
the eight years, 1948-55. To avoid dating the formula, 
it should be revised from year to year. The basic data 
used is shown in Tables 1 and 2. Trends and results of 
the analysis are shown in Charts I and II. 


Formula Accurate for Earlier Years 


The formula has proved to be quite accurate when 
applied to earlier years. The standard error of estimate 
is plus or minus 40,500 furnaces on a national basis, or 
only 4.1 percent of the average annual shipments during 
the eight year period. Broadly speaking, this means that 
in two out of three cases the difference between calculated 
shipments (based on the formula) and actual shipments 
is not likely to be more than 4.1 percent. 

Because of the high correlation between shipments and 
starts and shipments and replacements, and because of 
the relatively short time covered by the analysis, the 
formula should not be used to estimate separately the 


demand for either new housing or replacement. The for- 


69 





mula is suitable only for arriving at a reasonably accu 


rate appraisal of total demand. 


Based on data from Tables 1 and 2 the formula is: 
(O.56119) 


t= 
In which: 


(0.96526) | R 


Y = Estimated total furnace sales 
H=FEstimated number of one-family heusing starts 


R= Replacement potential based on three-year av- 


erage for 15 years earlier. 


The constants (0.96526: 0.56119 and 131.480) 


are calculated from the basic data used to develop 


the formula. 


Note: The constant 131,180 applies to national 


calculations only. For local use this constant must 


be reduced according to the percentage of national 


131.480 


demand in the local area. 


Based upon national figures this formula can be used 


to find the approximate furnace sales for any year for 


which there is an estimate of the number of one-family 


non-farm houses to be built during the year. 
Using 1955 as a sample the formula shows: 
X 1.194.000 
131.480 


The actual number of furnaces sold during 1955 was 


(0.96526 ) 
1.308.930 


513.000 (0.56119) 


1,348,000. This is well within the 4 percent variation that 


the formula has maintained when calculating other years. 


Wholesaler’s Training Programs 


Tailored to Fit Dealer’s Needs 


MANY WHOLESALERS have tried vari- 
ous types of dealer training programs 
in order to fit the needs of the com- 
munities they serve. The Thompson 
Co., Atlanta, has found that programs 
directed toward the individual deale1 
and his employees are most effective. 
Each program is designed to pass 
along trends of the industry, as re- 
ported by trade magazines and bul- 
letins from national associations and 
to give some product information 
and sales pointers at each meeting 
along with installation and_ service 
procedures. 

Each dealer's operation is studied 
and a training program set up to 
provide the type of information most 
needed. Meetings are scheduled two 
nights a week over three to five 
weeks. The dealer’s entire staff is in- 
office 


personnel, helpers, salesmen and_in- 


vited to attend: servicemen. 
stallers. 

A typical evening’s program starts 
at 5:30 p.m. in the Thompson com- 
pany s classroom. Those present select 
their dinner from a well known res- 
taurant’s menu, (meals available 
range from steaks to sea food). The 
dinner orders are phoned to the res- 
taurant. In the meantime a general 
discussion is held reviewing the sub- 
jects presented at the previous meet 
ing. At 6 p.m. the group leaves for 
the restaurant and dinner. 


At 7 p.m. dinner is over and the 


TEST board for de- 
termining condition 
of returned parts 
helps keep costs 


down, service up. 


evenings program is begun back at 
the classroom. A lecture is given on 
the theory of equipment operation. 
After a break class begins again at 
8:10 p.m. This time the program con- 
sists of several demonstrations. show- 
ing actual operation of equipment ex- 
plained in the theory session. Class 
adjourns at 10:00 p.m. 

The classes range in size from 5 
to 15 persons, depending upon the 
dealer's staff. Only members of the 


dealer’s staff are encouraged to at- 


SPECIAL 


wholesalers school is 


display at 


used to instruct men 
in operation of heat 
pump. 


tend the meetings. As soon as the 
program is completed for one dealer, 
another is started for the next dealer. 
These programs run the year around. 

Once a year, in January, the 
Thompson Company holds a week- 
long service school. Those attending 
go to classes eight hours a day for 
five full days. Dealers are requested 
to send their best servicemen, since 
the number of men that can be ac- 
comodated is limited to between 40 


and 50. 
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EDGE STRIP DETAIL 
BATTEN SEAM ROOF 
Fig 2 
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EDGE STRIP DETAIL 


BATTEN SEAM ROOF 
Fig | 





In the Fig. 1 detail the roofing pans are turned 
down over the cornice edge and secured by 
copper nails spaced about 3 inches on center. 

In Fig. 2, along the cornice edge, a continu- 
ous edge strip made from 8’-0” long pieces, 
such as shown, is attached to the roof board- 
ing before the roofing pans are placed. The 
lower edge of the roofing pans hook over this 
previously placed edge strip. 

In Fig. 1 the exposed nails will work loose 
and draw out so they can be removed by the 
fingers. By nailing the sheets, expansion and 
contraction movement is restricted which 


cause waves and buckles to form in the roof- 
ing sheets. 

In Fig. 2, where the roofing pans are hooked 
over the edge strip, freedom of movement is 
provided for the necessary contraction and 
expansion of the metal. This also keeps the 
copper nails from being exposed, for a neater 
installation. A proper drip edge is also pro- 
vided and the cornice edge of the roof can be 
finished in a workmanlike manner. Note that 
the edge strip should extend under the copper 
roofing pans at least 4” and the ends of each 
8’-0” length butt together. 





We do not wish to presume to tell you how to install gutters, leaders, roofs, 
flashing, coping covers, etc., because there are many methods which you 
no doubt have found to be satisfactory. The purpose of this advertisement 
is to point out the methods of installation that have been proved by many 
years of use, and backed by more than a century and a half of experience in 
working with copper, to be the most satisfactory techniques. You will find 
these methods in Revere’s 110 page brochure, “COPPER AND COMMON 
SENSE.” Send for a copy today. And remember: Revere has a staff of spe- 
cialists known as Technical Advisors, whose experience qualifies them to 
render valuable service and advice regarding the use of metals in the 
building field. Feel free to consult with them at all times regarding the use 
of Revere Copper; you incur no obligation. Revere Technical Advisors 
may be contacted through the Revere Office nearest you, 


REVE Fe: 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N.Y, 
e . . 


Mills: Baltimore, Md.; Chicago and Clinton, Ill.; Detroit, Mich. 
Los Angeles and Riverside, Calif.: New Bedford, Mass.; Rome, N.Y. 
Sales Offices in Principal Cities, Distributors Everywhere. 
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Prospect Cards Tell 


SALESMEN HAVE always been plagued 
with the problems of record keeping. 
They need a small but complete file 
on all prospects. Too often many of 
the methods used are good only if 
followed up within a couple of 
months because details fade from the 
salesman’s memory. To refresh his 
memory he must often perform an- 
other survey and in making his rec- 
ommendations to the prospect he 
may, for example, suggest a different 
type of system at a higher price than 
he originally quoted. This type of 
mixup is embarassing to the sales- 


man and confusing to the prospect. 


Cards Provide Data 


John G. Webster and Sons, Inc.., 
Washington. D. C., heating and cool- 
ing dealer, has solved this problem 
by developing a printed card with 
space on both sides for entering all 
essential information needed in fol- 
lowup even years after the initial call. 

The 4 


paper 


6 in. card is heavy grade 
stock). White 


cards are used for heating prospects 


(200 pound 
and beige cards for cooling prospects. 
Essentially the same information is 


entered on each « ard, 


Headings Tell Story 


Headings which serve as reminders 
in completing the card appear on 
both sides. On one side are the 
spaces for date, prospect’s name, ad- 
dress, phone number, business ad- 
dress and phone number, best time 


to call, time of appointment, source 


Idea Exchange 


for 


Dealers, Contractors | 














House Type 


Reg let 2nd 


Complete Progress Story 


BACK OF salesman’s individual prospect card provides space for all technical 


information needed for each job. Front side has space for general information 


and remarks 


of the lead and remarks. Near the 
bottom of the card are other spaces 
that are filled in if a sale is com- 
pleted. These spaces are headed: date 
sold, method of payment, date prom- 
ised, date installed, disposal of old 
ticket 


equipment, delivery number, 


and job ticket number 


Space Provided for Sketch 


On the reverse side of the card are 
headings that decribe the technical 


information needed. A 354 X 21 in. 
space is provided for making a sketch 
of the building, orientation and gen- 
eral location of utilities and. other 
pertinent features. Under this space 
is a space for notes. 


\ group of heat gain or loss head- 


ings take into consideration wall ex- 
posure, ceiling area, sources of in- 
ternal heat, cubic contents, insulation, 
shade protection, electrical system 
capacity, water supply and drainage. 
and type of basement, crawl space 
or floor slab. 

Another column provides space for 
type of equipment needed for heating 
and cooling, model number of the 
furnace or summer air conditioner 
recommended, the cost of auxiliary 
equipment needed and price quoted. 

With this list completed the sales- 
man is able to pick up his sales 
presentation at any point. The cards 
are the personal property of each 
salesman, though similar information 
is turned in to the sales office for the 


permanent file on each prospect. 
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WINS THE DISTINCTION 


of PRODUCING The MOST EFFICIENT and DESIRED LINES 

of PERIMETER DIFFUSERS and Intakes in the Industry — 

SO PERFECT — MOST IMITATED. Developed to Properly 

Distribute Air as Required For PERIMETER SYSTEMS — 
DON’T ACCEPT SUBSTITUTES. 


No. 1000 U.S. BASE DIFFUSER HAS PROVEN 
ITS SUPREME POSITION WITH : 
PERIMETER SYSTEMS 


Patented U.S. No ay < sis The Set-Lock is an origi- 
Bes. 170882 nal — Not a Copy. The Slide-Plate 
Bottom is an Original that Saves Cutting and 
Installation Time. No. 1000 DIFFUSERS are made in 
Two and Four Foot Sizes with which any desired lengths may 

be assembled. 


ANOTHER U.S. “ORIGINAL DESIGN” THAT SETS A NEW PACE FOR PER- 


IMETER DIFFUSERS. THE NO. 105 U.S. SIDEWALL and NO. 106 U.S. BASE DIFFUSERS 





neat <ccmemit lili alf 








No. 105 U.S. DIFFUSER SIDEWALL REGISTER 
(U.S. Patent Number 176,926 
» 


No. 106 U.S. DIFFUSER BASE REGISTER 


ACTUAL SMOKE-TEST 
PHOTOGRAPH Showing the Truth- 
ful, AMAZING PERFORMANCE of 
the No. 105 and 106. 


U.S. SIDEWALL and BASE DIFFUS- 
ERS ... They have Everything — 


POWER — PERFORMANCE 
— BEAUTY 


Ask for our New Complete PERIMETER LINE Folder which pre- 
sents the New No. 2000 U.S. PERIMETER BASE INTAKE LINE 
UNITED STATES REGISTER COMPANY 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS ° KANSAS city . ALBANY 
SOLD BY LEADING JOBBERS FROM COAST TO COAST 
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THERE’S A 











SERIES ‘xX’ 


BRUNDAGE BLOWER 


FOR EVERY NEED 














DIRECT DRIVE 














UNIVERSAL 




















POWER CENTER 


When you want to move air — reliably and 

efficiently — look to the Brundage Blower line. 

You'll find a wide range of blower types and sizes to meet 
your design requirements — plus 24 hour shipment 

on all stock models. Write for complete catalog. 


Quality 
BRUNDAGE BLOWERS | °°: 


The BRUNDAGE Company 
504 N. Park Street Kalamazoo, Mich. 
Phone Fireside 2-0251 
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YOUR BIG 
ADVANTAGE 


Sureril. 


Pipe, Duct 
and Fittings 


WITH 





Complete Line 
is BUILT RIGHT 
and PRICED RIGHT 


... lips the Profit Scale in YOUR FAVOR! 


Simplified Ordering: From one source, your Mon- 
crief Wholesaler, you order what you need, when you 
want it — the finest Gas, Oil or Coal Furnaces; Year 
*Round and Summer Air Conditioners; Gas or Oil 
Conversion Burners; Gas Unit Heaters and the tops 
in prefab’ Pipe and Fittings. With all this to offer, 
you need not carry a heavy stock of Moncrief. 


Simplified Pricing: With Moncrief you have a 
consistently competitive price, year-in and year-out — 
made possible by high sales volume and correspond- 
ing production savings. 


Simplified Handling: Moncrief equipment is fully 
packaged at the factory, including Moncrief Surefit 


Pipe Fittings. Many Moncrief Units are shipped as- 
sembled and wired — and even those, which it is not 
practical to factory-assemble, are packaged as easy-to- 
handle components. 

Simplified Installation: Naturally, factory-pack- 
aged units are easier to install — and Moncrief is 
noted for equipment designed with the installer 
in mind. 


See Your Moncrief Wholesaler: Why not let these 
Moncrief advantages start tipping the profit scale in 
your favor, right now? 

Your Moncrief Wholesaler has the selection, the 
prices and the one-stop service you may be needing. 


THE HENRY FURNACE COMPANY © Medina, Ohio 


HEATING AND AIR CONDITIONING UNITS 


AMERICAN 


FURNACE A AND FETTINGS 





YOU AND THE LAW 


Courts Condemn Competitive Disparagement 


The dealer has the right to damages against competi- 


tion which employs unethical and libelous tactics in 


attempt to injure or destroy his business 


IN PROTECTION OF the business of a 
contractor or heating-cooling deale1 
and of the good will by which such 
business is sustained, the law estab- 
lishes a property right for which the 
owner is entitled to appeal to the 
courts for protection. 

Condemning the act of an employ- 
er in one of the southern states for 
blacklisting an employee after his 
discharge to prevent him from secur- 
ing work elsewhere in the future, the 


court said: 


Civil Right Emphasized 


“It is the part of every man’s civil 
rights to enter into any lawful busi- 
ness and to assume business relations 
with any person who is capable of 
making a contract. Every person is 
entitled to pursue any lawful trade, 
occupation or calling . . . He is as 
much entitled to pursue his trade, 
occupation or calling and be pro- 
tected in it as is the citizen of his 
life, liberty and property. Whoever 
wrongfully prevents him from doing 
so inflicts an actionable injury. To 
deprive him of his trade or calling 
is to condemn not only him but per- 
chance a wife and children to penury 
and want. Public interests, humanity 
and individual rights alike demand 
the redress of a wrong which is fol- 


lowed by such lamentable  conse- 
quences.” 

In one of the eastern states an 
overzealous dealer sent notices to a 
competitor's customers that the com- 


petitor’s machines, which were being 


offered for sale, were infringements 
on patents and that purchasers would 
be prosecuted for a violation of these 
patent rights. 


Faise Statements Condemned 


Of the right of the competitor to 
seek damages for such acts the court 
said: “The spreading of false, mis- 
leading and dishonest statements to 
the customers of a business compet- 
itor, for the purpose of injuring the 
latter in his business and deceiving 
his customers is an unfair method 
of competition and may entitle the 
victim of such statements to damages 
suffered as a consequence.” 

An action involving an even more 
vicious attack recently was before a 
federal court in one of the midwest 
ern states. 

A manufacturer told his salesmen 
and dealers that a competitor's ma- 
chines were no good, that the com- 
petitor had a heavy turnover of sales- 
men, was in litigation and trouble, 
owed overdue notes. had been sued, 
was in the hands of a receiver and 


would soon be out of business. 


Court Promises Protection 


In its decision of the suit brought 
for an injunction against continuance 
of these falsehoods. the court said: 
“Where there is a widespread prop- 
aganda indicating a well founded 
plan skillfully disseminated through- 
out the land to intimidate customers 


and coerce them, to frighten dealers 


so as to cause them to cease repre- 
senting another, courts will, because 
of such intimidation, coercion and 
conspiracy, afford adequate and full 
relief.” 


Lawful Competition Upheld 


Over half a century ago a mid- 
western dealer was the subject of an 
attack of this character as the result 
of a conspiracy. When suit was 
brought, the members of the conspir- 
acy contended that there was no li- 
ability on them for inducing others 
to break their contracts, that any 
such liability was on the parties 
themselves for breaches of contracts. 

The court’s decision stated: “Loss 
resulting from competition in trade, 
business or occupation will not be 
restricted or discouraged . . . Law- 
ful competition that may injure the 
business of another, even though suc- 
cessfully directed to the driving of 
that other out of business is not ac- 
tionable.” 

On the other hand, condemning 
unlawful competition, the court 
stated: “The law seeks to protect ev- 
ery person against the wrongful acts 
of others and an action may be had 
for injuries done which cause an- 
other loss in the enjoyment of any 
right or privilege or property. 

“Every man has a right under the 
law as between himself and others, 
to full freedom in disposing of his 
own labor or capital according to 
his own will and any one who in- 
vades that right without lawful cause 
or justification commits a_ legal 
wrong and if followed by an injury 
caused in consequence the one whose 
right is thus invaded has a legal 


cround of action for such wrong.” 


{ Note While this discussion applic 


4 d é emembereda 


n different states} 
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Pott with SUPERIOR QUALITY! 


KRITZER cine sasesonro 


MODERN STYLING adds clean line beauty to any 
home or office. It eliminates out-of-date grilles, 
registers and radiators. Larger floor space offered 
means greater living space and more efficient 
furniture arrangement. 


BUILT TO LAST—KRITZER Air Base is made of 
heavy gauge steel for a lifetime of use. It will stand 
the knocks and bumps of everyday home life 
without looking “‘beat up.”’ Finished in rust re- 
sistant, baked-on gray enamel, it can be painted to 
match or harmonize with room decor. 


| 
, EASY INSTALLATION— Boot opening can be cut 
any place in unit. Front plate snaps on. Air Base 
can be installed before or after plastering. Also 
easily adapted to old heating systems for home 
Y 


improvement. ‘“‘Add-on’’ features make a full 
perimeter heating installation feasible in any room. 





HIGHLY EFFICIENT PERFORMANCE— Air flow 
pattern provides a warm air blanket for true com- 
fort. Proper placement will eliminate chilly drafts 


from windows or cold outside walls and will prevent 
YW \ / dust streaking of walls. Cooled air is distributed 
with equal efficiency. 


Wi 





























FLUSH MOUNTING RECESSED MOUNTING COMBINATION DAMPER — Control can be ad- 
justed easily to limit opening of shut-off damper 
to simplify balancing of air distribution. 


ASK YOUR JOBBER FOR KRITZER PRODUCTS Write for BULLETIN 701 


‘‘IF IT’S KRITZER, IT’S RIGHT, SIR!’’ 
KRITZER RADIANT .COILS, INC KRI r y th 
2901 Lawrence Ave. + Chicago 25 
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Mr. Manufacturer: Build into your equipment 


the proved answer to high pressure requirements 


Ciarage has what it takes for pressures up to Streamlined housing inlets, wheel blades that 
8” with only slight changes from standard are properly shaped throughout their entire 


construction depth, and precision wheel balancing on special 


, machines assure efficient, quiet performance. 
Investigate Type DF Wheels and Housings o1 2 ' I 
Complete Fans for YOUR units. You'll find 


Wheels and housings can be hot dipped galva- 
heavier duty construction for full rated, trouble- 


nized for protection against severe moisture 
free operation and longer service life. Here is conditions. 
equipment in a class by itself. For example: 


Spark-resistant aluminum wheels and other spe- 
@ Individual blades are RIVETED to the 


cial features and constructions are also available. 
and backplate 


: Don't short-change the products you make by 
@ A large flange on the CAST IRON hub gives ati 5 


incorporating anything less than Clarage quality 
added ri riclity to the rugeed centerplate. | > > +4 ] 


known quality that has proved its worth to other 
@ HEAVY GAUGE steel is used for the housing. leading manufacturers. CLARAGE FAN CO. 
Kalamazoo, Michigan. 


...-dependable equipment for 


making air your servant 
SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES @ IN CANADA: Canada Fans, Litd., 4285 Richelieu St., Montreal 
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V4 The World’s Largest Producer of 
Air Conditioning Compressors 


ee uMSER rReseustTs ca. 


Marion, Ohio 
TECUMSEH 
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WHAT THE ASSOCIATIONS ARE DOING 





RECENTLY GRADUATED apprentice, Bernard Urychi 
(right), receives personal congratulations from his em- 
ployer, J. E. McClellan 


Responsibility 
Stressed at Chicago Graduation 


THE IMPORTANCE of apprenticeship training was force- 
fully brought out at the 3rd Anniversary Graduation Ex- 
ercises of Sheet Metal Workers’ International Association, 
Local 73 for Chicago. and Cook and Lake Counties. Ill. 
James T. Tracy, program chairman for exercises and 
secretary-treasurer of Local 73. told the 41 graduates that 
they had a greater responsibility than graduates from 
previous classes. They must fill the gap created during 
the past year by the death of 39 members of Local 73 and 
the retirement of 28 others who had reached pension age, 
he said. This deficit, amounting to 26 men, comes at a 
time when the sheet metal working industry is growing 
rapidly and could use as many as 150 more trained jour- 


neymen in the Chicago area alone. 


Apprentices Can Help Make Up Loss 


Continuing his address, Mr. Tracy pointed out that the 
skills developed by those who had retired or died were 
accumulated over the years. The apprentices could com- 
pensate for the loss by giving a full day's work for a day's 
pay and could make up for lack of greater experience 
by showing a willingness to undertake the more difficult 
jobs. 

The graduation exercises are sponsored by the Joint 
Apprenticeship Committee, which represents the three 


local sheet metal contractor groups from the Chicago 


THE COMPLETION of five years of training is sym- 
bolized in the issuing of diploma to graduating appren- 
tice. Richard Kooi (left) receives congratulations from 
James T. Tracy and A. H. Cronin (right) 


of Apprentices 


area, the Ventilating and Air Conditioning Contractors’ 
Association of Chicago, Sheet Metal Contractors’ Associa- 
tion of Cook County and the Air Conditioning Contrac- 
tors’ Alliance. J. E. McClellan is chairman. The program 
was preceeded by a cocktail hour and dinner attended by 
all graduating apprentices, their employers, representa- 
tives from the United States Department of Labor, Bu- 
reau of Apprenticeship Training. and instructors from 
Washburne Trade School where the five year apprentice 


program is conducted. 


Bright Future Seen in Sheet Metal 


Welcoming the graduate apprentices into Local 73 as 
journeymen and as members of the International Associa- 
tion was A. H. Cronin, president, Local 73. Mr. Cronin 
said, “The sheet metal industry has the brightest future 
of all of the construction trades and with the rapid 
erowth of summer air conditioning, both in residential 
and commercial buildings, the growth will continue each 
year for many years .o come. 

“It is my hope that you new journeymen will remem- 
ber the assistance and courtesies extended you as appren- 
tices by your employers and the skilled journeymen and 
extend these same favors to the apprentices who are fol- 
lowing in your footsteps.” 


(Continued on page 84) 
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HORIZONTAL FORCED AIR FURNACE 


UTILITY 
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NOT THIS! This family’s uncomfortable—really uncom- 
fortable. Floors are cold. Ceilings are hot. The whole house is 


drafty. Temperature’s never the same. 


BUT THIS! Now, they’re constantly comfortable. In tests, 
Waterbury COMFORTROL heating has shown less than 1° tem- 


perature variation from floor to ceiling. 


New kind of heating gives constant comfort 
...hour after hour after hour 


Few things that you can offer 
prospects will interest them 
more than constant comfort. New 
Waterbury COMFORTROL By-Pass 
heating provides comfort morn- 
ing-noon-and-night. 


COMFORTROL anticipates out- 
side temperature changes long 
before they affect comfort. It 
mixes cool air with warm air to 
provide the exact temperature 
called for by outdoor and indoor 
thermostats. Its continuous sup- 
ply of clean, fresh humidified air 


me 
“a | 
(Waterbury) | 
= 2 I 
helps you 
sell ! i 

e 





adds warmth at the same rate as 
it is lost through walls, windows 
and attics. There are no drafts, 
no hot and cold cycles of temper- 
ature. In tests with Waterbury 
COMFORTROL, rooms have shown 
less than one degree temperature 
variation from floors to ceilings. 


Your prospects choose one 
unit over another because it is 
a better value. Increase your 
unit. sales by offering the con- 
stant comfort of Waterbury 
COMFORTROL. 


Waterbury 


By the makers of world-famous Waterbury furnaces and air conditioners 


COMFORTROL combines perfectly 
with a Waterbury cooling unit. 


Send for FREE booklet: “IT TAKES MORE THAN 
HEAT TO BE COMFORTABLE” 


That’s just what Waterbury’s new 
COMFORTROL booklet is all about. 
Thirty-two pages of facts, illustrated 
by famous cartoon- 
ist Tom Henderson, 
on the new kind of 
heating that will 
help you sell more 
units. 

Write: Water- 
man-Waterbury 
Ce., 1122 N. BE. 
Jackson Street, 
Minneapolis 13, 
Minnesota. 





BYY PASS HEATING 
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MILLION 
Grtis prospects/.\ 
‘= 


Your prospetts 
4 


in a ~~) 
The Sgturday Evening AN 
et 
a new, aggressive and continuing && 
ional advertising campaign to in- 
ease sales of Curtis equipment, this 
fNi-color sales message in the Post was 
drivég home to more than 5 million 
prospective buyers of Curtis packaged 
air conditsgning units. 
If you are mde Curtis Dealer, and if 
you're qualified; wow is the time to get 
started! You'll beNselling the world’s 
finest air conditioting equipment, 
competitively priced, anW. backed by a 
promotional-minded, on-t qe manu- 


a 
facturer with a solid 102 xears of me, ” rs * 
experience and skill. \ this her tif 0 C; ti Ain (| 


Write today, and we'll show you Ww 


you can increase sales and profits wm deserves te he Jovy! —— Pensa EE gage 
bea ; d a pro TTRe se 


a complete, flexible line of Curtis Air 


Conditioning equipment. , 
No question about it. The new CURTIS pack- CHAAWOL 
if 





aged air conditioner és refreshing. It is also 
silent, dependable, efficient and economical 
't and operate. It refreshes by ci i 

—-mes of clean, crisp, dry, cool air 

ox CS packaged 





“Remember 


you can counton... 


our 102nd year 


MANUFACTURING CO. 


Refrigeration Division 
* 1982 Kienlen Ave., St. Louls 20, Mo. 
Packaged air cooled Packaged liquid industrial air Auto Lifts 
Gir conditioning units chiller up to 100 tons compressors single & two posts 
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WITH THE ASSOCIATIONS 


(Continued from page 80) 





Other speakers on the program were Patrick F. Sulli- 
van, president, Chicago and Cook County Building and 
Construction Trades Council; William A. Lee, president, 
Chicago Federation of Labor, and Earl J. McMahon, sec- 
retary-treasurer, Chicago and Cook County Building and 
Construction Trades Council. These prominent persons 
passed along to the new journeymen advice based upon 
their experiences since the early years of the labor move- 
ment. Relating these experiences as stepping stones to the 
future, each of the speakers expressed their hope that the 
journeymen would use them to protect the interests of 


the sheet metal industry. 


Air Cooling Institute Formed 


MANUFACTURERS OF evaporation cooling equipment in the 
Southwest have joined together to form the Air Cooling 
Institute. The first annual meeting of members was held 
in September at Colorado Springs. At last count the In- 
stitute had 14 member companies located in Arizona, Cal- 
ifornia, Texas, and Missouri. 

Abbott, 


Palmer Manufacturing Corp., Phoenix. Other officers are: 


President of the new organization is R. E. 


Sydney A. Gaines, United Electric Company, Magic Aire 
Division, Wichita Falls, Texas, vice president; Adam D. 
Goettl, International Metal Products Co., Phoenix, trea- 
surer, and Vernon F. Rodick, National Engineering and 
Mfg. Co., Sedalia, Mo.. secretary. 

Serving as directors in addition to the above officers 
are: Jay L. Wright, Wright Manufacturing Co., Phoenix; 
V. L. Taylor, Clear-Vue Company, Amarillo, Texas, and 
Ben B. Breslow, Utility Appliance Corp., Beverly Hills, 
Calif. For information write to the executive secretary, 


R. L. Burnam, P. O. Box 2121, Wichita Falls, Texas. 


Grand Rapids Hears Credit Story 


AN EXPLANATION OF the various methods of obtaining 
credit information was presented at a meeting of the 
Grand Rapids Heating Association. The speaker was Al 
Himes of the Merchants Credit Bureau. The meeting also 
reviewed a recent survey on wages and prevailing charges 


for service work. 


Hard Work Behind Apprentice Program 


IN THE Latest issue of The Tin Horn, monthly news 
letter of the Sheet Metal and Air Conditioning Contrac- 
tors Association of Greater Kansas City, President Harry 
Basore tips his hat to the hard work done by the associa- 
tion’s Joint Apprentice Committee. He nominates it as 
the hardest working committee in the industry. 

The Kansas City Apprentice Committee meets at least 
twice a month. They see each of the 150 apprentices 


every six months, and they also interview all applicants. 


In addition, the committee handles problems of discipline 
required for non-attendance. 

This group has developed its own curriculum for the 
three-year school. A fourth year will be added next year. 
In 1955 the committee was awarded a plaque by the na- 
tional association for the best apprentice program in the 
industry. 

Mr. Basore suggested that association members visit the 
school. “It will not only make you realize what a terrific 
job this committee is doing,” he said, “but the appren- 
tices will benefit by knowing that their bosses are inter- 


ested.” 


WIDA Session Set for February 


THE WEEK OF February 4, 1957, has been selected for 
the next Wholesalers Integrated Development Approach 
meeting to be held in Minneapolis. This sales training 
program is sponsored by National Heating and Aircondi- 
tioning Wholesalers, Inc. W. R. Bull, executive director 
of NHAW, suggests that wholesalers plan now to have a 
representative at this session. 


Sales Manager’s Duties Outlined 


\ CHECK LIST FOR WHOLESALERS to use to determine the 
functions of their district sales managers was drawn up 
by Tom Delaney, general manager, Waterbury Heating 
Supply Co., Minneapolis. It was passed along to members 
by the Bulletin of the National Heating and Aircondition- 
ing Wholesalers, Inc. 

An introduction points out that the district sales man- 
ager is the “top kick” in his territory. He should decide 
what new dealers shall have furnace franchises, what deal- 
ers shall be retained and what others shall be dropped 
or replaced. He also must: 

1—Provide adequate dealer coverage in the territory. 

2—Develop the dealer's ability to get a greater share 
of his market. 

3—Help each dealer develop his ability to merchandise 
and promote the sale of his products and services. 

t—Create sales of items distributed by the wholesaler. 

5—Be responsible for reports to management, planning 
of time, suggestions for improvements, personal conduct, 
personal good health. 


‘‘Why I Joined the State Association’”’ 


\ LETTER WHICH speaks for itself was carried in the 
News Bulletin published by the Sheet Metal and Warm 
Air Heating Contractors’ Association of Indiana, Inc.: 

“I am engaged in the warm air heating, air condition- 
ing and sheet metal business to make money. I have 


learned that the stability of my capital investment re- 


(Continued on page 88) 
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Dout get trapped by the 
“PRICE BAIT" boys! 


No, mister, if you can’t fight ’em you don’t have 
to join ’em. You can do business, and plenty of it, 
both single replacement and multiple housing, at 
a good, legitimate profit and without cutting your 
prices. When you handle Perfection Regulaire 
warm air furnaces, you don’t need “price bait’ to 
sell to builders. That’s because you can guarantee 


them an extra profit on every house. It’s no secret 
why, either. Any house equipped with a Perfection 
Regulaire Furnace brings a higher loan appraisal. 
You can offer builders an extra bonus, too. It’s 
Perfection’s new, workable home selling promo- 
tion, the “Guaranteed Comfort” home. Only 
Perfection dealers can offer it. 


You sell the replacement business 
without shaving your profit! 


TALK TO 


Pé+tection 


AUTOMATIC HEATING + SUMMER COOLING + HEAT PUMPS 


Perfection’s Regulaire and 3-stage fire gives 
your prospects an incentive to buy that the 
“price talkers” can never approach. And 
Perfection’s new, down-to-earth “kitchen table” 
sales tool makes it clear in no uncertain 

terms why it pays to buy from a Perfection 
guaranteed dealer. So, talk to Perfection 
Perfection Industries, Division of Hupp Corp., 
7705-F Platt Avenue, Cleveland, Ohio. 
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FROM OUR WAREHOUSE 
OR: WHOLESALER STOCKS 


~ Added to all the other good reasons for 
choosing Nesbitt Gas-Fired Unit Heaters 
is this one: IMMEDIATE DELIVERY. 
The Nesbitt plan of production commits us to 
maintaining ready stocks of all sizes 
right through the PEAK SELLING SEASON. 
This means that you can order any size 
Nesbitt Gas-Fired Unit Heater for 
any type of gas or gas-air mixture 
RIGHT NOW or at ANY TIME during 
the heating season and expect it to move 
IMMEDIATELY direct to your job. 








Seven sizes: 400 to 2900 cfm; 


25,000 to 200,000 Btu/hr input. e 
For all gases and gas-air mixtures 

Beauty, comfort, structural quality, + 
space-saving installation and service 

economies make Nesbitt your best choice 


Send for Publication 280 today.- 
John J. Nesbitt, Inc. Philadelphia 36, Pa 





: é GAS-FIRED UNIT HEATERS 


pproved by AGA and Cancdian Standards Assn; listed by Underwriters Laboratories; sold through wholesalers 
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When Bostitch stapling replaced spot welding 


and crimping, this Georgia manufacturer assembled 


twice as many stackheads per hour 


In a business as highly competitive as heating and Fasten it better and faster with 


plumbing equipment, a doubling of assembly speed 
can widen profit margins importantly. 


This manufacturer found still more advantages of 
stapling over welding and crimping. With a Bostitch 
$13C foot-triggered metal stitcher, both hands are free 
to position the work. Seams are cleaner, smoother and 
more secure. No precleaning and removal of flash. 
No heat or warp. No electrodes to clean. No touch-up. 


Instead, the stitcher punches its own holes in the 
24-gauge metal, forms and inserts the staple and 
clinches it in one-fifth of a second! No operating ex- 
perience is necessary. 


Have you switched yet? Call your nearest Bostitch 
Economy Man for a demonstration or mail coupon for 
full information. 


AMERICAN ARTISAN, Dt 


BOSTITCH 


STAPLERS AND ee a 


Bostitch, 952 Mechanic St., Westerly, R. |. 


Please have an Economy Man call on me 
Please send me special information 
about fastening sheet metal 


We are presently using (please check 


spot welding crimping riveting [| bolting 
Nome 
Company 
Address 


City 
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quires continuous advancement and protection. I am con- 
vinced that a service, to be superior, requires knowledge. 
experience, honesty and prestige. 

“Following a painstaking investigation of successful 
businessmen, I decided a membership in Sheet Metal and 
Warm Air Heating Contractors’ Association of Indiana 
provides greater benefits than many other investments, 


and at a surprisingly low cost of $15 a year.” 


= 2 
ATTENDING MEETING TO PLAN management course 
for the North Carolina NHAW were: (I to r), seated, 
T. Carl Brown, H. L. Godwin, Howard Gray, B. F. Car- 
ter, Dale E. Files; standing, Francis H. Worsley, Louis 
Glascock, W. R. Shirley, Sterling Nicholson, W. R. Bull, 
J. Orville Garrett, and Ray D. Funderburk. 


North Carolina Plans Management Course 


Members or the National Heating and Airconditioning 
Wholesalers Association of North Carolina met recently 
to plan a series of two-day schools for training dealers 
in the fundamentals of business management. Schools are 
planned for Charlotte, Greenville and Raleigh. 

Subjects to be covered include: overhead cost. price 
estimates, advertising and sales promotion, discounts, 
credit, financing. insurance, taxes, and human relations. 
The schools will be conducted in cooperation with the 
North Carolina Department of Distributive Education 
and various colleges throughout the state. 

H. L. Godwin, vice president of the Southernair Com- 


pany of Durham, has been elected chairman of the group. 


OHI Convention Scheduled for Boston 


Tue Distrisution Division of the Oil Heat Institute and 
the New England regional chapter will cosponsor the 35th 
Annual Oil Heat Institute Convention at Boston. June 4-7. 
The convention will run conjunctively with the Eastern 
Biennial Exposition of Oil Heating and Domestic Cooling. 
The show and exposition will be held in the afternoon 
and evening. The OHI’s Dealer Convention Program is 
planned for the mornings of June 5 and 6. 

Several new filmstrips will be premiered during the 
convention, Committees to handle details are now being 


appointed. 


Support for IHACI Stamp Plan Grows 


MANUFACTURERS AND SUPPLIERS of heating equipment in 
southern California have purchased more than 15,000 
stamps to help finance a consumer education plan. The 
stamp plan, sponsored by the Institute of Heating and 
Air Conditioning Industries, raises funds by selling one 
dollar stamps for each forced air unit and fifty cent 
stamps for each floor and wall furnace. The stamps are 
then affixed to the equipment. Cost of the stamps is 
passed along to the consumer. 

IHACI speaking teams have talked to over 350 con- 
tractors and more than 50 manufacturers and suppliers 
to enlist support for the program. So far, only nine con- 
tractors are reported to have been reluctant to join the 
plan and most of those have since adopted it. No manu- 
facturer or supplier has refused. 

Plans for the advertising program which the stamps 
will support are currently being devised. 


New England Service School Continues 


THE SECOND SERIES of courses, offered by the Oil Heat 
Institute of New England as part of its Twelfth Annual 
Oil Heat Service School, will open at Salem, Mass., Jan. 
7. Additional courses will start at Framingham. Mass.. 
Jan. 8; Hyannis, Mass.. Jan. 9; Quincy, Mass., Jan. 10, 
and Malden. Mass., Jan. 11. 

These courses, which continue for ten weeks at each 
city, are designed for servicemen, salesmen, service man- 
agers. owners. and others interested in oil heating. 

{ third series of courses will be held in March at cities 
in Massachusetts. Connecticut. and Rhode Island. 

The subjects covered in this year’s series were selected 
from those suggested by students attending the 1955-56 


service schools. 


How Association Benefits Members 


“INSTEAD OF ASKING ‘What do | get out of membership?’ 
would it not be better to investigate what the organization 
has done and what it proposes to do to advance the inter- 
ests of its members?” This question is brought up by 
Frank Anderson, executive secretary of the Sheet Metal 
and Warm Air Heating Contractors’ Association of In- 
diana in a recent issue of the News Bulletin. Mr. Anderson 
goes on to list some of the achievements of the Indiana 
association. For example, he says. the Indiana group was 
instrumental in persuading numerous cities throughout 
the state to pass ordinances setting up minimum stand- 
ards for warm air heating installations, thus benefiting 
the public as well as upgrading the heating industry. 
Other accomplishments he lists are: 

The association has taken out memberships in such 
organizations as the Indiana Chamber of Commerce. the 


(Continued on page 92) 
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NEW. 
COMPACT —_— 


Fractional HP 
MOTORS 


INDUSTRIAL QUALITY for all applications 


ROTOR take less space... 
Rotor bars, end rings, and fons integrally pressure-cast * | “es 
of virgin aluminum. Rotors dynamically balanced to very weig h les 


close limits; meet strict quiet-motor requirements. pe rf orm b etter! 


INSULATION 
Heavy vinyl acetal insulated wire, tough 
mechanically, thermally, and dielectrically, 
has excellent moisture resistance, highest uni- 
formity. Stator core slots lined with cells of 
DuPont Mylar bonded to all-rag electrical 
paper. . . 


BEARINGS 
Sleeve: pressed into place in bracket which 
has been bored true in single set-up opera- 
tion. Finish boring operation assures proper 
bearing surface and concentricity. Ball: single- 
shielded, precision fitted in brackets. 


LUBRICATION 


Sleeve bearing type: wool yarn 

wicking provides constant oil sup- 

ply to oil groove. Inner sump cup 

retains excess oil which is tapped 

by felt wicks extending into the wool yarn. Ball 
bearing type: standard construction permits 
re-greasing. 


GOVERNOR and SWITCH 
For capacitor and split phase types. Rotating part 
securely press-fitted to shaft. At change-over speed, 
governor operates with snap action, quietly and with 
no flutter. Stationary switch is mounted on a terminal 
plate; plate is GLASTIC, a strong, moisture-resistant, 
arc-resistant glass-filled polyester laminate. Solid silver 
contacts are used. 


BEARING BRACKETS 
Pressure cast in special aluminum casting alloy. Stress Century Industrial Quality means design that does not 
relieved for permanent stability. Strong internal ribbing comprise dependability to gain slight cost advantages... 
for strength, and smooth outside surface. sturdy construction provides the stamina which assures con- 
tinuous operation. 48-Frame Motors now available from 
FRAME 1/20 to 1/3 HP... Performance-Rated to your needs... 
Stator frame rings formed of one-piece heavy rolled with weight savings yp to one-third! 
re aged peer ee ae en TD pee 2 Test one of these motors for yourself. Call or write your 
alignment of bracket and a concentric air gap. Heavy nearby Century District Sales Office or Authorized Distribu- 
formed steel feet welded to frame ring. tor. Send for new bulletin 1-1P1. 


P erformance-R ated MOTORS CENTURY ELECTRIC COMPANY 
1/20 to 400 HP 


1806 Pine Street ¢ St. Louis 3, Missouri © Offices and Stock Points in Principal Cities 
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go slow...keep temperatures low 


UNITED STATES STEEL CORPORATION, PITTSBURGH 
AMERICAN STEEL & WIRE DIVISION, CLEVELAND 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
NATIONAL TUBE DIVISION, PITTSBURGH 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
wiTEO ate EEL EXPOR OMPANY, NEW YORK 


USS 
STAINLESS 
STEEL 


SHEETS + STRIP + PLATES + BARS BILLETS 
PIPE + TUBES + WIRE SPECIAL SECTIONS 


If you keep Stainless Steel’s physical characteristics in mind, 
you should never have grinding and polishing troubles. Remem- 
ber these four points: 

1. Stainless Steel has low heat conductivity and a high co- 
efficient of expansion. Therefore, keep work as cool as possible. 
To avoid hot spots, heat tinting and local distortion such as 
buckling, keep temperatures low. Don’t sacrifice surface for time 
by increasing wheel pressure. For coarse grinding, use wheel 
speeds of 5000-6000 linear feet per minute. For finer grinding, 
you can go up to 7000. 

2. Stainless Steel is hard and abrasion-resistant. To further 
avoid overheating, use coolants or lubricants when practicable. 
3. Avoid dwelling on any one spot or area. Grind continuously, 
returning to regrind when the surface has cooled. 

4. Never use abrasives too fine for the job. Start with a coarse 
abrasive and go to successively finer grits. Remember that a fine 
grit removes more stock when the surface has been roughened by 
coarse grinding. 

Stainless Steel surface finishing and protection is thoroughly 
covered in our Stainless Steel “Fabrication” book. For your free 
copy, write on your company letterhead to United States Steel, 
Room 2801, William Penn Place, Pittsburgh 30, Pa. 








BEARINGS — Self-aligning, ball 
bearing pillow blocks. Pre-lubri 
cated, sealed. Sleeve bearings 
eh Zelite] e) i= 


HOUSING—AIll weld 
ed. May °be turned 
fér other discharges 
on installation 


SHAFT — Heavy 
construction 
Ground and pol 
alte Mi -fe lle lala-te| 


f —, V-BELT DRIVE - 
FRAME — All welded ea e/a 2 Adjusts for blows 
as ak Ae, <3 « é speed variation 

Easy access to motor ‘ . ek 
pale : Ee is Be ; Conservative rat 

for lubrication and = Reed k | <a 
servicing. is A 1 





— MOTOR — Designed 
DRIVE COVER — ; itele(-MMolite MMe l-leelili-y-tel 
Weatherproofed and ‘ by Peerless for all 
ventilated. 16 gauge - . Peerless blower sizes 
steel. Fastens secure- 
ly with 4 screws. 








MOTOR BASE—Sturdy, 
, we as = heavy. Pivoted at one 
HUB—Machined cast WHEEL—Completely end for easy drive ad- 
iron. Continuously arc welded into one justment. 
INLET—Circular angle balanced. Tapered solid mass. Dynam 
iron. Rigid. Spun ven- lock bushings an- » ically balanced 
turi. chor wheels to shaft. Sizes 12% to 36". 


Specially Engineered, Compatible Blower Components .. . The 
Reason For Outstanding Peerless Performance and Quality! 





® This is the Peerless Backward Curve Peerless Backward Curve Blowers can be specified 
Blower, one of the workhorses of the depend- with confidence. They are thoroughly tested accord- 
able Peerless line. Like all Peerless units, it's ing to test codes. They meet PFMA, NAFM and 


designed, engineered and manufactured com- NEMA standards. Scores of them are operating in 


CERTIFIED 
RATINGS 


pletely at Peerless . .. motor and all. It is schools, hospitals, other buildings and government 
this complete control from components to installations all over the nation. We are used to 
finished unit which enables us to uncondi- producing to customer or government specifications. 
tionally guarantee every fan and blower we 
hime make. Each component works in perfect 
THE PEERLESS ELECTRIC CO. 


WARREN, OHIO 


[] Send me Bulletin SDA-160. 
[] Send me Bulletin SDA-200. 


NAME. 
TITLE... 
COMPANY 
ADDRESS. .... 


Y \e' 
NEMA ) harmony with the other to give quiet, trouble- 


ww free performance. 


Write, Wire or Phone Us Today! 
Ask for Bulletins SDA-160 or SDA-200 


FAN AND BLOWER DIVISION 


tHe Peerless. Electric COMPANY 


FANS «. BLOWERS - ELECTRIC MOTORS . ELECTRONIC EQUIPMENT 
1405 W. MARKET ST. » WARREN, OHIO 
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Building Congress of Indiana, and the National Tax 
Equality Association; it sponsors a warm air heating and 
air conditioning “Short Course” at Purdue University: 
and it maintains a department of public information to 
educate the public in the value of better heating and cool- 
ing installations. 

He lays particular emphasis on the achievements of 
the association’s legislative committee which, he says, “is 
continuously alert and active in guarding our industry’s 
interests in the state legislature and in the halls of Con- 
gress. No better evidence is needed than to refer to the 
heating section of the State Building Code, the correction 
of Indiana’s Gross Income Tax Law, and the exemption 
of Indiana from restriction placed on distribution of nat- 
ural gas east of the Mississippi.” 

Present objectives he lists are increased membership. 
a wider range and better training in engineering at the 
Purdue Short Course. the establishment of a short course 
on business management, broadening the effectiveness of 
the department of public information, cooperating with 
all groups planning ordinances designed to protect the 
public, and achieving equality of taxation on both state 
and national levels. 

The Indiana group is currently conducting a 100 mile 
“Klassic” membership race. Drivers are credited with a 
certain number of miles for each application they write 
up. At the last report Merle Daily was in the lead, with 
Bill Garber and Jim Wadsworth following. Winners will 
be awarded prizes at the group’s forthcoming 39th an- 
nual convention, scheduled to be held February 7 and 8 
at the Hotel Severin, Indianapolis. 

Secretary Anderson urges suppliers who wish to reserve 
hospitality rooms at the convention to get in touch with 
him immediately or to contact Homer Selch. chairman, 
Hotel Committee, 944 Hosbrook St., Indianapolis 3. 


Discuss Control of Costs, Materials 


Tue Lake County (Ind.) Sheet Metal and Warm Air 
Heating Contractors Association got its 1956-57 meeting 
schedule underway by discussing ways to control loss of 
materials and labor. also methods of figuring overhead 
in order to add the correct markup to each major item 
involved in completing a job. These subjects were pre- 
sented by Clyde M. Barnes. Editor, American Artisan. 
speaker of the evening. 

In recommending ways to calculate job costs and figure 
markup to obtain an estimated selling price. Mr. Barnes 
presented two business forms used by a successful Ohio 
dealer. A sample job was worked out on a blackboard 
using the forms to show how they prevented the wrong 
markup for the items involved in the sale and how the 
system checked estimated job costs against actual costs. 

Another of the business forms described is used ex- 


tensively by a Pennsylvania dealer. He records each piece 


92 


Ne ey 
BOARD OF DIRECTORS for Lake County (Ind.) Sheet 
Metal and Warm Air Heating Contractors review plans 
of 1956-57 meeting schedule: (1 to r), seated, C. No- 
votny, J. J. Wesbecher, W. Goodyear, and Merle Daily; 
standing, D. Taylor, Wm. Schuster, and A. E. Mushinsky 


of equipment used on jobs. down to the size and number 
of elbows for gas and oil lines. The form shows equip- 
ment removed from stock, equipment actually used and 
equipment returned to stock. This method of stock con- 
trol removes many opportunities for the loss of equip- 
ment and enables proper charges to be made for its use. 

At the conclusion of this presentation, Mr. Barnes gave 
each member a check list that asked 15 questions about 
business procedures. He suggested that dealers review 
these questions monthly. If they could answer “yes” to 
each of them, they would find the percentage of profit be- 
ing earned per job growing with each review of the check 
list. 

During the business session, the subject of employee 
welfare and pension funds was discussed. The association 
agreed to send one of its members to the three day edu- 
cational session on these subjects scheduled for next year 
at Columbia University, New York City. The representa- 
tive attending the meeting will report to the association 


on his return. 


N. California Program Moves Ahead 


THE STAMP PLAN PROGRAM, sponsored by the Warm Ait 
Heating Institute of Northern California, is moving into 
high gear. The program is designed to educate consumers 
and upgrade heating installations throughout the area. 
Funds to finance the program are raised through the sale 
of stamps to manufacturers and wholesalers. The stamps, 
which are affixed to the equipment, cost one dollar for 
central furnaces and unit heaters and fifty cents for floor 
and wall furnaces. The cost is passed on to the consumer. 
(Continued on page 96) 
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the Lima super 72 gives you ¢ 


of length and greater “throw 


Any way you look at the new Lima 
Super 72, you'll find it the best ex- 
tended baseboard diffuser you can 
install for air conditioning or year 
‘round heating-cooling systems. 


YOU SAVE MORE MONEY! With 
the greater free area per foot of 
length, the two foot Lima Super 72 
does the work of ordinary four foot 
or larger diffusers. The Super 72 four 
foot size eliminates the cost of in- 
stalling extra diffusers and runs. 


YOU INSTALL BETTER QUALITY! 
The smart styling, modern permanent 
medium beige finish, heavier gauge 


metal and sturdier construction of 
Lima Super 72 adds up to quality 
your customers can see in every room 
for years after the job is completed. 
BEST FOR COOLING 

With its greater ‘throw power"’ 
for heavy cooled air, the Lima 
Super 72 assures the upward throw 
of four to five feet above the floor, 
so necessary to create proper con- 
ditioned air distribution for room- 
wide comfort at the living level. 


MULTIPLE INSTALLATIONS 
For stores, offices, churches, 


Now / LIMA ONE-PIECE 
GRILLES 


Beautifully styled horizontal and ver- 


tical grilles now available in 113 sizes 


. quality made from one piece of 


heavy gauge metal without welds. No 


mitered joints or loose construction. 
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schools and other large 

fo Didlicle installation of 

‘tlas gt 72's, using Lima Join- 

ing Connectors, is the economical 

and efficient answer to air condi- 
tioning comfort. 


WRITE TODAY for literature and 
prices on the new Lima Super 72 
Extended Baseboard Diffuser with ex- 
clusive automatic pushbutton damper 
control. For information on other 
quality Lima diffusers, registers 
and grilles, see our new complete 
catalog LRC-56. 


REGISTER CO. 
LIMA, OHIO 


sold exclusively through heating 
wholesalers and manufacturers. 





Never-say-die dependability. . . 
proved on the Alcan Highway! 


NEW TASK-FORCE 57 CHEVROLET TRUCKS 


" ei They took everything the truck-killing Alcan 
Six new ’57 Chevy trucks tamed the could dish out—and not a single unit dropped 


rugged Alcan in one round-the-clock out or turned back due to mechanical 

sprint. They covered the grueling run failure! They turned in top scores for per- 

agar formance and economy, too! Look over the 

(normally a 72-hour trip) in less than = Ajean Highway Champs at your Chevrolet 

45 hours to prove their durability! dealer’s. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


NO JOB TOO TOUGH 

FOR THE ALCAN CHAMPS! 
You get Alcan-proved dependability in 
whatever lightweight model you choose. 
Put a new Chevy to work for you and 
take advantage of its extra stamina, its 
time- and money-saving ways! 


PROVED ON THE ALCAN HIGHWAY... CHAMPS OF EVERY WEIGHT CLASS! 
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FRIGIDAIRE 
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Get ready now... 
Get going NOW... 
with FRIGIDAIRE 


Add up what Frigidaire can mean to 
you now—and in the boom season just 
ahead. The combined prestige and ap- 
peal of the FRIGIDAIRE name and 
reputation... 

PLUS Frigidaire standards of quality 
throughout one of the world’s most 
complete lines of summer-winter air 
conditioning equipment for both the 
commercial and residential markets... 








PLUS Frigidaire promotion—at the na- 
tional level—and with power-packed 
local campaigns and promotions in your 
own market... 

PLUS the nation-wide network of 
Frigidaire Distributors, with one nearby 
to bring you products, counsel, sales help, 
training, and service “on the double.” 
Get ready now... get GOING now! For 
full facts phone your nearest Frigidaire 
Distributor or mail the coupon at once. 








FRIGIDAIRE DIVISION 
General Motors Corporation 
Dayton 1, Ohio 





Please furnish me complete information and 
20-page catalog covering the complete 1957 line 
of Frigidaire Summer-Winter Air Conditioners 
for Commercial and Residential markets. 





NAME —__ — 
COMPANY 
STREET 


cITY 
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The Institute’s program currently includes a 15-minute 
Sunday morning news program over a twelve station 
radio network in northern California. One-minute spot 
announcements are sponsored on each of these stations 
at various times during the week. The news program and 
spot announcements build public recognition for the In- 
stitute and its members and give helpful hints on heating 
to homeowners. 

Another feature of the Institute’s program is a con- 
sumer information booklet, “House Heating Secrets.” The 
booklet is pocket size with 20 pages. It is attractively 
printed and illustrated in two colors. The content ex- 
plains what warm air heating is and describes central 
heating. wall and floor furnaces, perimeter systems, ca- 
pacity, and optional equipment. Another section of the 
booklet tells how to judge a warm air heating system 
and discusses outlets and registers, thermostats, cold air 
returns, duct work, and the furnace itself. 

Distribution of the booklet is planned through con- 
tractor-members. Radio announcements suggest that con- 
sumers stop at a local member's place of business to ob- 
tain a copy. Sample copies were sent to all newspapers in 
the area. Copies also were mailed with a covering letter to 
lending officers and appraisers of banks and savings and 
loan associations, to real estate brokers, and to builders 


and tract-developers. 


Canadian Convention Plans Told 


THE ANNUAL CONVENTION of the National Warm Air 
Heating and Air Conditioning Association of Canada will 
be held on Mar. 6, 1957, at the Beautiful Seaway Hotel, 
Toronto. Mike Miller, convention chairman, said that the 
theme of the convention will be “Question: Who Says 
There’s No Profit in Heating?” More than 400 delegates 


are expec ted. 


AMCA Adds Eight New Members 


EIGHT COMPANIES WERE elected to membership in the Air 
Moving and Conditioning Association at its annual meet- 
ing, Oct. 2-4, at White Sulphur Springs, W. Va. Five of 
the firms are Canadian companies. AMCA now includes 
56 members. 

Five new directors were also elected at the meeting. 
They are: F. W. 
Corp., St. Louis; E. C. Englert, sales manager, Hartzell 
Propeller Fan Company, Div. of Castle Hills Corp.. 


Mckenna, chief engineer, Kennard 


Piqua, Ohio; J. P. Johnson, sales manager, Ventilating 
Division, The Swartwout Company, Cleveland; B. G. 
Krause, manager, Air Controls, Inc., Cleveland Heater 
Company, Cleveland, and T. L. Arnold, sales manager, 
Heating Division of Fedders-Quigan Corp., Trenton, N. J. 


The new firms added to the membership include: Mo- 


dine Manufacturing Company, Racine, Wis.; The Trane 
Company, LaCrosse, Wis.; L. J. Wing Manufacturing 
Company, Linden, N. J.; American-Standard Products 
(Canada) Ltd., Windsor; Canadian Blower & Forge 
Company, Kitchener, Ontario; Sheldons Engineering 
Ltd., Galt, Ontario; B. F. Sturtevant Company of Canada. 
Ltd., Galt, Ontario, and Trane Company of Canada, Ltd.. 
Toronto. 


Dayton Halts Unfavorable Legislation 


Vance HEYMANN of the Dayton Heating, Air Condition- 
ing. Sheet Metal & Roofing Contractors Association re- 
ports that the Dayton group was successful in blocking 
legislation that it felt was unfavorable to its members. 
According to Mr. Master 


Electricians’ Association submitted to the city commis- 


Heymann, the Dayton 
sion an ordinance which would have prohibited heating 
and cooling dealers from wiring any air conditioning 
equipment in homes or business establishments. 
“Through our activity in presenting our side of the is- 
sue,” he reports, “the ordinance has been tabled. We will 
continue to watch the situation and should any further 
developments take place will immediately inform our 
membership.” 


Standards, Codes Adopted by AMCA 


STANDARDS AND test codes for air moving and condition- 
ing equipment have been adopted by the Air Moving and 
Conditioning Association at its annual meeting. 

The association approved standards which cover cen- 
trifugal, axial, and propeller fans or blowers; dehumidify- 
ing air washers; central air conditioning units; power 
roof ventilators; and residential type fans. Included in 
the standards are terms, definitions, operating limits. 
standard sizes, installation recommendations, specifica- 
tions, etc. 

As far as possible, the new standards conform with 
standards and codes previously published and accepted 
by the industry. 

Additional information for testing prototypes of ex- 
tremely large fans by means of scale models has been 
added to the standards. 


Cleveland Names Officers 


NEW OFFICERS WERE ELECTED at a_ recent meeting 
of the Sheet Metal Employers Association of Cleveland. 
They are: Douglas Winning, president; Don Pennell, 
vice president; and D, E. Mannen, secretary-treasurer. 
The association recently held its annual fishing trip in 
Canada. 


(Continued on page 100) 
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Possibly no Original Equipment Manufacturer has been more 


alert to its responsibilities and opportunities in the air condition- 





ing field, than the manufacturers of Day and Night Lifeguard 


Forced Air Furnaces. They saw that the proper even 








distribution of conditioned air for year 





round comfort was a vital need. 


MORRISON PRODUCTS, INC. 
have thoroughly enjoyed work- 
ing with this firm in developing 
furnaces and air conditioning 
equipment of outstanding de- 


sign and construction features. 


Write for Blower Catalog Today 


168 ATERLO OAD 
MORRISON PRODUCTS INC. CLEVELAND 10, OMO 
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Limbach Company, Inc., Pittsburgh Mechanical 
and Specialty Contractors, sold more than 8 
miles of Follansbee Terne gutter to Project 
Builders in and around Pittsburgh, Pa. last year. 


They sold Te rne in preference to other ma- 
terials because Terne holds paint and can be 
painted immediately with no special treatment 
necessary: and because ‘Terne gutters — last 
longer than other types. Terne, the proven 


metal, is easy to sell. 


You'll find that by selling Terne, you'll be able 





Dan Burrows, Limbach representa- 
tive, talks to William H. Collins, 
Director of Purchases for Builder 
Edward M. Ryan, Inc., about one of 
their typical installations of Follans- 
bee Terne. 


to make more profit too. Tell your builder cus- 
tomers about Terne’s big advantages. Show them 
that they can offer their customers a lot more 
quality and serviceability for little money. 


And while you’re at it, why not sell complete 
roofs of Terne for better homes? In addition to 
the standing seam and batten seam installations, 
there is the new Bermuda roof with the hori- 
zontal shadow line. We'll be happy to send you 
a sketch showing how this attractive, new roof 
is installed. 


\ Follansbee Terne is carried in stock by 


4 


Leading Sheet Metal Distributors Everywhere 


FOLLANSBEE 


STEEL CORPORATION 


FOLLANSBEE, WEST VIRGINIA 
Cold Rolled Strip + Terne Roll Roofing + Polished Blue Sheets and Coils 
Sales Offices in Principal Cities 
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NEW =J=7h= AIR 
CLEANING ACTION 


Cleans air without choking it off... Saves fuell 


Permits faster release of 
heated air from furnace 
heat chamber. 


Enables furnace blower to 
maintain full delivery of 
heated air to living zone. 


Full blower delivery 
means (1) complete use 
of BTU output. (2) Full 
benefit from fuel burned. 
(3) REAL FUEL SAV- 
INGS. (4) More comfort 
delivery from every dollar 
of fuel burned. 


Eliminates wasteful heat 
loss out chimney due to 
inability of restricted air 
stream to maintain proper 
air delivery to living zone. 


At all times... SUPER 
CLEANS THE AIR WITH 
A PRECISION TURBU- 
LENCE ACTION. 


Easy to clean. Light weight 
— easy to handle. Hose out 
with ordinary tap water. 








L lov Air Filters 


Heavy gauge lifetime aluminum 
construction 

Originally designed for American industrial 
market. Now being made available for resi- 
dential use. 


Big capacity —low resistance 


Holds two to three times more dirt than ordi- 
nary filters without harmful resistance to air 
flow. Lets furnace push full flow of clean warm 
air into living area. 


AIR FILTERS 
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INDUSTRIAL FILTERS 


MAKE BIGGER FILTER PROFITS — KEEP YOUR CUS- 
TOMERS HAPPY — ELIMINATE COSTLY NUISANCE 
CALL-BACKS — GET FULL DETAILS TODAY ON 
EVANS LIFELONG ALL-ALUMINUM FILTERS WITH 
FREE-FLO AIR CLEANING ACTION. 


MAIL COUPON FOR FREE LITERATURE 


THE GEORGE EVANS CORP., Moline, Illinois 


Gentlemen: | WANT TO MAKE BIGGER FILTER PROFITS. Rush full 
details on EVANS BIG CAPACITY, FREE-FLO AIR FILTERS. 


NAME 





COMPANY 





ADDRESS 





CITY STATE 





GREASE FILTERS 
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Coming Events 


January 


Jan. 20-24—National Association of Home 
Builders, annual exposition. Conrad Hilton 
and Sherman Hotels and the Coliseum, 
Chicago. John M. Dickerman, Executive 
Director, 1625 L St., N.W., Washington 6, 
D.C. 

Jan. 23-26—Pennsylvania State University 
college short course, University Park, Pa. 
T. A. Wright. subject matter supervisor, 
Pennsylvania State University, University 


Park. Pa. 


February 


Feb. 4-7—-Washington University college short 
course, St. Louis. Erwin C. Hoelscher, 
school of engineering. Washington Univer- 
sity, St. Louis. 

Feb. 5-7—-Society of the Plastics Industry, 
Inc.. Reinforced Plastics Div., twelfth an- 
nual teciinical and management conference. 
Edgewater Beach Hotel, Chicago. B. S. 
Montell, Secretary, 67 W. 44th St.. New 
York 36. 

Feb. 7-8—Skeet Metal and Warm Air Heat- 
ing Contractors’ Association of Indiana, 
Inc., annual convention. Hotel Severin, 
Indianapolis, Ind. Frank E. Anderson, Ex- 
ecutive Secretary, 439 S. 17th St., Terre 
Haute, Ind. 

Feb. 10-13—New York State Sheet Metal. 
Roofing and Air Conditioning Contractors’ 
Association, Inc., annual convention. Hotel 
Niagara, Niagara Falls, N. Y. Clarence J. 
Meyer, Executive Secretary, 567-69 Genesee 
St.. Buffalo, N. Y. 

eb. 11-12—-Sheet Metal Contractors Associa- 
tion of Illinois, Ine., annual convention. 
Pere Marquette Hotel, Peoria, Ill. Jay E. 
Harms, Secretary. 1619 N. Sheridan Rd.. 
Peoria, Il. 

Keb. 14-16——Sheet Metal and Roofing Con- 
tractors’ Association of Minnesota, Inc., an- 
nual convention. Lowry Hotel. St. Paul. 
Minn. Richard J. Grant, Executive Secre- 
tary. 867 Grand Ave., St. Paul 5, Minn. 

Keb. 18-21—Sixth Annual Industrial Venti- 
lation Conference. Kellogg Center, Michi- 


gan State University, East Lansing, Mich. 
J. C. Barrett, Division of Occupational 
Health, Michigan Department of Health, 
Lansing 4, Mich. 

Feb. 18-21—Oklahoma A. & M. college short 
course, Stillwater, Okla. R. R. Irwin, Okla- 
homa A. and M. College, Stillwater, Okla. 

Feb. 25-27—Ohio Sheet Metal Contractors’ 
Association, annual convention. Cleveland 
Hotel, Cleveland. Dion E. Mannen, Chair- 
man, 9104 Woodland Ave., Cleveland. 

Feb. 25-Feb. 28—American Society of Heat- 
ing and Air-Conditioning Engineers, 63rd 
annual convention. Conrad Hilton Hotel, 
Chicago. A. V. Hutchinson, Executive Sec- 
retary, 62 Worth St., New York 13. 

Feb. 25-Mar. 1—International Heating and 
Air-Conditioning Exposition, International 
Amphitheater, Chicago. E. K. Stevens, Ex- 
position Manager, International Exposition 
Co.. 480 Lexington Ave., New York 17. 


March 


March 11-13—Sheet Metal Contractors’ Asso- 
ciation of Wisconsin, annual convention. 
Hotel Schroeder, Milwaukee, R. S. Schmie- 
der, Executive Secretary, 8320 W. Blue- 
mound Rd., Milwaukee. 

Mar. 21-24——Sheet Metal, Roofing, Heating. 
Air Conditioning Contractors’ Association 
of Georgia, annual convention. Atlanta 
Biltmore Hotel. Atlanta. B. L. Noblitt. 
Executive Secretary. P.O. Box 1196. Au- 


gusta, Ga. 
April 


April 26-27—-Sheet Metal, Air Conditioning 
and Roofing Contractors’ Association of 
Pennsylvania, annual convention. Lycoming 
Hotel, Williamsport, Pa. Earl W. Lieber- 
mann, Secretary, 1411 Merchant St.. Am- 


bridge, Pa. 
May 


May 15-18—Sheet Metal and Air Condition- 
ing Contractors’ National Association, Inc.., 
annual convention. Edgewater Beach Hotel. 
Chicago. Joseph D. Wilder, Executive Sec- 
retary, 170 Division St., Elgin, Ill. 
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This is Wheeling’s Louisville warehouse. 
Other Wheeling warehouses and sales offices 
are strategically located throughout the 
country. They all offer immediate delivery 
of warehouse-stocked Wheeling items such 
as sorTrre Cop-R-Loy Galvanized sheets, 
Galvanized Furnace Pipe, snap lock or 
closed seam Perimeter Heating or Air Con- 
ditioning Pipe, and accessories, Style K 
Gutters, Square Conductor Pipe, Flashing, 
Valleys, and fittings. 


AMERICAN ARTISAN, Decemper 1956 


Think of the toughest test you can 
give a galvanized sheet. Then try it on 
a sheet of Wheeling sorTire. You’ve 
never seen anything like it. For here 
is a galvanized sheet that takes every 
roll, every bend, every crimp and fold 
without flaking or chipping its rugged 
coating. And for good reason. Be- 
cause Wheeling sorTrreE Cop-R-Loy 
Galvanized Sheets have the tightest 
zinc coating yet produced. 


What this means to you is tighter 
joints, surer seams, longer spans... 
jobs that look better, last longer, give 
utmost satisfaction. 

Next time you order galvanized 
remember, only Wheeling 
makes sorTire and only sorTrre has 
the tightest coating ever. 

Get full details now. Write, wire or 
call the Wheeling warehouse or sales 
office nearest you. 


sheets, 


WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 


Warehouses: Boston, Buffalo, Chicago, Columbus, 


Detroit, Kansas City, Louisville, Minneapolis, 


New Orleans, New York, Philadelphia, Richmond, St. Louis. Sales Offices: Atlanta, Houston. 





NEW JANITROL 
No matter how you're ‘pressured’ to cheapen your jobs to meet a price 


you're the one who’s stung when dissatisfied customers complain of noisy COUNTER-FLOW 


operation, chilly floors, drafts and other symptoms of inadequate heating! YEAR "ROUND CONDITIONER 


Your cost for service callbacks, repairs, and corrections may even exceed 
your thin profit margin. And who can measure the cost of the shellacking 


your reputation gets from disgruntled customers? 


You can avoid being stung by cheapened heating. Install quality systems, 
Starting with Janitrol gas or oil fired conditioners. Sure, you have to ask a 
little more for a job that will really deliver comfort. But your prospects will 
gladly pay it, if youll show how much more this quality means in healthful 
comfort, freedom from service and upkeep, fuel savings and longer furnace 
life. In the long run, Janitrol quality equipment in a properly designed 
system costs far less than bargain-basement heating! 


BIG ise, To help Janitrol dealers sell better and more profitable 
"=| >. - 

Ws heating, Janitrol is featuring its Crusade for Better 

, Heating in hard-hitting ads in leading national consumer 

and builder magazines. Your Janitrol representative will 

a was show you how these advertisements can help you make 

Fs more money while you eliminate ‘heating headaches’, 
Call him today! 


From Janitrol—a complete line of GAS and OIL warm air 
furnaces, AIR and WATER-COOLED summer conditioners! 


Just arrived! The fabulous new JANITROL FDSC automatic year *round 
air conditioner! Clean gas heating—waterless cooling. Fits in little as 314 
square feet (Model FDSC 80). Ask your Janitrol representative to tell you 
all about it! 


... he Gest Years of YoU BUSINESS 


eo’, Hanitrol 


HEATING ... COOLING 


Janitrol Heating & Air Conditioning Division 
Surface Combustion Corporation, Columbus 16, Ohio 
In Canada: Moffats,Ltd., Toronto 15 
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SIGN OF THE ARTISAN 
SYMBOL OF EXCELLENCE 


Next year Crescent will have devoted half a cen- 
tury to designing and manufacturing fine hand tools. 
The first tool in the Crescent line was the world- 
famous Crescent Wrench. Today, almost as many 
Crescent and Crestoloy Wrenches are purchased as 
all other makes of adjustable wrenches combined. 
In the past year several new tools have been added 
to the Crescent line, including open end, box, 
socket and pipe wrenches. More will be announced 
in 1957. If you demand quality, performance and 
long service in hand tools, look for the Crescent 
Trade Mark —Sign of the Artisan . . . Symbol of 


Excellence. 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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Jnnoenel' 


NEW CAPACITIES 























COMBINATION PRESSURE 
REGULATOR AND THERMO 
ELECTRIC PILOT 


Responsibility of leadership in the controls business demands 
Ah constant research and progress for improvement in product per- 
formance and lower cost. This, we have achieved and proudly 
offer to appliance engineers. 


AGA Certified 


Our engineers have built into the Thermac SR-100 a new ability 


to handle a broader range of furnaces and appliances. So marked 
is this increased capacity that now the SR-100 can be used where 
here-to-fore a more expensive control has been required. This 


increased capacity is not a mere “technical” increase of 5% or 10% 
COMPANY but a great deal more, as will be observed when testing the new 


unit. 


Carrying A.G.A. Certification and patent application, the unique 
800 East 108th Street method which we employ to increase flow capacities is now a part 
Los Angeles 59, California of all SR-100 controls at no extra cost. 


24 years experience You are invited to request samples of this new SR-100 for testing 
building gas controls. and comparison. 
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THE FIRST 





STANDARD REFERENCE 


FOR CORRECT VENTING! 


The new Metalbestos “Safety System” Gas Vent 
Tables set the standard for efficient gas venting 
... by telling you the practical, correct answers to 


your gas vent questions. 


> Will the gas vent operate correctly? 
>» What's the simplest way to install a gas vent? 
> How much vent pipe do I need for the job? 


> What’s the most economical way to install a vent? 


The Metalbestos “Safety System” Gas Vent Tables 


give quick, accurate answers to venting questions 
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such as these. That’s why the new Metalbestos Gas 
Vent Tables are a necessary tool for gas dealers, 


builders, installers, inspectors, and utility men. 


Send today for your free copy of the new Metalbestos 
“Safety System” Gas Vent Tables. Write Dept B-12 


ES, |METALBESTOS woo 


Stocked by principal jobbers in major cities. Factory warehouses in Akron, 
Atlanta, Dallas, Newark, Des Moines, Chicago, New Orleans, Los Angeles 
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Scenes of Meenan’s Pennsylvania Fue! Oil Operation 


Service Mgr. Bill Connors 


KLIXON FTC* ssginein iainanetiels veastattier tole 
Service Record | 


16,500,000 gallons of house heating fuel oil is what Meenan Oil 
Company supplied to customers at Levittown, Pa., during the 1955-56 
heating season. That’s a lot of oil, but Meenan is well organized and 
equipped to handle it, as well as to service 14,000 of the KLIXON 
FTC (Fixed Temperature Control) equipped York-Shipley house 
heating boilers that burned this oil. 

“What is your experience with KLIXON FTC?’’, we asked 
Meenan Service Manager, Bill Connors. Here is what he says: 

‘*The built-in control system really works well. We find the per- 
formance of KLIXON Controls remarkably uniform and depend- 
able — we really have very few service calls involving these controls. 
This is probably due in part to the fact that they are fixed tempera- 
ture controls with no adjustments for people to tamper with.”’ 

Here are the advantages of KLIXON FTC on wet and dry heating: 

e@ Control application is laboratory engineered. 

@ Laboratory performance is delivered to job. 

e@ Service calls resulting from tampering are eliminated. 

e@ Peak control efficiency lasts indefinitely. 


ig ANOLE AR TRL RN RE HS, CLOT 





*FTC “Fixed Temperature Control” assures proper operation of the unit as designed 


by the manufacturer. 
R | 


METALS & CONTROLS CORPORATION 
SPENCER THERMOSTAT DIVISION 
3512 FOREST STREET, ATTLEBORO, MASS. 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 


brief summaries of the applications of these products. For additional product 


information which is available, see this month’s New Literature department 


Step-Down Ceiling Diffusers 


ROUND AND SQUARE step-down ceiling diffusers with 


spring-loaded “Balancing Bell” damper — Auer Reg 


- 


ister Co.. Dept. 1A, 6600 Clement Ave., Cleveland 5 





Spring-loaded damper permits quick system balancing 
and full shutoff without quadrant dampers, the com- 
pany states. Step-down vanes are designed for max- 
imum free area with minimum air resistance due to 
straight edge design of the vanes. Recirculation of 
room air is induced by curved contour vane design. 
Round and square styles are available without damper 
control for efficient use as return air faces on perime- 
ter systems, Finish and style are designed to blend 
with modern decor; thick rubber gasket seals unit 
against ceiling to eliminate streaking caused by air 


leakage. 


Blower Wheel 


HicH spEED blower wheel designed for cooling sys- 
tems—Lau Blower Co., Dept. AA, 2005 Home Ave., 
Dayton 7, O. Unit operates at 1500 rpm at maximum 
static pressure of 114 in. Smooth air flow center disc 
design reduces turbulence; wider spread between hubs 
is said to provide greater lateral stability; mechani- 
cal lock secures each blade to the center discs by four 
individual steel fingers individually pressed within 
the blade. Same size as its predecessor, the wheel pro- 
vides 50 percent more rpm, the company states. Wheels 
are available in cold rolled steel, stainless steel, rust- 


proof steel or aluminum, and in a variety of colors. 


Duct Lining 

PRE-FORMED molded fibrous glass liner for rectangu- 
lar or round ducts, in a variety of sizes and thick- 
nesses and 4 ft lengths—Insul-Coustic Corp., Dept. 
1A, 42-23 54th Rd., Maspeth 78, N. Y. Light weight 
liner is inserted into duct without cutting, pinning, 
clipping or adhesives; interior surface is lined with 


open weave glass cloth which prevents surface erosion 
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and reduces frictional resistance to air flow. Material 
is said to absorb airborne sound and eliminate duct 
“whistle.” It has a K factor of 0.25 at 75 F mean 
temperature. It will not corrode or rot and is com- 
pletely moisture-resistant and insect-proof, the com- 
pany states. 


Insulation Board 


SEMI-RIGID insulation board of spun mineral fibers 
designed for heating, cooling, and ventilating duct 
systems—Gustin-Bacon Mfg. Co., Dept AA, 210 W. 


10th St., Kansas City 7, Mo. Designed for improved 
thermal and acoustical properties, board can be cut 
with a knife to conform to irregular shaped or curved 
surfaces. Board is in 24 18 in. sheets in thicknesses 


of 3/, a 


duct work it is available with vapor barrier. 


114 and 2 in. For cooling or combination 


Copper Sheet 


vv 


RipPLE PATTERN sheet copper in 16 oz. weight, 36 > 
96 in. sheets—Chase Brass & Copper Co., Inc., Dept. 
AA, 236 Grand St., Waterbury 20, Conn. Designed 
for interior and exterior applications, pattern features 
deep ripple or wave design which gives the effect of 
highlights and shadows. Outside use includes cor- 
nices and box gutters; inside applications are fire- 


place hoods, range hoods, paneling, wood baskets, etc. 


Condenser Covers 


PLastic COVERS for outside condensing units for 2 
and 3 ton cooling units—Armstrong Furnace Co., 
Dept. AA, 851 W. Third Ave., Columbus 8, O. Cover 
slips over cabinet to keep leaves, dirt and snow from 
blowing into cabinet when blower is not functioning 
during cold weather. Cutout fits around suction and 
liquid lines; zipper pulls cover tight. 


(More equipment news on page 110) 





“AUER [trfusaite- 


gives me easy, low-cost 


Tat-tt-lit-lilelsmmelammal-t-lilale em 


foreloli fale m-lalemetelaaloliat-tilelal (e) «1 


John Dondalski, Addison Sheet Metal, 
Chicago, Illinois 


Auer’s Perfusaire perimeter register is scientifically 
designed to provide the wide air pattern and low 
air resistance required on heating, cooling and 
combination heating and cooling jobs. It’s the 
perfect perimeter register for either old or new 
construction, too, because the Perfusaire can be in- 
stalled outside the baseboard, against the plaster or 
plastered in. 

Perfusaire diffusers incorporate many “on the job” 
time-saving features such as knockouts that elimi- 
nate cutting and fitting to duct sizes, built-in damp- 
ers that provide perfect system balancing without 
time-consuming adjustments or assembly at instal- 
lation site. Auer registers are shipped as a complete 
unit ready to install . .. mo other accessories or 
extras to buy. 

Shown at right is the Auer Fanaire and DRP line 
of perimeter registers for ceiling, wall, baseboard 
and floor installations on new or old construction. 
Fill out the coupon below and mail it today for 
complete information. 


- MAIL THIS COUPON TODAY!! 


THE AUER REGISTER COMPANY 
6602 Clement Avenue, Cleveland 5, Ohio 


Please send me complete information on the items checked below: 
[_] Aver Perfusaire Perimeter Register 
Aver Fanaire Perimeter Register 
Aver DRP line 


Name 
Company 


Street 


Aver “Perfusaire”—The baseboard diffuser, only 
18” long—has the spread and capacity of 4 to 8 
foot units. 


\\ 


Aver Fanaire provides ‘Perfect Pattern” for heating 
and cooling. Can be used for high or low sidewall in- 
stallation or as a ceiling outlet. 





— 


Aver DRP Registers for perimeter floor installa- 
tion. Available in 22” x 14” and in sizes 4” and 6” 
wide, 10”, 12” and 14” long. 


THE AUER 
REGISTER COMPANY 


6602 Clement Avenue 
Cleveland 5, Ohio 





REGISTERS 
onm@ GRILLES 
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Save time and money... 


Get “Job Tailored” Steel 
from your Armco Distributor 











Here's how to cut scrap loss, save 
time, and eliminate costly pre- 
liminary operations: Order steel 
that's ‘‘tailored"’ to your exact 
requirements from your nearby 
Distributor of Armco Special-Pur- 
pose Steels. 
His quick delivery service 
makes him a handy partner on 
rush jobs, too. Very often he can deliver steel the same day 
you call—or even have it at your shop, cut-to-size, in a 
few hours. 


ARMCO STEEL CORPORATION 


2556 CURTIS STREET, MIDDLETOWN, OH!O 





TRIM STORAGE COSTS 
By serving as your rent-free stockroom, your Armco Steel 
Distributor keeps your inventories down—frees shop space 
and saves handling costs. And his technical men can give 
you valuable assistance in steel selection and fabrication. 
Distributors of Armco Special-Purpose Steels carry com- 
plete stocks of Armco Stainless Steels in sheet, strip, plate, 
bar and wire. In addition, many can supply special Armco 
ZincGriP® and ZiINCGRIP PAINTGRIP® Steels. 
It will pay you to talk to the Armco Steel Distributor near 
you. If you don't know his name, just write us at the address 
below. We'll put you in touch with him. 


RNC 
\//® 


SHEFFIELD STEEL DIVISION « ARMCO DRAINAGE & METAL PRODUCTS, INC. ¢ THE ARMCO INTERNATIONAL CORPORATION 
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equipment developments 


(Continued ) 





Air Power Notcher, Puncher 


Mopbev 65-5 sik POWER notching and punching ma- 
chine with 614 ton capacity and 434 in. throat—WNi- 
agara Machine & Tool Works. Dept. 4A, 637-697 


Northland Ave., Buffalo 11, N. Y. Machine can be 
equipped with large selection of punches and dies for 
simple or intricate holes, corner trimming or combi- 
nation trimming and cutoff. Foot valve frees opera- 
tor’s hands for feeding material; ram can be lowered 
gradually; throat depth permits notching and punch- 
ing well inside edge of sheet. Optional equipment in- 
cludes floor stand and feed table with adjustable squar- 


ing edge. Unit operates on shop pressure of 80 psi. 


Automatic Gas Control 


“UnitrROL” MopEL 400-E automatic gas heating con- 
trol for warm air furnaces—Grayson Controls Div.. 
Robertshaw-Fulton Controls Co., Dept. AA, Long 
Beach Blvd. at Long Beach Freeway, Long Beach 
5, Calif. Unit combines gas cock, thermostati: 
valve and automatic pilot; it has snap-action gas 
valve. Unit operates on 24-v, a-c and is suitable for 
use with all types of room thermostats. Two pipe fit- 
lings are necessary; adjustments are made by remov- 


ing front plate. 


Through-Wall Flashing 


“SPANDO” CONCEALED flashing product for masonry 
and frame construction—-Cheney Flashing Co., Dept. 
1A, 623 Prospect St., Trenton 5, N. J. Flashing is 
cross-corrugated for quick drainage, to allow for ex- 
pansion and contraction at all temperatures, and to 
form a firm bend which stays in position. Flashing 
is made of a non-ferrous alloy of zinc, chromium and 
copper, said not to stain or discolor licht colored ma- 
sonry or paint; free lime in mortar or masonry does 


not affect it. Light-weight, malleable flashing can be 
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formed on the job, the company states. Two grades 
are available: 6 oz (0.008 in. thick) and 10 oz (0.012 
in. thick); product is in continuous 100 ft rolls or 


wide sheets. 


Conversion Burner 


INSHOT GAS conversion burner said to convert 90 per- 
cent of all oil fired furnaces to gas fired units without 
Liberty Combustion Corp., Dept. AA, 240 
Court St. Rd., Syracuse, N. Y. Mounting plate will fit 
over oil burner mounting lugs. Approved to 225,000 


alteration 


Btu input, unit is available in short and long models. 


Volume Control for Air Diffusion 


ATTENUATOR BOX with air balancing valves which 
control entry of hot and cold air and provide constant 
rooms—Anemo- 
stat Corp. of America, Dept. AA, 10 E. 39th St., Neu 
York 16. Use with high velocity, dual duct air con- 


volume of conditioned air into 


ditioni» * systems eliminates variations of total air flow 


into living area, the manufacturer reports. Degree of 
opening of hot or cold valves is controlled by thermo- 
stat and by pressure-sensitive membrane, both acting 
through a system of mechanical linkages. If the sys- 
tem becomes unbalanced, the volume of air admitted 
to the living area is held constant. Opening and clos- 
ing of air balancing valves is done by compressed ait 
at 15 psi; openings range from totally closed to full 


open. 


Humidifier Units 


Move. WF humidifier which produces water vapor 
mechanically by means of a centrifugal atomizer 
Walton Laboratories, Inc., Dept. AA, 1186 Grove St., 
Irvington 11, N. J. Unit is said to evaporate about 
10 gal of water into the air stream per day. Only 
water and blower connections are necessary. Heating 
coils, wet packs, nozzles, jets, pans and evaporator 
plates are eliminated; burner capacities are up to 
140,000 Btuh output. Copper, brass and other non- 
ferrous material are employed. “Electronic balancing” 
process is said to eliminate noise and vibration. 


(More equipment news on page 112) 
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climafjpump | 
BY ROUND OAK 





® SINGLE UNIT HEAT PUMP @ YEAR ‘ROUND 
CONDITIONED AIR @ USES ONLY AIR AND ELECTRICITY 
® COMPACT—PRICED FOR COMPETITION 


One complete, compact answer to both heating and 
. .a householder’s dream... here for TODAY’S Market. 
Using only fresh, outside air and electricity, the Clima-Pump 
provides year ‘round indoor comfort. No flame, no soot, 


air conditioning . 


fuel tanks or buried pipes. The five-year warranted hermetically- 
sealed unit is as reliable as a modern refrigerator. 

The Round Oak line is your complete answer for today’s selling . . . gas 
and oil-fired winter conditioners, air and water-cooled air conditioners 


and prefabricated furnace fittings. Write, wire or call today! 





ROUND OAK CO., INC. 
Dowagiac, Michigan 
Gentlemen: Please rush me latest information on your new 
Clima-Pump. 











~ v4 Name____ 
Gas and Oil-Fired Clima-Twin-Aire eee eae 
Winter Remote Air-cooled 





Address 
Conditioners 





Conditioners 
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Keep Posted on Progress 


at the 
/ INTERNATIONAL HEATING & 


th AIR-CONDITIONING EXPOSITION 


(formerly the International Heating & Ventilating Exposition } 


a“ 


INTERNATIONAL AMPHITHEATRE—CHICAGO 
FEBRUARY 25—MARCH 1, 1957 


Under the auspices of the American Society of Heating and Air-Conditioning 
Engineers, and in conjunction with their 63rd annual meeting. 


LL plant engineers and operating men should keep posted on 

progress by learning about the newest developments in heating, 
ventilating, cooling and air conditioning equipment. At Chicago, 
you will see thousands of new and improved products that may help 
to improve efficiency in your plant. Here you can talk over your 
problems with the technical representatives of more than 450 lead- 
ing manufacturers. You owe it to yourself and your employer to 
see what's new at the biggest industrial equipment exposition of its 
type in the world. 


Write for advance registration to: 


13th INTERNATIONAL HEATING & AIR-CONDITIONING EXPOSITION 
480 Lexington Avenue, New York 17, N.Y. 


Management: International Exposition Co. 





equipment developments 


(Continued ) 





Thermostatic Control 


“Unitrot 110-S” thermostatic con- 
trol designed for installation in cold 
air return side of gas-fired wall fur- 
naces—Grayson Controls Div., Rob- 
ertshaw-Fulton Controls Co., Dept. 
14, Long Beach Blvd. at Long Beach 
Freeway, Long Beach 5, Calif. Unit, 








including combination pilot and 
main burner control valve and auto- 
matic pilot with 100 percent shutoff 
feature. is installed at base of wall 
furnace; it senses and reacts to floor 
level temperature of air which is 
returning to bottom of the furnace 
for recirculation. Unit is an adapta- 
tion of a control used for water heat- 


ers. 


Foamed Plastic Insulation 


“ARMAFLEX” flexible foamed plastic 
sheet insulation which adapts itself 
to curved or irregular surfaces with 
fitting or cutting 

{rmstrong Cork Co., Dept. AA, 4404 


Concord St., Lancaster, Pa. Insula- 


minimum of 


tion is designed for large tanks, ir- 
regularly shaped containers, air con- 
ditioning equipment and ducts. It is 
said to withstand temperatures to 
160 F; thickness can be built up by 
applying successive layers. Sheets are 
in thicknesses of 14. 4, 14 and 34 
in.. and in 30 36 in. sizes. Sheets 
apply to most clean, dry surfaces 
with adhesive, require no mechani- 


cal supports or vapor barrier. Out- 
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Join YORK’S All-Out Assault On Air Conditioning’s SECOND FRONT! 


et Your Share of the New Rich 
Expanding Multiple Space Market! 


A vagy 
r\ - Developed from the one best way to air condition smaller areas 
9) | York Self Contained Units In Multiple can be adapted 
eo 
for installations of any size! 


5% , Your chances of bringing home the con- 

; tract go way up with YORK’S multiple- 

unit plan. Whether your problem is a 

C iE medium-sized store or a multi-story office 


47 building, YORK’S superior self-contained 
air conditioners give you a better savings 
story. Self-contained units may be located 
wherever it’s convenient, may be easily 
moved and readily adapted to meet new 
requirements. Installation is easy. In 
many cases these units may be installed 
without business interruptions, without 
building alterations. 

Be sure yours 

is the low bid 

with the YORK 


mubiglosapece SELL MORE—PROFIT MORE—SERVICE LESS! 


plan. YORK Not only are your unit sales larger, but 
Py-Vbeadelatielial-t:| your profit margin, too, is way up. You 

i make a healthy mark-up on every unit 
units are you put in. And with famous YORK qual- 
quality built... ity you get a 5 year protection plan on the 
x cooling circuit; your profit isn’t dissipated 
job matched... on extensive service calls later. 


backed by a Better check on that YORK franchise! It’s the 
full five year hot one for *57! Several good franchises 
: Y are still available. For full details, write 
eleed ita ited a) plan. or call Commercial Division Sales Man- 
ager, York Corp., York, Pa. 
Remember: YORK is the quality name in 
air conditioning! 





Your FUTURE and FORTUNE oO r 
Now Lies With YORK 


refrigeration 
air conditioning 


Bw 


YORK CORPORATION, YORK, PA., Subsidiary of Borg-Warner 
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equipment developments 
(Continued ) 





side installations should be protected 
by aluminum or asphalt paint, the 
manufacturer states. 


Attic Fan 
FOR FASTER, BETT ER AUTOMATIC EXHAUST fan for dispel- 


ANCHORING IN MASONRY... ling superheated air from attics 
Lau Blower Co., Dept. AA, 2005 


Be sure of your anchoring work. Use the best Home Ave., Dayton 7, O. Designed 
anchors. To begin e good job right specify Raw!. to reduce heat load for cooling unit, 

Here are some new additions to the Raw! Product 
line... If you're not familiar with all our products why 
not let us send you a catalog? 


RAWL DRILL-HAMMER 


CONVERTS AN ELECTRIC DRILL, ECO- 
NOMICALLY, INTO A DEPENDABLE, FAST, 
POWER HAMMER. MORE THAN DOUBLES 
THE VALUE OF YOUR '%” ELECTRIC DRILL. 
Drill quickly into softest or hardest ma- 


fan starts when attic temperature 


sonry or stone with inexpensive Rawldrills. 
Saves money — eliminates necessity for 


using expensive carbide-tipped drills. reaches 95 F and stops when tem- 
Automatic clutch starts or stops action perature reaches 80 F. Unit has 16 
automatically when the drill point touches in. blade diameter, moves air at rate 
or is taken away from work. ‘“‘Light'’, ‘medium’ or ‘‘heavy"’ blows of 1900 cfm free delivery. It can he 


are selected by turning the collar. RAWLDRILLS TO FIT. installed vertically or horizontally in 
or near attic louvres. Optional auto- 


RAWL RAWL ag — gr ng cag ig" 
CALK-IN SCRU-LEAD an 1s running, closes as soon as 1 


Improved machine screw an The most holding power possi- “ : 

chor. Sleeve is precision-cast , ble with any lead screw anchor. 

of an exclusive Raw! lead al Exclusive Rawl lead allo used 

loy, especially developed for for easy installation an .uge Dust Collectors 
masonry anchors. It's just holding power. The top flare 
soft enough for easy, com out speeds up anchoring time 
plete caulking and hard because screws can be inserted : , 
enough for tremendous hold quickly. Use for either wood collectors, redesigned to permit over 
ing power. screws or sheet metal screws. 


Series 80 cabinet cloth-filter dust 


214 times more dust storage capacity 
Write for free new dimensional wall chart and catalog. than their predecessors—Torit M/g. 
Co., Dept. AA, 292 Walnut St., St. 
RAWLPLUG COMPANY BRANCHES Paul 2, Minn. Collector capacities in 





oO oo , oO area ‘rease 
Sian: Wines ‘Dest a a er oo. models 81, 83 and 84 are increased 


Atlanta, Georgia Denver, Colorado Norfolk, Virginia from 34 cu ft to 2 cu ft. Each has 


j 
Baltimore, Maryland Detroit, Michigan Omaha, Nebraska 150 sq ft of cloth filtering area: fil- 





Boston, Massachusetts Honolulu, Hawaii Philadelphia, Pa. 


Buffalo, New York Houston, Texas Pltchergh, Penneytvenie ters are made from fine-woven cot- 

Charleston, West Virginia Irvington, New Jersey 

Charlotte, Norh Carolina Jacksonville, Florida 2 : ; ; 

Chicago, Ilinois Kansas City, Kansas sistance. Cabinet is 491 + 281 
. . ; San Francisco, California ‘ . 

Gacanen, Site kee Angsten, Culture t 28 in. All of the models have manual 

Cleveland, Ohio Miami, Florida Seattle, Washington 


Fairfield, Connecticut Milwaukee, Wisconsin Washington, D. C. starters with overload protection, 
foot pedal for shaking filters clean, 

THE RAWLPLUG COMPANY solid steel cabinets and inside ex- 

BOX 406A NEW ROCHELLE, N.Y. haust where regulations permit. Ex- 


plosion-proof motors are available. 


Rochester, New York ton chemically treated for spark re- 


St. Louis, Missouri , 
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MODEL 14-U-10. Capacity: 
14 gauge mild steel; 18 gauge 
stainless steel. 


in new features and superb performance 


Outstanding in every detail, the new PEXTO power shears are designed and quality-engineered for 
precision cutting of light gauge sheet with low initial cost and economical operating cost. Built to the 
traditional high standards of PEXTO, a pioneer in the manufacture of sheet metal tools and machines. 





= 
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PRECISION BACK GAUGE “v"-BELT MOTOR DRIVE 


Four matched"V"-Belts drive the flywheel 


HOLDDOWN 


An improved back gauge of entirely new 


Individual plunger spring-loaded hold- 
design. Precision-cut screws mounted in 


from the motor mounted on quick adjust- 
ing motor base. Flywhee! shaft runs in 
Timken Tapered Roller Bearings. Drive 
shaft has Oilite bronze bearings. Higher 
flywheel speed and anti-friction bearings 


needle and Timken Roller Bearings at 
both ends. Gauge brackets travel in 
hand-scraped ways for accurate align- 
ment. Front operation of back gauge, 


downs. Self-compensating for variations 
in metal thickness. Holddown assembly 
easily removed for changing knives. 
Special rubber-faced holddown pads 
available. 


either hand or power, also available. for shearing smoothness and accuracy. 


Alsoa lete line of Machi 


Pp 


PEXTO 


,tee es 





and Tools for Modern Sheet Metal Fabrication. 
Write for free PEXTO Power Shear Bulletin No. 57 


THE PECK, STOW & WILCOX COMPANY 


1785 SOUTHINGTON, CONNECTICUT 


a: peasgtae yar Aton 
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_t-Way Deflector with Opp. Blade | 


Perimeter Register 


KRUEGERS 
SHARPENED PENCIL 
HELPS YOU GET 
THOSE CLOSE JOBS” 


A Complete line 
of Registers, 
Grilles & 
Diffusers for the 
Residential Field 
plus a Complete 
Line of Double 
Deflection 
Registers & 
Diffusers with 
Opposed Blade 
Dampers, 
Extractors & 
Volume Control 
for the 
Commercial & 
Air Conditioning 
Field 


Sidewall Perimeter Diffuser 


WRITE OR WIRE FOR PRICE CATALOG 
AND NAME OF YOUR NEAREST JOBBER 


KRUEGER 


in CONDITIONING co, Lan 


19 E. RILLITO @ TUCSON, ARIZONA © PHONE MAin 2-2805 
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Enamel for Metal Panels 


“DuRACRON” coating which resembles porcelain for 
finishing curtain wall panels and other applications 
Pittsburgh Plate Glass Co., Dept. AA, 632 Ft. Du- 
quesne Blvd., Pittsburgh 22. Made of thermosetting 
acrylic resins, coating is said to provide good resist- 
ance to chemicals and detergent, humidity and salt 
spray, grease and stain, and impact and marring. 
Complete range of colors is available. 


Hole Puncher 


Series G hole-punching unit designed for close center- 
to-center hole locations in sheets, strips, ete.—Punch 
Products Corp., Dept. AA, 3800 Highland Ave., Ni- 
agara Falls, N. Y. Special slot in bottom of holder fits 
to press brake bed rail, permitting quick gang punch- 
ing setups ready to produce parts. Die buttons are 
interchangeable for punching various diameter holes. 
Units have standard 71% in. shut height and 314 in. 
die height for punching holes up to 0.3125 diameter 
in mild steel up to 1g in. thick on 34 in. minimum 


center-to-centers. Throat depth of holder is 2 in. 


Arc Welder 


TRIPLE RATED a-c transformer type arc welder for 
operation on single phase, 60 cycles, 230-v input 

Hobart Bros. Co., Dept. AA, Canal Lock Square, Troy 
1, O. “Diverter path” type unit has magnetic control: 
controls provide five main steps of coarse adjustment 
for use in all conventional a-c welding as well as for 
certain inert gas welding applications; four additional 
steps are provided for use in certain other inert gas 
welding. Unit is also suitable for certain types of con- 
ventional welding. Rheostat provides fine are adjust- 
ment, the company states. Capacitors for power factor 
correction are optional. Stationary unit is 34%¢ in. 


high, 19 in. wide, 1834 in. deep, weighs 215 Ib. 


Residential Blowers 


SERIES OF SIX sizes of belt and direct drive blowe1 
units for residential heating and cooling applications 

Torrington Mfg. Co., Dept. AA, Torrington, Conn. 
Wheel diameters range from 716 to 125¢ in. Features 
are: center lock blower wheel; heavy gage steel and 
spot welded housings; two motor mounting locations 
for each angle of discharge; extra-long sintered bronze 
bearings with ball bearing assembly encased in rub- 


ber. 


Scribing Tool 


“Micro-Scriper” tool for layout, scoring, etching, 
Greist Vig. Co., 


and marking in sheet .metal shops 
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INDUSTRIAL le] DOMESTIC 
AIR CONDITIONING [is HEATING 


Ae 4 
x ez az 
Me: sods eae Pa 


Just what the dealer ordered—a complete heating and air conditioning “pack- 
age” from the source that prices right and pays the profits! From Gibson you 
now get just what you need—and only what you need—for your customers. All 
Gibson units are engineered for easy installation and minimum service. Look 
over the list, then see your distributor about the promotional and other helps 
that Gibson gives you! 


Residential Air Conditioning Domestic Heating 


2-3-5 ton units Gas and oil-fired heating units 

Air-cooled and water-cooled Exclusive EVEN-FLO Vari-flame 

New attic units with prefabricated ductwork Complete line—Hi-Boys and Lo-Boys 
Remote air-cooled units 2 through 10 tons Year round air conditioning 

Packaged water-cooled units ae 

; : —— Industrial Air Conditioning 
Commercial Air Conditioning Packaged direct expansion systems up to 
Packaged units 2 to 40 tons 40 tons 

All factory-assembled and tested Packaged chillers 

Exclusive Gibson STRAT-O-VENT air circulation Water-to-air and air-to-air heat pumps 


Ss 4 DIVISION OF 
5-Ton Self-Contained weiuPpPp 
Commercial Air Conditioner Installs quickly CORPORATION 
in 7.73 sq. ft of floor space. 


Greenville, Michigan 
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Dept. AA, New Haven 15, Conn. Unit will scribe 
brass, bronze, monel, hardened steel, aluminum. cor- 
rugated sheet and other metals. Solid carbide tip is 
diamond ground and precision lapped. Tip is secured 


within tool and mounted in polished aluminum hexag- 


goes in when temperatures rise to maximum cooling 
load level. Squirrel cage blower moves air through ducts. 
Prefabricated duct system of thick sheets of glass fiber 
is available for homes without duct work. Unit is in 
two sizes: 2 hp size for two and three bedroom homes 
and 314 hp size for larger homes. Complete line of 
fans and window units is also available from the com- 


pany. 


onal shaped handle. 


Door Grille 
Add-On Cooling Unit 


“Uni-FLo” move. ED door grille with telescoping 
SELF-CONTAINED cooling unit which can be attached 


frame which provides a 1 in. flange for both sides of 
to existing furnace duct work in attic, crawl space, 


basement or utility room O. A. Sutton Corp., Dept. 


14, 1812 W. Second St., Wichita 2, Kans. Unit is pow- 


ered by twin commercial type sealed compressors, one 


the door—Barber-Colman Co., Dept. AA, 1101 Rock 


of which operates when the weather is mild; second St., Rockford, Ill. Designed for use in doors ranging 


LET CINCINNATI ELBOWS HELP 
YOU TO EXTRA PROFIT ON YOUR NEXT 
JOB-—FASTER TO INSTALL BECAUSE 
THEY’RE SHAPED AND TAPERED TO FIT 
ANY STANDARD SIZE PIPE——~LONGER- 
LASTING BECAUSE THEY’RE HOT-DIPPED IN 
ZINC, AFTER FORMATION, TO ELIMINATE 
RAW-EDGE-RUST__ALL SIZES, ANGLES, GAUGES 
AND METALS, INCLUDING COPPER, ALUM- 

INUM, STAINLESS OR GALVANIZED 
STEEL—_ASK YOUR VvoBBER// 





CINCINNATI ELBOW CO. 


4730 MADISON ROAD ¢ CINCINNATI 27, OHIO 
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So strong you can step 
on it, so lightweight you 
can carry the longest length! 


ve time by the hour 


...concrete by the 
cubic toot 


Transite Air Duct being installed in 
Ridgewood Homes, Inc., Worth, Ill. 
Clifford J. Wood, Builder: Brainerd 
Heating and Sheet Metal Co., Heat- 
ing Contractor 


Taped joints are this easy to make, 
right at the job site 


Transite is ideal for loop or radial 
systems. 


Johns-Manville TRANSITE AIR DUCT 
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easy-to-install Transite air duct! 


Transite® offers you unmatched dollar 
savings for perimeter heating and cooling 
systems! Here’s why: 

First, Transite is light in weight. This 
means it is easy to truck, stack, and carry 
on the job. Easy to assemble, too . 
permanent, efficient joints are quickly 
made with easily applied Ductite® Tape. 


NO ENCASEMENT NEEDED 


More important, Transite saves substan- 
tially in both time and concrete. Transite 
needs no concrete encasement . . . can be 
laid directly on the prepared bottom. 
Transite won't “float”. . . needs no special 
supports or anchoring. Just position ducts 
and pour concrete . Transite won't 
crush, dent, or deform. 


AVAILABLE IN LONG LENGTHS 
Installation is still faster and easier because 
of Transite’s long, 10-foot lengths . 
fewer joints to be made to complete the 
installation. And fittings can be made right 
on the job... simply cut the pipe to shapes 
desired and tape sections together. 


MANY HOME OWNER ADVANTAGES 


Transite offers home owners long, trouble- 
free service. Made of asbestos and cement, 
it is fully corrosion-resistant inside and out, 
it won't flake or flap down to impede air 
flow... will never rot or give off odor. For 
free booklet, TR1I44A, write to Johns- 
Manville, Box 14, N. Y. 16, N.Y. In Canada, 
565 Lakeshore Road East, Port Credit, Ont. 


JM 


ROOUCTS 





PUT OUR EXPERIENCE 
behind YOUR home 


AIR CONDITIONING 





Many builders, through lack of personal ex- 
perience with year-around air conditioning, hesi- 
tate to put it in their homes—but not those who 
specify Majestic. They know the full weight of 
Majestic’s many years of “home comfort” ex- 
perience stands firmly behind their ultra-mod- 
ern units. In remodeling or in new construction, 
the contractor expects and gets all the benefits 
of Majestic’s research and engineering. 


Majestic LINE IS COMPLETE 


Whatever system you want—2, 3, or 5 ton 
self-contained water-cooled units or remote air- 
cooled models, in matching twin units or for 
add-on installations—Majestic has it in the 
line. For only a very few dollars, a Majestic 
Furnace installation can be equipped with a 
remote-system evaporator cabinet, ready for 
“the works’”’ whenever the home owner decides 
on all-season air conditioning. 


SLASH Chimney and 


Majestic also makes the revolu- 
tionary metal Thulman Chimney 
that cuts erection costs to a 
minimum, and Thulman Fire- 
place, the complete fireplace and 
chimney that needs 

no masonry. Both 

have simulated red- 

brick top housings. 

Both are U.L.-listed 

for zero clearance 
installation in homes 

to two-stories high 

with or without base- 

ment. 


Call your nearest 
Majestic Dealer, 
or write today 





Huntington, Indiana 
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from 13% in. to 2 in. thick, units have choice of two 
cores: one, vision-proof from any angle, has free area 
of 81.5 percent; the other has a free area of 86.6 per- 
cent. Baked enamel finishes are available to match 


any color, in addition to several standard finishes. 


Cooling Grilles 


“THERMO-FLEX” grille with aerodynamically correct 
vane 11/16 in. deep with 2/3 in. centers and pivoted 
in front—Midco Register Corp., Dept. AA, 1059 
Grand Ave., St. Paul 5, Minn. Combination of front 


and rear vanes controls directional flow and throw. 
Units are in three styles: vertical front with horizon- 
tal rear vanes; horizontal front with vertical rear 
vanes; or single horizontal or vertical front vanes. 
Opposed blade dampers are optional on all styles. 


Units are available from 4 X 4 in. up. 


Axial Fans 


SERIES OF AXIAL airfoil fans for ventilation, cooling 
and other applications—Chicago Blower Corp., 9867 
Pacific Ave., Franklin Park, Ill. Blades resemble air- 
craft wing; thick airfoil section and large blade angle 
at hub decrease to small values at tip for higher pres- 
sure characteristics. less noise and even air delivery 
across entire fan blade without back flow at hub, the 
company reports. Wheels are die formed sheet steel; 
blades are hollow and in one piece, welded shut. Units 
are in 2. 4, 6 and 8 blade models. Fan diameters run 
from 12 to 72 in.; capacities range from 1200 to 100,- 
000 cfm. 


Plastic Gutter 


“PERMADRAIN” reinforced glass fiber plastic rain gut- 
ter and downspout—-Permanent Products, Inc., Dept. 
14, 102 W. Fairfield Ave., St. Paul 1. Minn. Colors 
are permanent; no painting is required. Units will 
not rust, rot or deteriorate, according to the manu- 
facturer. Downspouts and troughs are in 10 ft lengths: 
inside and outside miters are 6 in. inside length, 12 
in. outside. Slip-joint feature in elbows allows one 
size to fit all soffit widths. Left and right ends double 


as couplings for flangeless, short cutoffs. Bonding ma- 
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Built to Last. Aerial view of Veterans Administration Neuro- 
psychiatric Hospital near Pittsburgh, Pa. All sixteen build- 
ings have Monel nickel-copper alloy flashings and drainage 


systems. Architects-Engineers: Prack & Prack, Alfred Hop- 
kins & Associates, Bowers & Barbalat. Hospital Contractor: 


James McHugh Sons, Inc. Sheet Metal Work: Miller & Meyer. 


Why the big trend to light-gauge Monel 
for so many of foday’s new buildings ? 


More and more architects are writ- 


ing three little words into their speci- 
fications these days. 


The words are ““Monel Roofing 
Sheet.” And it’s easy to explain why. 
Monel* nickel-copper alloy is 
strong and tough. Stronger and tough- 
er, in fact, than any other non-ferrous 
roofing metal. It is highly resistant to 
atmospheric corrosion. 


Monel alloy 


abrasion. Has an average coefficient of 


also resists wear and 


expansion, so is less likely to crack un- 
der extreme temperature changes. 


this combination of 
properties, you can often specify lighter 


Because of 


gauges than are commonly used. And 
with lighter gauges, of course, the cost 


of roofing metal per square foot drops 
measurably ! 

Another feature — Monel alloy pre- 
sents no installation 
problems to the experienced roofer. 
The same tools and techniques em- 
ployed with other roofing metals work 
fine with Monel alloy! 


fabrication or 


So write Monel into every job. For 
schools... hotels... factories. . . office 
buildings . . . hospitals and all other in- 
stitutions. And don’t hesitate to ask for 
help or advice on a specific job. The 
Monel Roofing Sheet Distributor in 
your city is listed under “Nickel” in 
the “Yellow Pages” of your telephone 
directory. Call him. Or write to us. 


*Registered Trademark 


The International Nickel Company, Inc. 
67 Wall Street New York 5, N. Y. 


a 
, ‘ 


No Problems. Good workmanship is as 
easy to achieve in corrosion-resisting Monel 
alloy as it is in any other roofing metal. 
Neither fabrication nor 





installation of 
Monel sheet metal roofing requires special 
tools or techniques. 


4S, 
INCO, NICKEL ALLOYS 


Monel Roofing ...for the life of the building” 
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put 
Extra-Protits 
in your 
pocket 
with 


ELGEN 4/-/te 
VANE RUNNERS 


QUICKEST WAY 
EVER DEVISED 


for installing single or 
double blade turning 
vanes in square el- 
bows. No special 
tools required. 


New production machinery of our 

own exclusive design, now enables 

us to produce button type Elgen 

All-Tite vane runners in continuous coils, 
effecting a savings in your cost per job. 


COILED ELGEN ALL-TITE VANE RUNNERS MEANS... 
e less Waste / Waste pieces due to short ends are a thing 


of the past. Vane runner metal is coiled in 100 foot lengths, 
you just pull out the exact footage needed. 


@ fasier Storage ! Each coil weighs approximately 50 
lbs. and is packed in a box 28" x 28” x 5’. Box fits easily 
under bench or against wall. 


e Easver Handllin / No loose pieces lying around to 


get in the way or collect dirt. 


®@ Unrolle absolutely Flat! vane runner metal 
emerges from the box at bench height . . . absolutely flat... 
ready for use. 





TWO MORE ENGINEER-APPROVED ELGEN PRODUCTS 1 
THAT SAVE YOU TIME AND MONEY 


ELGEN DAMPERSET 


= «+. for anti-blade 

“flexible” duct con- dampers, e 

nectors. A one piece or ee 
oped. 


-&> 
metal te material | |' SS erfect damper 
unit, packed in coils, | | ardware devel- 


ELGEN SILENT DUCT 


. for forming 


vnrolls absolutely 
flat. Mokes on the 
spot work a cinch. 


ELGEN PRODUCTS ARE SOLD THROUGH 
LEADING JOBBERS EVERYWHERE. 


Write today for free 
catalog and “spec” sheet! 


ELGEN MANUFACTURING CORP. 


41-34 39th Street, Long Island City 4, N. Y. 
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terial kit contains chemical bond, mixer. applicator 
and instructions. 


Remote Heat Pump 


Heat PUMP which supplies heat in winter and cooling 
in summer with operating parts situated outdoors 

Majestic Co., Inc., Dept. AA, 733 Erie St., Hunting: 
ton, Ind. Designed for basement, slab, crawl space or 
tri-level applications, units are in several flow arrange- 


ments and two sizes: 36,000 Btu cooling with 75.000 


Btu heating; and 60,000 Btu cooling with 105,000 
heating. Supplemental electric heat comes into opera- 
tion at low outdoor temperatures. Indoor unit is 21 

24 X 48 in., including blower for forced air dis- 
tribution. Compressor, condenser blower and other 
bulky equipment are outside the house. Insulation 
reduces operating noise level; automatic controls 


are designed for easy operation by housewife. 


Power Roof Exhauster 


CENTRIFUGAL AND axial power roof exhausters with 
capacities from 300 to 6500 cfm—Greenheck Fan & 
Ventilator Corp., Dept. AA, Schofield, Wis. Offered 
in variety of sizes, unit is constructed of spun alumi- 
num with motor cushioned in rubber, according to 


the manufacturer. 


Sheet Steel Racks 


PORTABLE HEAVY DUTY sheet steel racks for handling 
and storing sheet steel—Palmer-Shile Co., Dept. AA, 
16078 Fullerton, Detroit 27, Mich. Flush bottom racks 
have reinforced cross bars welded to frame. permit- 
ting sheets to nest snugly without sagging. Racks are 
picked up with automatic tongs suspended from over- 
head crane, carrying tiered sheets from place to place. 
Extra thickness of lift bar is welded to w rap-around 
crane bar; safety strips welded at each end of the 


rack prevent rack from slipping. 
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“NO QUESTION ABOUT IT, 
WISS SNIPS ARE BEST 
FOR TOUGH JOBS” 


Mr.J.W. Aikenhead, President, Aikenhead Hardware Lim- 
ited, Toronto, Canada, gives one good reason why he prefers 
Wiss Snips. There are several reasons why they are the choice 


of professional workers everywhere —why they sell better, with 


fewer returns. Wiss snips are produced largely by the handwork of skilled workers. Each 
pair is rigidly tested and guaranteed perfect. Bolts are set precisely to reduce wear and to in- 
crease cutting power with the least effort. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting 
power. These 10” snips cut with about one-half the effort required for standard 
1214.” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 (cuts 
right) are designed to cut the most intricate scrolls and circles. M-3 is for shallow 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching, 
nibbling and cutting shallow ares in sheet metal as heavy as 16 gauge. 


AMERICAN 


Be 


WISS INLAID SNIPS 


High carbon crucible steel 
welded to a hot drop-forged 
frame provides that eztra serv- 
ice demanded by professional 
users everywhere. Six Straight 
Cutting sizes from 1114” to 17”, 
including Bulldog Snips for 
notching. Three Combination* 
Cutting sizes, 12144”, 1314” and 
1414”. 


WISS SOLID STEEL SNIPS 

For those whose requirements 
are less specialized than the 
professional user. Hot drop- 
forged of fine carbon steel, they 
meet or exceed government 
specifications. Four straight 
cutting sizes, 8” to 1214”. Four 
Combination* Cutting sizes, 7”, 
10”, 13” and 16” Bulldog Snips 
for notching. 

*Made with straight blades, but 
ground and shaped so they readily 


cut curves and irregular shapes as 
well as straight. 


NEW HANDLE GRIPS IN 

BRIGHT IDENTIFYING COLORS! 

Famous Wiss Metal-Master snips are now 
available with vinyl plastic grips — tough, 
resilient, long-wearing, acid and grease re- 
sistant. For instant identification by the 
worker, M-1R is fitted with bright red han- 
dles; M-2R with green handles; M-3R with 


yellow handles. 


WISS the Winner in 
laboratory tests! 


In grueling tests made by an independent 
laboratory, Wiss Metal-Master, inlaid and 
solid steel snips out-performed other leading 
brands. Wiss snips in each category proved 
to cut cleanly with less effort required. The 
tests were so severe that some competing 
brands were damaged — cracked at bolt, 
handle bent out of shape. This is conclusive, 
unbiased proof that Wiss snips are the finest 
and most satisfactory available to metal 
workers. The laboratory report stated: 
“Wiss inlaid straight cut snips showed far 
superior cutting qualities than the other 
shears tested and should be listed in a sepa- 
rate class from the solid steel snips.” 


J. WISS & SONS CO., 
NEWARK 7, NEW JERSEY 


World’s Largest Manufacturer of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 
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R 


1956 





new literature... 





Corrugated Metal Roof Deck 


“Mitcor RiBrFORM” corrugated steel roof deck is de- 
scribed in a two-color, four-page brochure. Informa- 
tion is given on physical properties of both standard 
weight and heavy duty sheets, which are fabricated 
in varying lengths to meet job requirements. Ask for 
catalog No. 245—Inland Steel Products Co., Dept. AA, 
1143 W. Burnham St., Milwaukee 1. 


Miniature Gas Pilot 


BULLETIN GS-76 gives information on the operation 
and installation of “Mini-Pilot” miniature gas pilot 
for water and wall heaters. The pilot is non-aerated 
which, according to the company, insures against 
failures due to linting and clogging—Grayson Controls 
Div., Robertshaw-Fulton Controls Co., Dept. AA, Long 


yractices. Three basic processes electric arc. gas. 
} } fal 


and resistance welding are described, and a sec- 
tion of the pamphlet covers recent production develop- 
ments. Copies are available from field offices as well 
as SBA Washington headquarters—Small Business 
Administration, Washington 25, D.C. 


Aluminum-Surface Insulation 


RESULTS OF TESTS conducted by Pennsylvania State 
University under the sponsorship of Aluminum Co. 
of America are presented in the booklet “Insulating 
Value of Reflective Elements in an Attic Under Sum- 
mer Conditions.” A test house with 156 sq ft of floor 
area, built of standard materials for practical com- 
parisons, included two attic spaces — one covered by 
a gable roof, the other by a flat roof. Glass fiber in- 
sulation, 2 in. thick, was installed in the ceiling with 
its breather sheet exchangeable without disturbing the 
insulation. Tests were made in pairs, first with a kraft 
paper breather and then with a perforated aluminum 


Beach 5, Calif. 


foil breather. In one test a reflective-surfaced paper 
was used as the breather sheet. According to the re- 
yort, the test made with the gable roof showed that 

M i ho | 7 7 
odern Welding Practices changing from kraft paper to the aluminum foil 
No. 46 in the series of Technical Aids for Small 
Manufacturers published by the Small Business Ad- 


breather reduced the heat flow 28 percent when there 
was no ventilation. Similar results were obtained when 


ministration discusses the subject of modern welding ventilation was provided threugh typical louvers in 


Hand Operated 


BOX AND PAN BRAKES 


One Man Operation - Quick Adjustments - Rugged Construction 





BENCH MODEL BOX AND PAN BRAKES 
Made in three sizes with bending lengths 
of 24, 30, and 36 inches up to 16-gauge 
sheet metal. Stand is available as extra. 


DREIS & KRUMP 





Descriptive Literature on Request. 


DREIS & KRUMP 


MANUFACTURING COMPANY 
7404 S. Loomis Boulevard, Chicago 36, Illinois 


UNIVERSAL BOX AND PAN BRAKES 


Capacities up to 12-gauge sheet metal 
and bending lengths up to 10 feet. 
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Service calls 
eating up your 
profits? 


SWITCH TO 
CONCO 


Blowing 
a fuse over 
complicated 
wiring? 


SWITCH TO 
CONCO 


S@eteee Sane \te/eereeeee eat eet oete oF. 


Burned 
up over 
burned out heat 
exchangers? 


Want more 
lity for your 
Parts quality y 
delivery been dollars? 
falling apart? SWITCH TO 


SWITCH TO CONCO 
SWITCH TO 
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Want bigger profits for ‘57? Conco is 
the answer—with factory wiring and 
assembly, easy - to - adjust burners, 
complete accessibility, compact size 
and top performance, at very com- 
petitive prices. For more business of 
all kinds, for faster installations and 
fewer service calls—switch to Conco. 
Gas and oil fired furnaces, air and 
water cooled air conditioners—for 
every size and type of home. Write 
for details now. 


Heating / 
Cooling / 








CONCO ENGINEERING WORKS 


DIVISION OF H. D. CONKEY & COMPANY — MENDOTA, ILLINOIS 


Manufacturers of a complete line of quality heating and air conditioning equipment 
AFFILIATES: 
CONCO MATERIAL HANDLING DIV. - CRANES, HOISTS — CONCO BUILDING PRODUCTS, INC. - BRICK, TILE, STONE 
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National rolls to 
your specifications 
— angles, channels, 
tees, rods, flat- 
bars, pipe and tube 
—plain, or punched 
for riveting or 
bolting. 








One Ring— 
or thousands... 





If you haven't worked with rings 
rolled by National, you're due for 
a pleasant surprise . . . for these 
true rings, guaranteed to fit your 
job, are: 


Accurately rolled with uni- 
form curvatures. 


Easy to fit on the job. 


Punched with the bolt or 
rivet holes you need. 


Available in the metals 
you use — carbon steels, 
stainless steels, aluminum, 
etc. 


The best value at the best 
price. 


Ready for immediate de- 
livery in leg out rings in 
many sizes. 


Tens of thousands of National rings 
have been used in all parts of the 
country by large and small sheet 
metal shops. They are rolled by 
experts on the most modern high- 
speed equipment to give you a 

recision ring at the lowest cost. 

rite today about your require- 
ments, and the National list of 
stock sizes and quantity discounts. 
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the gables. With the flat roof and. no ventilation, the 
report says, the change from kraft paper to the alu- 
minum foil breather reduced the heat flow 27 percent, 
and equally good or better results were obtained with 
ventilating air at 105 F. With ventilation at 85 F, the 
heat flow dropped as much as 48 percent when the 
kraft breather was changed to perforated aluminum 
foil. According to the company, these findings will 
accelerate the trend toward year ‘round air condition- 
ing of homes.—-Aluminum Co. of America, Dept. AA, 
flcoa Bldg., Pittsburgh 19. 


Centrifugal Fans 


BuLietin A-103 (64 pages) illustrates and describes 
backward curve airfoil centrifugal fans for commer- 
cial and industrial ventilating. According to the com- 
pany the airfoil blade design permits a smooth, even 
How of air over the blade eliminating eddy currents, 
reducing noise, increasing efficiency and reducing 
horsepower. Five classes of fans are described, with 
diameters ranging from 1314 to 168 inches—Chicago 
Blower Corp., Dept. AA, 9863 Pacific Ave., Franklin 
Park, Ill. 


Air Conditioning Parts and Supplies 


“DEPENDABOOK’ illustrates, prices and describes over 
10.000 items for the air conditioning field. Also avail- 
able is a booklet compiled to acquaint customers and 
prospects with the firm’s history and the services 
it offers. Send requests on company letterhead—Harry 
{lter Co.. Dept. 4A, 1717 S. Wabash Ave., Chicago 
16. 


Sheet Metal Machinery 


Mopet 65-5 air power notching and punching ma- 
chine is introduced in illustrated bulletin 79-D. In- 
cluded are specifications and feature descriptions as 
well as detailed photographs showing a wide variety 
of uses. Also included are information and specifica- 
tions for the company’s No. 5-24 hand lever punch 
and shear—Niagara Machine & Tool Works, Dept. 
1A, 683 Northland Ave., Buffalo 4, N.Y. 


improving Selling Techniques 


Sheet metal fabricating and 
assembly work is another Na- 
tional specialty organized for 
YOU. Use it as your stand- 
by facility. 


WAYS IN WHICH SMALL RETAILERS can increase their 
sales potential and specific ways to improve selling 
techniques are explained in a leaflet entitled “Improv- 


ing Personal Selling in Small Business.” The pamphlet 


Bishop 7-4255 


NATIONAL METAL FABRICATORS 


2142S.Sawyer Avenue ¢ Chicago 23, Illinois 


No. 16 in the Small Business Administration’s 
series of Small Marketers Aids 


worthwhile improvement can be made in even small 


points out that 


concerns without costly research or long training 
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INDOOR COMFORT 


lifelong search succeeds 


PATTERN of PROGRESS 
Perimeter Air Distribution 
#2 Floor Diffuser Short Baseboard Diffuser 


Extended Thermo-Base Baseboard Distributor 


AMERICAN ARTISAN, DECEMBER 1956 


When painting a barn, buying insurance, fertilizing 
a crop, roofing a house or paving a road, complete 
coverage is the thing. This, we’ve always known. 

These days, we know that when distributing air for 
heating and cooling, there is a major consideration 
in achieving real comfort: complete coverage of ex- 
posed walls. This gentleman, rich in experience, 
moved cautiously when first he read the “extravagant” 
claims in his Thermo-Base catalog. Today, he simply 
considers that the Thermo-Base system of air distribu- 
tion has made his lifelong search a complete success. 


Iherme-Base’ 


a product of GERWIN INDUSTRIES, INC., Michigan City, Ind. 
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courses. “Three elements are needed,” it notes. These 
are “a customer-centered attitude, an appreciation of 
the importance of certain basic personal selling skills, 
and an administrative climate which encourages im- 
provement.” The leaflet discusses each element and 
offers suggestions for both the salesman and the man- 
ager. Copies are available from all SBA field offices 
Small Business Administration, Lafayette Bldg., Wash- 
ington, D.C. 


Jointing Clay Duct 


FIVE TESTED METHODS for jointing vitrified clay duct 
for use in slab floor heating systems are described in 
a two color, four page bulletin. Instructions are given 
for jointing hot poured bituminous, wedge-lock, pre- 
cast bituminous, mortar and pressure joints—Clay 
Sewer Pipe Association, Dept. AA, 5 E. Long St., 
Columbus 15, O. 


Warm Air Heating Units 
DESIGN CHANGES and new colors are featured in an 
eight page warm air furnace catalog designated WA 


356. The brochure illustrates engineering features of 


oas and oil fired highboy, lowboy, counterflow and 
horizontal units. Tables give dimensions and operating 
capacities for all models—The Firewel Co., Inc., Dept. 
C-AA, 3685 Broadway, Buffalo 25. 


Furnace Humidifiers 


THE FEATURES of “Humidimatic” electric humdifiers 
for warm air furnaces are described in an illustrated 
self-muiler. Also described are “Humidex” tablets de- 
signed to preserve humidifiers by preventing rust and 
“Electronaire” permanent air filters for furnaces and 
air couditioners—Skuttle Mfg. Co., Dept. AA, Milford, 
Vich. 


Zinc Alloy Flashings and Gutters 


LITERATURE describes “Chine” non-ferrous zinc alloy 
sheets for flashing, valleys, fascias, gravel stops or 
gutters. Specifications, installation procedures, and 
line drawings showing details of construction are in- 
cluded—The Cheney Flashing Co., Dept. AA, 623 
Prospect St., Trenton, N. J. 


Roof Ventilators 


EXHAUST PERFORMANCE capabilities and fire-fighting 


features of “Jet Axial” roof ventilators are described 


EFFICIENT 


syeded GO 


HEAT EXCHANGERS 


HEATING ¢ COOLING 


PROCESS « AIR CONDITIONING 
ASK THE AEROFIN MAN 


Your Aerofin man’s recommendation means high efficiency, long 
service life, low maintenance costs. 


Aerofin’s unequalled laboratory and manufacturing facilities — 
unequalled knowledge of heat-exchange practice — are devoted 
exclusively to the design and manufacture of highest quality ex- 


tended heat surface. 


AEROFIN 
CORPORATION 


Aerofin is sold only by manufacturers 
of fan-system apparatus. List on request. 


101] Greenway Avenue 


Syracuse 1, N. Y. 





AMERICAN ARTISAN, DecemBer 1956 
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Write for your copy of 


“STAINLESS STEEL IN 
PRODUCT DESIGN” 


40 pages of useful engineering 
and fabricating data, includ- 
ing practical examples showing 
where, when anc how stainless 
steel improves design, adds 
benefits, helps sales. 


ADDRESS DEPT. AA-84 


COREE HEHEHE EEE EE SER OSS 
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Wherever you want to Protect something 
... that’s a place 


for A-L Stainless Steel 


In a textile plant, like the applications 
pictured above, Allegheny Ludlum Stain- 
less Steel protects against oft-colors in the 
dyeing and finishing department because 
it cleans up easily and quickly from batch 
to batch, leaving no traces of the previous 
dyes. In yarn twisters and other equip- 
ment in the weaving department, A-L 
Stainless provides the hard, smooth sur- 
face and high abrasion-resistance that 
protects against snagging and binding. 
Food, beverage, dairy, drug and chem- 
ical plants use A-L Stainless Steel to 
protect the purity of their products; hos- 
pitals, hotels and restaurants use it to 


protect appearance and sanitary standards; 
cars, trains and planes use it to protect 
strength and safety. And they all gain a 
host of bonus benefits from stainless 
steel, too: such as far less cleaning and 
maintenance expense, far longer life in 
service, and far greater economy in the 
long run. 

No other metal can match stainless steel in 
these qualities. In addition, A-L Stainless is 
easy to fabricate and we produce it in 
every form or shape that you may require. 

@ Let us — you to profit by it. 
Allegheny Ludlum Steel Corporation, 
Oliver Bldg., Pittsburgh 22, Pa. 


For Stainless Steel in ALL Forms—call 


Allegheny [udlum 


Warehouse stocks carried by all Ryerson Steel plants 





GLASS-LINED 
»¢ le] Ca - i | 


FOR HOTTER WATER 
CLEANER, FASTER! 


CGP PE re 
9 etolo (—) a Os le) 


FOR MAXIMUM EFFICIENCY- 
LONGER LIFE! 





STYLED FOR STREAMLINED GOOD LOOKS! : 
You'll like the attractive baked enamel finish and smart 
custom styling of both new Radiant hot water heaters. They 
blend with the decor of modern kitchens and recreation rooms. 


LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing for heating 
water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N.Y. 
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in bulletin VA-101. According to the company, the 
ventilator achieves a high rate of efficiency in ex- 
hausting heat, smoke, dust and fumes at low rpm. At 
the same time it is said to reduce exhaust operation 
noise and air turbulence. A feature of the exhauster 
is a safety vent that provides an emergency damper- 
opening device during fires—Detroit Blower Co., Dept. 


14, 9867 Pacific Ave., Franklin Park, Ill. 


Cast Iron Sheaves 


“Maci-Key” sHEAvEs for quick and easy speed ad- 
justment of “Texrope” V-belt drives in A and B sec- 
tions are described in bulletin 20B8524. According to 
the company, the sheaves are particularly adaptable 
for use in small air conditioning units, fans, blowers, 
and other low hp applications requiring rapid speed 
adjustments for maximum efficiency. Hp capacity and 
dimension tables are included—Allis-Chalmers Mfg. 
Co., Dept. AA, 1176 S. 70th St., Milwaukee. 


Heating and Cooling Equipment 


1957 caTALoc illustrates and describes oil fired sus- 
pended furnaces as well as gas and oil counterflow, 
highboy and floor models. Also illustrated are 2, 3 and 
> ton summer air conditioning units—Thermo-Prod- 


ucts, Inc., Dept. AA, North Judson, Ind. 


Dripproof and Enclosed Motors 


BuLLetin GEA-5980 illustrates production testing tech- 
niques and construction features of “Tri/Clad” motors 
available in 1 to 5 hp capacities. Also illustrated are 
servicing and installation advantages—General Electric 
Co., Dept. 4A, Schenectady 5, N.Y. 


Bird Barrier 


BROCHURE describes stainless steel bird barrier and 
repellent available in two models one recommended 
for large birds such as sea gulls and pigeons and the 
other for starlings, sparrows and small birds. Three 
methods of installing are described with adhesives, 
special clips and fasteners or with double loop wire 


ties—Nixalite Co. of America, Dept. AA, 115-119 BP 
ird St., Davenport, lowa. 


Standards for Heating-Cooling Systems 


“STANDARDS FOR THE INSTALLATION of Residence Type 
Warm Air Heating and Air Conditioning Systems” 
(NFPA No. 90B, July 1956) contains a number of re- 
visions including new material on duct clearances, 
recommendations for heat pump systems, and a section 


on semi-combustible ducts which may be used with 
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low temperature systems. Down-flow furnace systems 
using under-the-floor space of one-story dwellings as 
a supply plenum are recognized in the new standard. 
Vational Fire Pro- 
tection Association, Dept. AA, 60 Batterymarch St., 
Boston 10. 


Copies are priced at 35 cents each 


Elevating Table Shop Truck 


DATA SHEET describes the features of “Lift-A-Load” 
elevating table shop truck for use in shops where loads 
are being raised, lowered or moved. The truck has 
three table surfaces, the topmost one of which may be 
adjusted to various heights. Maximum capacity is 2000 
lb. Minimum height is 24 in. and elevated height 42 
in.—Dayton Rogers Mfg. Co., Dept. AA, 2824 — 13th 


1ve., S., Minneapolis 7. 


Preformed Duct Liner 


GLASS FIBER DUCT LINING, preformed to fit rectangular 
or circular ducts, is described in a four page bulletin. 
According to the company, use of the liner cuts in- 
stallation time thus elfminating much of the labor 


cost involved in lining ducts. It is said to have a high 


degree of sound absorption and to provide efficient 
thermal insulation—ZInsul-Coustic Corp., Dept. AA, 
12-23 54th Rd., Maspeth 78, N. Y. 


Metal Sheets for Acoustical Treatment 


PERFORATED METAL SHEETS for use in sound control 
applications are described in bulletin No. 45 (six 
pages). Installation of the sheets on ceilings or side 
walls is explained in keyed drawings supplemented 
with brief descriptive text. Illustrations show various 
patterns available in both ferrous and non-ferrous 
metals—Diamond M}fg. Co., Dept. AA, 243 W. 8th St., 
Wyoming, Pa. 


Air Mixing Units 

ButLetin DD-3 covers air mixing units for use in 
dual duct air conditioning systems. Illustrated and 
described are “V3” and “Type H” model mixing units 
as well as “VD” air distribution header. Both air 
mixing units contain volume controllers which re- 
quire no outside connections or power sources. They 
are capable of maintaining a constant supply of con- 
ditioned air despite varying static pressures, accord- 
ing to the company—Buensod-Stacey, Inc., Dept. AA, 
15 W. 18th St.. New York 11. 
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For Low-Cost Heating Plant Exhausting 
and Industrial Venting 
... Investigate 
Quickdraft 


Capacities of 56 
standard and 
heavy duty 
models (6 to 
30-inches 
diameter) 

-». 140 CEM 

to 16,766 CFM 
with or without 
stacks. Greater 
capacities on 
special order. 


%& NEW ACID-RESISTING FINISHES 

%& NO FAN OBSTRUCTION IN EXHAUST LINE 

% BLOWER OPERATES IN CLEAN OR OUTSIDE AIR 
%& CAN BE USED WITH OR WITHOUT STACK 


FOR HEATING PLANTS AND INCINERA- 
TORS. Quickdraft provides constant draft re- 
quired for efficient and economical combustion. 
It prevents noxious concentrations of deadly 
fumes and dangerous accumulations of explo- 
sive gases from escaping into buildings. It 
eliminates pulsating or chattering, puffing, 
smoking and sooting. Quickdraft’s acid-resisting 
vitreous enamel finish assures trouble-free 
performance. 


FOR INDUSTRIAL VENTING. Quickdraft 
eliminates down-time for cleaning and replacing 
fan blades . . . cuts maintenance costs. It is 
ideal for venting paint booths . . . abrasives, 
corrosive gases, noxious fumes, high tempera- 
tures and moisture. For severe exposure to 
acids, specify our new acid-resisting plastic fin- 
ish in addition to our standard acid-resisting 
vitreous enamel finish. 


FOR MOVING AIR ... in or out of buildings 
through ducts . . . Quickdraft is outstanding 
in efficiency. 


Send for engineering data on your 
heating or venting applications 


N-394-QD 





GIL DENGES (left) and John Carroll (right) 
of The Williamson Co. listen as William Went- 
ling, chief project engineer of Lau Blower Co., 
explains some of the finer points of a modern 


blower 


> Some 250 supPLIERS and customers as well as 
nearly 1000 employees, their wives, and families were 
guests of the Lau Blower Co. at a two day open house 
celebrating the completion and opening of a new 
$1.500,000 plant addition in Dayton, O. The new 
plant is the biggest single addition in the company’s 
25 year history. The opening coincided with the silver 
anniversary of the incorporation of the firm in 1931. 
Housing general offices, production facilities, a cafe- 
teria, and the engineering department, the 57,200 sq 
ft building adjoins present factory and office space 
in Dayton. With the new addition, the company now 
owns or leases 403,716 sq ft of office and manufactur- 
ing space. Currently, some 450 persons are employed 
by the firm. Fabricating area and capacity are nearly 
doubled with the new plant. New presses, welding 
equipment and wheel building equipment are being 
added. Nearly three quarters of a million dollars worth 


of new equipment is being installed. 


> THe Hermipirier Co. of Neffsville, Pa. has ac- 
quired all rights to manufacture and distribute Daffin 
humidifiers from Daffin Mfg. Co. and the Lancaster 
Engineering Corp. The transaction includes all in- 
ventories of completed units and spare parts as well 


as manufacturing tools and materials. 


> Genera Contrrots Co. has opened new and 
larger sacilities to serve customers in the Seattle dis- 
trict. The new offices and warehouse are located at 
925 Westlake Ave.. N.. Seattle 9. William R. Nason 
is in charge. A new offic e and warehouse has also been 
opened to serve the St. Louis territory. Joseph S. Fillo 
heads the new facility, which is located at 1330 Hamp- 


ton Ave.. St. Louis 10. 
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>» Waxtace J. Hoeinc, former sales manager of the 
Air Conditioning Div., Servel, Inc., has been named 
sales manager to head the overall sales organization 
of Brunner Mfg. Co.. Utica. N.Y. and its Gainesville, 
Ga. subsidiary, The Brunner Co. He fills a position left 
vacant by the resignation of Frank C. Hawk, former 


vice president in charge of sales. 


>» FoR THE FOURTH consecutive year an opportunity 


to secure a college education has been made possible WESTINGHOUSE 


dealers and distributors re- 
for selected high school graduates who live in com- ceive a real western welcome as they arrive at 


munities where National-U.S. Radiator Corp. has Las Vegas, Nev. 
manufacturing plants. The recipients of the company’s 


1956 scholarship awards are Curtis D. Waters, Johns- > More THAN 300 air conditioning dealers and dis- 
town, Pa.; A. Kent Stiffler, Duncansville, Pa.; and 


tributors recently enjoyed expense-paid holidays in 
Ronald Gibala, New Castle, Pa. 


Las Vegas, Nev. The vacations were offered as prizes 
in a three-month sales rodeo recently conducted by the 
> THe Home Heatine anp Cooiine Dept., General Westinghouse Packaged Air Conditioning Div. 
Electric Co., held its fall sales conferences at Green 

Springs, Miss. Distributors and sales representatives > “BUILDING PATTERNS indicate that there is a large, 
from across the country attended the six national sales unrealized potential for central air conditioner sales 
meetings. The department previewed its 1957 prod. in the last and the first quarters of the year.” This is 
ucts including a new residential air conditioning the conclusion of E. W. Lyon, director of air condi- 
model which will be introduced to the public after tioner sales for Amana Refrigeration, Inc., who re- 


the first of the year. cently completed a survey of market potential for resi- 


®@ You eliminate the high cost 
of repeated effort, inadequate 
suction, and old style tool 
equipment when you choose 
a Super Suction® cleaner. 
The wide range of models 
provides heavy duty, wet and 

ick- . 2 assiy Super Model LW-12 
dry pick-up to meet massive a cae “omnes 
requirements, real com- size" heavy duty 
mercial performance in light ye 
weight, low-cost units for Quiet operation. 

° Weight only 26 

small capacity work. pounds. “Push but- 

ame ete H , ton" hose connec- 
_ Furnace cleaning ofall types poll 
is quickly and efficiently done 
with both the Super Model nes Guaiien 

“ ‘ > > > uper = 
LW-12 and the Super Model eusthen de cn enmttiin, Ue 
MW-14. These small com- and dry suction cleaning, 
pact Super units are designed 
especially for easy handling 
and the utmost portability, 
‘ : ALES AND SERVICE in Principal Cities 
with exclusive Super feature _ a a in B 
. $ tenance 

for convenience and perform- edhe — 


Equipment Company “G, Quer Does " 


ance. TORONTO 


cin SUCTION. 
me warionat suren min SO DER senvice’ 
1944 N. 13th ST. Power Suction Cleaners + Quabity Floor Machines 


TOLEDO 2, OHIO 
“THE DRAFT HORSE OF BUILDING MAINTENANCE MACHINES” 
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SHUR-FLO 


Draft Inducer-Regulator 


Corrects Troubles Caused by Insufficient Draft! 


Completely Engineered Combination 
Unit Sells for Much Less Than What 
You'd Expect To Pay! 


Here’s a new product that will correct any difficulty 
caused by insufficient draft...and correct it at a 
cost so low it’s almost unbelievable! 

The new Walker SHUR-FLO draft inducer-regulator 
combination both inspirates and regulates. After 
draft has been established by inducer fan, the sensi- 
tive automatic Walker regulator holds draft at maxi- 
mum combustion efficiency. SHUR-FLO keeps chim- 
ney dry, stops pulsation and smoking, eliminates soot 
and odors. 


Big Aid to Contractors and Installers 
With the Walker SHUR-FLO, contractors and in- 
stallers can eliminate draft troubles in both old and 
new housing with a single installation. The product 
is particularly effective in modern homes where the 
trend is toward lower chimney heights. Installation 
is simple, fast and requires only elementary wiring 
provisions in most cases. 


Tests Prove High Efficiency 
The Walker SHUR-FLO has been exhaustively tested 
by the largest and most prominent industrial research 
organization* in the world. Their findings show that 
this new combination unit operates at highest effi- 
ciencv under even the most adverse conditions. The 
SHUR-FLO unit is constructed of heavy gauge gal- 
vanized steel. The motor is a heavy-duty, fractional 
HP that consumes little current. Motor is specially 
built for draft inducer service and is mounted so that 
it is shielded from chimney heat. Motor requires lit- 
tle maintenance. Regulator and inducer fan are both 
constructed of corrosion-resistant material. 
For the full facts on this revolutionary unit, see your 
supplier or write Walker Manufacturing & Sales 
Corporation, St. Joseph, Mo. 


*Name upon request. 
WALKER MANUFACTURING & SALES CORP. 
1730 Penn St. St. Joseph, Mo. 
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dential central system air conditioning. Mr. Lyon 
pointed out that in the fourth quarter of 1955, 20.5 
percent of the year’s total of new homes were begun, 
yet only 12.8 percent of central air conditioners were 
delivered in that period. In the first quarter of 1955, 
he said, 21.9 percent of the year’s homes were started 
and 15.9 percent of air conditioners were sold. “Deal- 
ers, builders, distributors and manufacturers must do 
a more aggressive job of merchandising in these ‘off 
months,’ he said. “Consumers can be sold on the 
idea that installation and service men have more free 
time in the industry’s so-called ‘off-season,’ that air 
conditioning is a long-term financing purchase so 
there need be no heavy payment at the outset for 
something not used until the warm weather, and, 
finally, that there need be no interruption with normal 
furnace operation.” 


> THe American Blower Corp. is currently cele- 
brating its 75th birthday. Founded in 1881, the 
firm now has three plants one at Dearborn, Mich., 
another in Columbus, O. and a western plant in San 
Leandro, Calif. More than 1400 men and women are 
employed in the Dearborn plant, making it that city’s 
second largest industry. The Columbus plant employs 
more than 800 persons and the San Leandro operation 
has nearly 100 employees. The firm is headed by J. C. 
Linsenmeyer, president, who in 1953 succeeded the 


late Clark T. Morse. 


> THe PuiLapecenia branch office of the Janitrol 
Heating and Air Conditioning Div., Surface Com- 
bustion Corp., has moved to 406 Suburban Sq. Bldg.. 
Ardmore, Pa. Robert M. Johnke is Philadelphia 


branch manager. 


> THe Recotp Museum of Air Conditioning and 
Refrigeration Equipment was recently introduced to 
television audiences when H. T. Jarvis. president of 
the Recold Corp., Los Angeles, demonstrated some of 
the antique equipment from his museum on a CBS 
western network program. Mr. Jarvis is collecting and 
preserving ancient equipment which he “will make 
availabie to the industry whenever the need arises.” 
He asks that anyone with information regarding an- 
tique air conditioning equipment write to him at 
the Recold Corp., 7250 E. Slauson, Los Angeles. 


> THe story or Don anv Bos Titus, founders of 
the Titus Mfg. Corp., was recently dramatized on the 
TV show “Operation Success.” The show took viewers 
to the company’s new manufacturing plant where they 
saw the many operations that go into the manufacture 
of grilles, registers and ceiling diffusers. Also shown 
were the company’s new air distribution research 


laboratory and its aluminum extrusion presses. 
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This has been a great year! America is building and 
replacing and thus moving faster than ever before. 
Only one thing. Will the labor market keep pace? 
That's where schools are important. If your 
company isn't helping community groups to get modern 
schools, it’s not apt to get the skilled people it 
needs. Self interest, civic spirit, or both, 


you should make schools your business, too. 


Want to find out how to help in your community? 
Get specific information by writing: 
Better Schools, 9 East 40th Street, New York, N. Y. 


Ee 
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Saves Time—Saves Labor 


FOR THE 


Sheet Metal Duct Fabricator 


CALDWELL HAMMER SEALING 
PITTSBURGH LOCKSEAM 


Caldwell Hammers Seal Pittsburgh Lock 
Seams with Speed and Smoothness 


in addition the Caldwell Hammer is used for chipping, 
drilling, gouging, small riveting, cutting, scaling, caulking, 
etc. Tools, attachments, accessories and compressors for 
use with Caldwell Hammer also available. 
Write for complete information. 


BURGESS THOMAS COMPANY 


Box 287 Bloomfield, New Jersey 
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(eu SPECIALISTS 


In this new DEPENDABOOK 
you'll find over 10,000 items — 
the LARGEST Selection in 

the World! 


WHOLESALE ONLY 

We sell you—not your customers. 
And we sell you at lower prices. 
You select from a complete stock 
illustrated, described and priced in 
the DEPENDABOOK —‘“‘the 
standard of the trade.” Your orders 
—for air conditioning and electric 
motor parts and supplies — are 
filled quickly and accurately. 
ORDER BY MAIL 

or visit our well-stocked ware- 
houses. Don't delay. Get the Harry 
Alter DEPENDABOOK by return 
mail 


Write on your letterhead to 


The HARRY ALTER CO., Inc. 


1717 S. Wabash Avenue, Dept. G, Chicago 16, Illinois 
Branches in New York, Dallas, Atlanta 


‘ 
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ACCEPTING SAFETY AWARDS are (I to r) 
Ray E. Winter, safety director; and William A. 
Jahn, president, Inland Steel Products Co, Present- 
ing the awards are (center) Dr. B. L. Corbett, 
Milwaukee safety commission director for the 
National Safety Council; and (second from right) 
William Redmond, safety engineer, Employers’ 
Mutuals of Wausau, insurance carrier. Joseph L. 
Block, (right) president of Inland Steel Co., 
Chicago, was guest speaker at the ceremony 


> AT A RECENT SPECIAL CEREMONY attended by its 
1000 Milwaukee employees, Inland Steel Products Co. 
was presented with four awards for outstanding ac- 
complishments in industrial safety. The firm’s employ- 
ees have, for the third time in five years, attained a 
record of one and a half million man hours without a 
lost time accident. 

The company has recently created a néw division 
the Building Panels Product Div. which is a con- 
solidation of the former Roof Deck and Celluflor 
Product divisions. V. G. Pignolet will head the new di- 


vision as product manager. 


> Cart E. Rowe has been appointed vice president 
and general manager of the Milwaukee Valve Co., a 
subsidiary of Controls Co. of America. Mr. Rowe was 
also made a director of the firm. For the past two 
months he has been working as assistant general man- 


ager of the company. 


> Wittiam A. Bours, 11, assistant director of sales 
of the Kinetic Chemicals Div., E. I. du Pont de 
Nemours & Co., has been elected to the board of di- 
rectors of the Air-Conditioning and Refrigeration In- 
stitute. 


> THe EMERGENCY STEEL Service Corp. of Skokie. 
Ill. will be known in the future as the Rolled Steel 
Corp., according to Seymour Waldman, president. The 
corporation was formed shortly after the end of World 
War II to supply government steel to industry during 
the period of acute steel shortage. Mr. Waldman said 


that since the company now obtains all of its steel 
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from mills. the name “Emergency Steel Service” is no 
longer applicable. The firm recently opened a 56,000 
sq ft plant its second plant in Skokie — which more 


than doubles its facilities. 


> Purpue University has received two free grants 
totaling $18.000 to support its newly formed national 
center for research on cooling and climate control 
and their effects on humans and animals. Donors of 


the grants are Addison Products Co. and Revco. Inc. 


> A HALF-MILLION DOLLAR manufacturing facility will 
be constructed in Wabash, Ind. by Minneapolis-Honey- 
well Regulator Co., according to Paul B. Wishart. 
president. The 58,000 sq ft building will be used for 
the production of electronic air cleaning equipment 
and other specialized metal products for residential 


and commercial temperature control systems. 


> THE BOARD oF piREcTORS of G. A. Feld Co. re- 
cently elected George M. Gleason to the office of presi- 
dent. succeeding the late B. K. Mallan. 


> CENTURY ENGINEERING CorP. now offers a 10 year 
warm air furnace warranty with each warm air heat- 
ing unit. The 10 year guarantee covers the furnace 
heat exchanger. Components such as controls, motors. 
etc. will continue with the usual warranty as supplied 


by the individual manufacturers of the components. 


> WorrtHincton Corp. introduced a new line of fur- 
naces at its annual air conditioning wholesaler meet- 
ing held recently in Point Clear, Ala. The meeting was 
attended by wholesalers from California, Arizona. 
Oklahoma, Missouri, Massachusetts, New York, Con- 
necticut, Pennsylvania, Texas, Louisiana, Florida. 
Alabama and Illinois. Unusual aspect of the meeting 
was the unveiling of the company’s two “Climate 
Vans” which are now touring the country to bring 


the new line to industry members in all major market- 


ing areas 


> Marco Inpusrries, Inc. recently celebrated its 
10th anniversary by turning out its 6,000,000th motor. 


> “JaLZinc” has been adopted as the trade name 
for all zinc-coated sheets manufactured by Jones & 
Laughlin Steel ( orp. 


> THe Powers RecuLator Co. held its bi-annual 
national sales conference in Evanston, Ill. Joseph W. 
Powers, vice president and general sales manager. told 
branch office personnel from 65 cities that the current 
construction boom is creating an “unprecedented de- 
mand” for the firm’s air conditioning controls. New 


producis were introduced at the meeting, following 
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STANDARD IN THE FIELD 


Superior features of Tharco— 
® No Shrinking 
® No Cracking 
® No Checking 
THARCO is available in either black or light 
gray in 1-pound cans to 350 pound drums. 


ORDER FROM YOUR JOBBER 








THE ARMSTRONG COMPANY 


241 S. Post Street « Detroit 17, Michigan 


. idifi 
Automatic Humiditier 
c= a Fits any straight side , 
warm air furnace 


Series 555 


Corrosion Resistant 
Stainless Steel 
Vapor Pan 4” x 15” 
ONE SIZE... . ONE KIT ASSURES LOWEST 


COST INSTALLATION AND MINIMUM 
INVENTORY EXPENSE 


Vaporite No. 555 Humidifier comes completely assembled in 
one package. No extras to buy... no parts to assemble... 
no extra holes to cut...no pan leveling or tricky mounting. 


NEW IMPROVED VALVE — Provides more positive drip- 
teed thermostat operation. Water drips fastest when furnace 
is hottest... pan is dry when furnace is cold. Adjustable 
for precise vaporization needs of each installation. 


Write for Catalog A-12 


AUTOMATIC HUMIDIFIER CO., Cedar Falls, lowa 





FLANGES THE DUCT. 
with Ananing Speed, | 


Less than 5 seconds on short 


and lighter pieces 
Slightly longer on bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 

A complete drive cleating tool... 
no set-up time . . . no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 
material and labor savings. 


No. 12 Smith's Cleat Bender 
(12 wide) . . $49.80* 
No. 18 Smith's Cleat Bender 
(18” wide) .. 578.60* 


the use of a screwdriver. 
*F.0.8. Waukegan, Illinois TREMENDOUS SAVINGS 
Prices subject to change 


ati mates " in erection time and labor. 


ae ee 


1124 Elizabeth Avenue e Waukegan, Illinois 


PERFECT 
DRIVE CLEATS 
fit the duct without 


New ANEMOTHERM 


AIR METER gives you 
Air Velocity 


Air Temperature 
Static Pressure 


with 


XN SKHKEKYK EXT LONK™) 


ease 


The new model 60 Anemotherm Air Meter heips you 
balance heating, ventilating and air conditioning sys- 
tems the modern pushbutton way. It puts air velocity, 
air temperature and static pressure at your fingertips 
... pays for itself through time saved on only one 
major job. e@ Write for Bulletin 55 giving all 
essential data. 


ANEMOSTAT CORPORATION OF AMERICA 


10 EAST 39th STREET, NEW YORK 16, N. Y 





we hear that 


(Continued ) 





which sales promotion, advertising and public rela- 
tions programs were outlined. Since 1954, the com- 
pany has built or remodeled branch office quarters in 
nine cities, and has recently begun construction of a 
$300,000 Chicago office-warehouse located at 6645 
N. Ridge Ave. 


> ReGIonaAL MANAGERS of the Airtemp Div., Chrysler 
Corp., representing all the division's 10 major sales 
districts met recently in Dayton for a one-week “Man- 
agers’ Conference.” Sessions were devoted to reviews 
of company objectives for 1957, recent industry de- 
velopments, market outlook, sales topics, business 
financing, engineering and equipment servicing. The 
conference marked the beginning of the division’s 
1957 training program for company field representa- 


tives and for distributor and dealer personnel. 


> Tue DoLiincer Corp., manufacturer of “Staynew” 


filters, recently celebrated its 35th anniversary. 


7 CARRIER Corp. recently held a board of directors 
meeting at the Atlanta-Biltmore Hotel, Atlanta, Ga. 
Cloud Wampler, chairman of the board and chief 
excutive officer, said the session was one of a series 
of directors’ meetings to be held at intervals in the 


major air conditioning markets of the country. 


J. B. BALMER. president, John Wood a. was 
elected a director of the American Gas Association at 
AGA’s 38th annual convention held recently in At- 


lantic City, N. J. 


> Temprite Propucts Corp. of Birmingham, Mich. 
has purchased the EverHot Water Heater Co., a De- 
troit manufacturer of home water heaters. which will 


now operate as the EverHot Heater Div. of Temprite. 


> THe American Brass Co. has moved into its new 
office and warehouse building at 2200 W. 117th St.. 
Cleveland. 


> Trane Co. plans to double its present research and 
testing facilities and to build two new manufacturing 
plants. One of the new plants will be used to produce 
brazed aluminum special heat transfer units and the 
other to manufacture low hp air conditioning com- 


pressors. 


> THe St. Pererssurc Fuet Oi & Heating Co. a 
dealer for Airtemp air conditioning equipment, re- 
cently moved into new quarters at 695 Sist Se, S. 
and has expanded its overall operation. According to 
Guy Oelze, owner, an important expansion step has 
been the formation of new engineering and sheet metal 


departments. 
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wholesaler doings... 





> Lee J. Haines, president of E. E. Souther lron 
Co., discussed the importance of standardization at 
the recent annual meeting of the National Association 
of Sheet Metal Distributors. Mr. Haines outlined some 
of the problems developing from a lack of standardiza- 
tion and explained what the industry has done to 
correct such a situation. “In the late 1940s.” he said. 
“the wholesaler was confronted with forced warm air 
registers in all imaginable sizes, but thanks to the 
good work of the engineering departments of the many 
wholesalers in this country who started to standardize 
on 6 in. high sidewall registers, the industry now 
accepts 10, 12, and 14 by 6 in. sidewall registers as 
standard. Manual 7 of the National Warm Air Heat- 
ing and Air Conditioning Association lists only these 
three sizes in its charts, although sizes 4 and 5 in. high 
can be secured if the dealer is willing to wait for these 
specials.” He pointed out that most dealers prefer 
standard fittings as this makes it possible to carry 
smaller inventories and permits the purchase of 
needed items in lots large enough to secure quantity 


prices, 


> THe Ark Comrort ENGINEERING Co., INC, 305-07 
27th Ave., S.. Meridian, Miss. has taken on the dis- 
tribution of Servel air conditioning products in the 
Meridian trading area, including six counties in Mis- 
sissippi and two counties in Alabama. Officers of the 
Air Comfort firm are Frank A. Taylor, president, and 


David B. Holmes. Jr.. secretary-treasurer. 


>» ARMSTRONG Suppty Co., new wholesaler in 
Waltham, Mass. recently held a dinner meeting and 
cocktail party for 120 dealers in Boston and the sur- 
rounding area. Don Thomson, manager, outlined gen- 
eral policies and described the engineering, installation 


and sales services the company offers its dealers. 


>» CoLumBia Evectric & Mere. Co., E. 3420 Ferry, 
Spokane, Wash. has been appointed a distributor of 
Amana air conditioning equipment in the states of 


Idaho and Montana as well as part of Washington. 


p T. J. HucuHes has joined the staff of Ohio Furnace 
Co., Columbus wholesaler. Mr. Hughes will serve as 
sales promotion manager for the Columbus and Day- 
ton areas. The company has recently begun construc 
tion of a new office and Ww arehouse building which will 
contain 32,000 sq ft of floor space. The new building 
is located at Kenney and Kinnear Rds. 


> A NEW DISTRIBUTOR Bryant of Wisconsin, Ine. 
will represent Bryant Mfg. Co. in the state of 
Wisconsin. The new operation is headed by Frank N. 


Seaver, who will have headquarters in Milwaukee. 
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FOR SOUND 
ECONOMY 





No. 69 SET 
SINGLE BEARING 
for SMALL DAMPERS 


Retractable bolt and 
quick, easy means Sf 
fastening bearing are 
among features that 
make this the most con- 
venient and economical 
set available. 


No. 70 SET 
for LARGER DAMPERS 


Identical with No. 69 


except with 2. retract- ‘ « . 
able bolt bearirigs. : % 3 
HART & COOLEY VAN a Wait) tities co. 


500 EAST EIGHTH ST., HOLLAND, MICH. 





¢ Easier 
to Install 


* New Quiet 
Operation 


« Competitive 
Prices 


COOLAIR Ventilating Fans 


For quiet, general purpose ventilation at lowest 
cost, you can't beat the Coolair type CQ shown here. 
It’s ideal for schools, auditoriums, and stores... 
wherever a quiet fan is needed 

Exclusive rubber vibration insulators, as shown 
in the insert photo, are built into the fan frame. 
You can meet specifications for resilient-mounted, 
wall-type fans with far less installation trouble 
and cost. No bother with mounting fan on rubber 
or felt. 

Proof that Coolair prices are competitive—Coolair 
fans were used on all four U.S. 3rd Army barracks 
rehabilitation projects started in the summer of 1955. 


Write for Free Catalog Folder 


AMERICAN COOLAIR 
CORPORATION 


3610 Mayflower Street 
Jacksonville 3, Florida 





PRE-FABRICATED 
DUCTS and 
FITTINGS 





For extra profits, use AJAX Pipe and 
Fittings . . . save installation time and 
labor . . . fit tight and fast with AJAX 
Automatic Snap Lock connections. 


FORCED AIR and GRAVITY INSTALLATIONS!. 
@ Precision Made 
@ Highest Quality 


@ Wickly Assembled 


WRITE TODAY for line catalog giving full 
data. 


AJAX FURNACE FITTING CO. 
216-220 E. Front St., Cincinnati 2, Ohio 


Division of The Cincinnati Sheet Metal 
and Roofing Co. 


Save Time... labor... Material 
with BEVERLY 


metal cutting 


SHEARS 


throatless 
SHEARS 


Make any cut—-straight, irregular, curved 
Exclusive design permits turning work any 
direction while cutting. 4 models-—cap 
to 3/16 


Makes cuts up to 8” inside edge of 
sheet. Sharp, clean burr-free cuts 
always assured. Cap 

16 ga. High strength 
aluminum alloy 

body; H C.H.C 

blades 


New “SS” Series-—easier cutting with 
compounded linkage. 3 modelp cap 
to '"; trimming capacity to Y%4* id. 


See your Beverly Distributor. Write 
FREE illustrated Bulletin 


fo 
for 


BS TTL 


3020 W. Ilith STREET © CHICAGO 43, ILLINOIS 
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C. B. STONE, SR., president of C. B. Stone, Inc., 
signs contract to distribute York air conditioners. 
On the right is his son, C. B. Stone, Jr., vice 
president of the firm 


> C. B. Stone, INc., 53 Warwick St., Middletown, 
Conn. has been named a distributor of air condition- 
ing equipment by York Corp., a subsidiary of Borg- 
Warner Corp. Territory to be served includes the Con- 
necticut counties of New London, New Haven and 


Middlesex. 


> THe Famous Furnace Co. of Newark recently 
celebrated the opening of its new warehouse located 
at 161 O'Bannon Ave., Newark, O. The firm dis- 
tributes heating and sheet metal supplies as well as 


tools and machinery. 


> THe PucH Heatinc & Air Conpitioninc Co.., 
2007 W. Central Ave., Toledo has been appointed area 
distributor of residential and commercial heating and 
cooling equipment by the Airtemp Div., Chrysler 
Corp. 


> THe Tirrin Art Meta Co., Tiffin, O. has ae- 
quired Squire Heating Supply Co., Columbus. Both 
firms will continue to operate under their present 
names. John P. Speck, president of the Tiffin firm. 
will continue in that capacity and will also serve as 
president of Squire Heating Supply Co. Harold W. 
Squire, founder of the Columbus wholesale firm, will 
become executive vice president of both Squire Heat- 
ing Supply Co. and Tiffin Art Metal Co. 


>» H&C Suppty Co., Inc., Akron distributor of cool- 
ing and heating equipment, has broken ground for 
the construction of a 7000 sq ft warehouse addition. 
The new facility will connect directly with the firm’s 


present structure located at 133 N. Summit St. 


> THe SourHerN New ENGLAND Distributing Corp., 
2976 Main St., Hartford, Conn. has been named to 
handle the distribution of York window air condition- 
ers in northern Connecticut and western Massachusetts. 


W. L. Thibadeau is president of the firm. 
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merchandising ideas 





> THe Permactas Div., A. O. Smith Corp., is con 
ducting a nationwide photo contest as part of its 
“Confidence” sales campaign which is designed to 
promote confidence on the part of the public in 
Permaglas water heaters. Entries must portray the 
idea of confidence for example the confidence of 
a child in his parents, of a man in the future, of a 
dealer in the quality of his work, etc. Ten prizes will 
be awarded, according to J. H. Brinker, division 
general manager. First prize is $1000 and second 
is $250. The next eight winners will each receive a 30 
gallon water heater. 


> THe WortHINGcTON Corp. recently completed the 
building of two “Climate Vans” rolling showrooms 
designed for exhibiting new heating and cooling equip- 
ment to architects, builders, wholesalers, dealers and 
the general public. Just inside the rear door is a reg- 
istration desk that doubles as a projection booth for a 
slide film show and a sound movie. Cutaway units and 
equipment with glass paneled fronts show working 
parts, and transparencies are used to show how the 
equipment can fit into new or existing homes, offices 
and commercial establishments. 


>» THis YEAR the Majestic Co., Inc. supplied its deal- 
ers with special Christmas literature suggesting such 
family gifts as heating or cooling units and “Thulman” 
fireplaces. Designed for enclosure with invoices, state- 
ments, etc., the circular is small in size, measuring 614 

234, in. when folded. The cover page features a red 
and green Santa Claus head and the inside folds are 
illustrated with photographs of equipment and typical 
applications. 


> TH 


masonry chimney is helping to increase home remodel- 


Van-PacKER Corp. says that its packaged 


ing sales volume for heating dealers, builders and 
building supply dealers who have found that it pays 
to look for and point out to customers the need for a 
new chimney along with other remodeling work. The 
Van-Packer firm notes that new chimneys are called 
for in existing construction when 1) a defective chim- 
ney must be replaced; 2) furnace conversion requires 


the installation of a new chimney: 3) an incinerator 


is installed; and 4) when a new furnace is installed in 
a new location. 


ARMSTRONG FURNACE Co. offers its dealers 


> THE 
a nine point promotion package designed to step up 
replacement business. Available through wholesalers. 
the package includes newspaper ads, publicity releases, 
TV and radio scripts, a direct mail program, sales 
approaches, furnace and air conditioner check stickers, 
and a six point “safety and efficiency” check sheet. 
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A. WHITNEY LEVER PUNCHES 


For Every Shop and Tool Box 
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No. 4B Punch 
All parts drop-forged. 


Most sturdy punch built for size. 
Capacity — 1,” hole through 16 gauge metal 
Length — 81/2" Depth of throat — 2” 
Weight — 3 Ibs. Stock size punches 1/16” to 


9/32" by 64ths. 


Write for catalog — then contact your jobber. 


aN, 





HITNEY MFG. CO 


636 RACE ST. ROCKFORD.ILL. 


AN I-R 
IMPACTOOL 
WILL 


Want real versatility . . . real 
power and speed for just about 
any job a portable power tool 
can do? Grip one of Ingersoll- 
Rand’s five great Electric 
Impactools 
8U and 34U —a size for every 
job. If you work on metal, 
wood, masonry or other mate 
rials, you'll save time, hard work 
and money when you own an 
Ingersoll-Rand Impactool. Ask 
your Ingersoll-Rand Distributor 
for a free demonstration. 


2U, 4U-SD, SUT 


'1OOK how many jobs 


RUN NUTS 
REAM 

DRIVE SCREWS 
SAW HOLES 
DRILL 

WIRE BRUSH 
TAP 

BORE WOOD 
DRILL MASONRY 
DRIVE STUDS 


Ingersoll-Rand 


11 BROADWAY, NEW YORK 4, N.Y. 
ORE NTR RNIN WEE EES SR GEIR er a eR I Woe 
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“SHORT SODER FACTS” 


From L. B. ALLEN 


In general, the higher the tin content the 
lower the melting temperature of soder until 
63%, tin is reached. 


The strength and appearance of a joint de- 
pend to a large degree on the flux which is 
used. You can depend on fluxes from L. B. 
Allen. a specialist in flux for over 50 years. 





Write toda, for useful free charts giving the 
melting point, the strength and the resistance 
to vibration of various grades of soder. L. B. 
Allen soder and flux samples are always 
available. 


Remember, L. B. Allen has special 
soders for aluminum, cast iron. 
stainless steel, monel and other 
special metals. 


Write Today — 





L.6. ALLEN CO onc 


6701 C Bryn Mawr Ave. 
Chicago 31, Illinois 





There’s a PROPER SIZE Monmouth 
for every Heating Unit 


Monmouth does not offer just one size Humidifier for all heating 
units. It provides a complete range of sizes and capacities to do 
the job properly — for the correct size pan and correct number 
of plates are essential to efficient operation. This is especially 
vital with modern automatic forced air heat, with relatively low 
bonnet temperature, where sufficient diffusion to convey moisture 
to the volume of air handled is absolutely necessary. When you 
install the proper size Monmouth, your job is not half done, but 
ALL done. The complete line includes various Flotrol Models - 

the No. 310 for your smaller jobs and the Monmouth gas-fired 
Humidity Conditioner for all radiator systems. Write for de 
scriptive Bulletins. 


THE CLEVELAND HUMIDIFIER CO. 
7302 Wade Park Avenue Cleveland 3, Ohio 


MONMOUTH 
HUMIDIFIERS 


appointments... 





> Marvin B. Situ as assistant to the vice pres- 
ident in charge of sales for the Airtemp Div., Chrysler 
Corp. Mr. Smith has been a member of the president’s 
staff since 1955, serving as director of forward plan- 
ning. Before that he served as supervisor of shop 
scheduling and as planning superintendent. G. S. 
Cobb and R. H. Friedel have been appointed staff as- 
sistants to the vice president in charge of sales. F. J. 
Laughna, associated with the division since 1940, has 
been named manager of the New York City factory- 
owned distributorship. Assisting him as assistant man- 
ager will be J. N. Tuttle, formerly Detroit assistant 
regional manager. Newly appointed regional managers 
are F. G. Hill (Dallas), E. D. Dickson (West Coast). 
and E. O. Butler (St. Louis). New assistant regional 
managers are J. V. Browne who has been assigned 
to the Detroit office and H. L. Kerr, who will go to the 
New York office. Named to the staff of the air condi- 
tioning and heating sales manager is T. FE. Muir, 
formerly staff assistant to the vice president in charge 
of sales. G. H. Gay and G. H. Stephan are joining the 
Dallas sales territory as field engineers. T. G. Hen 


dricks has been named Dallas district manager. 


Harry W. Jobes Leon J. Alyanakian 


> Harry W. Joses as general manager of Typhoon 
Heat Pump Co.. Div. of Hupp Corp. Mr. Jobes was 
formerly sales manager for the division. Leon J. 
Alyanakian, formerly associated with consulting engi- 
neering firms in Philadelphia and more recently with 
Phileo Corp. in the promotion of engineered air con- 
ditioning products, has been appointed district man- 
ager for the Typhoon Air Conditioning Co. Div. His 
territory includes eastern Pennsylvania, the states of 
Delaware, Maryland and Virginia, and the Dis.rict of 


Columbia. 


>» Daviv C. Linpsey as head of the national sales 
organization planned by Sequoia Mfg. Co. for its 
new Sequoia Vacuum System subsidiary. As vice 
president in charge of sales, Mr. Lindsey will be re- 
sponsible for the marketing of central built-in vacuum 
cleaning systems through a national network of heating 
dealers. Mr. Lindsey has been active for the past three 


years in the design and development of the systems. 
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Robert K. Eskew John N. Davidson 


> Ropert K. 


conditioning products, 


Eskew, former chief engineer of air 
as sales manager of the Air 
Eskew 


with the firm for 23 years, and was one of the first 


Conditioning Div., Servel, Inc. Mr. has been 
members of the company’s air conditioning organiza- 
tion. He has served as field service representative for 
New York and New 


ager for the East Coast. air conditioning zone super- 


England, commercial sales man- 


visor for the New York area, and administrative engi- 


neer for air conditioning. Succeeding him as chief 
engineer is John N. Davidson, former manager of the 
company’s Defense Div. Mr. Davidson joined the firm 
26 years ago and was first employed in the New York 


During World War II 


superintendent 


laboratories. he was assistant 
of Thunderbolt wing production at 
Servel and at the close of the war was put in charge 


of engineering activities on air conditioning. 


> WituiamM T. 


Delta Heating Corp. and heating control sales manager 


GoLpsMITH, former sales manager of 


for General Electric Co., as general sales manager of 
Ingersoll Conditioned Air Div. of Borg-Warner Corp. 
In his new position, Mr. Goldsmith will be responsible 


for sales and advertising promotions. 


> Lee A. MILEs as assistant to the field sales manage 
of Mueller Climatrol, a newly created position. Mr. 
Miles joined the firm nine years ago as cooling appli- 


cation engineer and later became a sales engineer. 


Lee A, Miles Clive C. Earle 

> Crive C. Earve as manager of alloy and stainless 
steel sales at the Pittsburgh plant of Joseph T. Ryerson 
& Son, Inc. Mr. Earle joined the firm’s Buffalo plant 


in 1944 and three years later was appointed a sales 
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THE RIGHT SHEAR 
FOR ANY CUTTING JOB 


MARSHALLTOWN 


ROTARY 
THROATLESS 
SHEARS 


SSeS BBeBBBBeB Bee eesa 


CUTS ALL SHAPES—SIZES 
@ QUICKER 
@ EASIER 
@ FASTER 


Here's a shear that's right for every job. Speedy — efficient. 
Cuts up to '/2 inch stock — speed to 6 ft. per minute. Ex- 
cellent for irregular cutting or straight splitting. Available 
in hand operated or motorized models. Prompt shipment. 
Send today for special illustrated bulletin. 


MARSHALLTOWN 
MANUFACTURING COMPANY 


Marshalltown, lowa 


Seeeeeeeeeeeeaeaa é 








“SAVES YOU MONEY’”’ 





. 1 aia 
SEND FOR 
New 


CATALOG 





Standardized 
DUCTS and FITTINGS 


MONCRIEF offers a complete line of 
Prefabricated pipe and fittings for any 
type of Heating or Cooling system. All 
precision made, at low mass production 
cost. Prompt shipment from Atlanta 
Factory makes MONCRIEF the South's 
most dependable source of supply on 
Duct Work, Registers, Grilles and Dif- 
fusers. Save time and money by order- 
ing from your jobber TODAY. 








P. 0. BOX 1673 
A: 





ATLANTA, GEORGIA 




















PEP UP GAS AND OIL CONVERSIONS | 


WITH McLARTY 
BOOSTER FANS 


All heating men know that quart 
air conversions do not heat as wel 
as coal because of intermittent firing. 
In most cases you do not need a 
blower at $200 when McLarty Fans 
will do a fine job at under $100 in- 
stalled and show you a handsome 
profit. These fans will pay for them 
selves in fuel savings. Keep your 
customers happy and pick up this 
ready money with easy hestetiation. 
No duct work. no need to shut down 
the furnace. Sell booster fans with 
every conversion job. Ask your jobber 
or write: 


McLARTY SYSTEMS 





























Look Better — Last Longer RR 


Superior workmanship and finish in heavy-gauge X<DX DX! 
a 


metal assures installations of lasting beauty. 
Most designs stamped in any thickness, up to 


one-fourth inch, from any metal. Catalog No. x<DX DX 


36 illustrates all designs and gives complete 
working data. Free on request. 


Diamond Manufacturing Co. 
Box 34 Wyoming, Pa. 


West Coast Plant, Diamond Perforated Metals Co. 
17915 So. Figueroa St., Gardena, Calif. 























ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 

If you don't bave catalog K, send for it NOW. 


MILLER & DOING 


89 ADAMS STREET BROOKLYN, N. Y. 








. . « for SPECIFICATION and BUYING Informa- 
tion use your JANUARY DIRECTORY NUMBER 


Your job will be a lot easier if you'll keep the January 
Directory number of AMERICAN ARTISAN at your el- 
bow constantly available for handy reference. It's one of 
your most valuable tools — one which will save you many 
hours of looking up the products you need for your var- 
ious jobs. It's the ONE complete, up-to-date, readily ac- 
cessible source of product information on who makes the 
snips, blowers, grilles, etc., you need — and where they're 
located. They're identified by trade names, too. EVERY 
product is listed, alphabetically arranged and printed on a 
distinctive yellow stock for easy reading and reference. 
Keep it handy . . . it's a time saver. 
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representative for the alloy and stainless steel depart- 
ment. He remained in this capacity until his recent 
promotion and transfer to Pittsburgh. 


p C. A. Pickett as manager of the sales department 
for American Air Filter Co., Inc. John J. Willis is 
being transferred to the company’s subsidiary, Illinois 
Engineering Co., where he will serve as sales manager 
and assistant to the general manager. John W. Frazier 
has been appointed sales promotion manager, in which 
capacity he will be responsible for the coordination of 
selling and promotional activities that jointly affect 
Herman Nelson and American Air Filter products. 


> Wittiam FE. Konrap as merchandising manager 
for the heating and air conditioning department of 
Crane Co. In his new position he will direct the 
firm’s heating-cooling sales program and will co- 
ordinate activities of the heating and air conditioning 


sales division and the advertising department. 


>» Howarp A. TEASLEY as national sales application 
engineer for White-Rodgers Co., a newly created sales 
department position. According to the company, the 
job was established for the express purpose of giving 
manufacturers additional technical services with ref- 
erence to American Gas Association testing require- 
ments. Mr. Teasley will aid furnace manufacturers in 


the control application and testing stage. 





@Obituaries 


Martin Schaar 


Martin SCHAAR, a past president of the Sheet Metal 
Contractors Association of Milwaukee, Inc., died Tues- 
day morning, November 20, 1956. Mr. Schaar, well 
known for his support of association work at local. 
state and national levels, had participated in several 
convention programs of the National Warm Air Heat- 
ing and Air Conditioning Association. For many years 
he operated the Wisconsin Furnace Co. serving Mil- 
waukee, Kenosha and Racine. 


~ 


Harold E. Stavers 


> Harowp E. Stavers, sales manager for the Detroit 
plant of Joseph T. Ryerson & Son, Inc., died October 
21, 1956. Mr. Stavers joined the company’s Chicago 
plant in 1913 as a mail boy. He was appointed a sales 
representative in 1923, remaining in this capacity until 
his promotion to sales manager in 1955. He is sur- 


vived by his widow and two daughters. 
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- NEW- 


FORCED-AIR GAS-FIRED HEATERS 


A GOOD BRAND 
CONVENTIONAL FLOW UNITS 


Two sizes HBD-70 Input rating 70,000 Btu., HBD-85 Input rating 
85,000 Btu. Have return air inlet at bottom of unit, warm air outlet 
at the top. 


All Heaters are equipped with “Whisper-Quiet” rubber mounted direct drive 
blower. 

Compactly designed for minimum floor space. 

All heaters are equipped with fully automatic controls. Each heater is shipped 


ready for installation, no expensive on-the-job assembly required. 


All heaters are A.G.A. Approved for operation with natural, mixed, manufac- 
tured and LP gases. 


ATTIC TYPE AFS-110, 
Input 110,000 Btu. 





Side flue outlet requires no additional height 
for diverter installation 


Space requirements kept to absolute 
minimum. 





Attractive grey-green hammer finish. 





DOWN FLOW UNIT 

CFD-85, Input 85,000 Btu. Has return air inlet at top, and warm air 
outlet at bottom suitable for perimeter heating. 

Equipped with permanent type filters. 


Built-in draft diverters provide easier installation. Control panel is enclosed by 
very attractive cover. Controls, blower and burner are all easily accessible. 
Rugged cast iron burners are slotted for long life and trouble free operation. 


Outside casings of heaters are hand-cool, highest quality insulation keeps heat 
in the heater. Every bit of heat is extracted from the fuel — value received from 
gas burned. 


All heaters are rigidly inspected and individually tested at the factory before 
shipment. 


All heaters are A.G.A. Approved for operation with natural, mixed, manufac- 
tured and LP gases. 


Write for complete descriptions and specifications. 


JOHN ZINK COMPANY 
4401 South Peoria Tulsa, Oklahoma 





WHITE-RODGERS CONTROLS FOR MODERN COMFORT 











NEW WHITE-RODGERS “FASHION” THERMOSTAT 
... with dramatic beauty to create customer demand. 





At last...the thermostat everybody wants! 
Right shape: no sharp corners or severe curves 

to clash with furnishings. Right color: Adobe 
Beige harmonizes with any color scheme. 
Smart hinged cover: handsome design, re- #4” 
moves “‘mechanical” look. Can be painted to-%33= 
“disappear” into wall! ee 


Ate. . 
“UN . vi: 








The Fashion Thermostat is the most exciting © 
sales-getting idea to come along in years! Pro- ~ 
mote Fashion for selling new heating equip-"“~¥ 
ment... Fashion for selling the replacement 
and modernization market! Contact your reg- 
ular W-R supplier today. 


for that Cduilily plus 


insist on White-Rodgers 











TEMPERATURE CONTROLS 


6, MISSOURI TORONTO 8, 





